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The live hardware 


dealer says: 


“These 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 
Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 
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Tests Are Simple 


‘Take a jar ring and stretch it. It 
should show considerable elasticity and 
should go back to almost the original 
size when released. 


‘“Then take the ‘ring and pinch it. It 
should be soft and velvety and resume 
it shape when you let it go. 


‘“T use these two simple tests to show 
the quality of GOOD LUCK nings 
when an occasional customer needs to 
be convinced that a cheaper ring is not 
econcmical.’’ 
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A Fresh Window 
is the Life of a Store 


Fhow About Your Pyrex Display? 


Displays often become soiled, dam- 
aged, and unsightly even with the best 
of care. 


A fresh, clean window display is the 
life of the store. 


We want every Pyrex dealer to have 
always a fresh, attractive Pyrex dis- 
play. If yours has become a little shop 
‘worn, or if you have never had this 
rather remarkable display, now is the 
time to register a request—no charge, 
and all carriage costs prepaid. 


No Home Can Have Too Much 





Transparent Ware 


Pyrex Sales Division 


Corning Glass Works, Corning, New York 
World’s Largest Makers of Technical Glassware 
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best battery for use 


No. 7111—Eveready . 
“A™ Dry Cell. The 


with dry cell tubes. 













No. 771—Eveready 
“C™ Battery, also an 
ideal “A” Battery for 
table sets using 





~ gies 


Radio Batteries 


~they last longer 


“F 


No. 764—The space 
saver. Vertical 2234- 
volt ““B" Battery. 


No. 763—"B”™ Ba \ 
Especially built for 
portable sets. 
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These are the Eveready Batteries for Summer Radio 
—Ideal for Portable and Semi-portable Receivers 


Do your customers think of you as radio 
battery headquarters? Do they know that you 
can supply every radio battery need? 


This desirable reputation can be yours if you 
stock—display—push—sell these Eveready 
light-weight batteries. Just right for compact 
sets for automobile and camp use. 


“A” Battery No. 7111. The famous Ever- 
eady Dry Cell Radio “A” Battery. The 
longest-lived six-inch dry cell made for radio 
use. It astonishes the people who buy it by 
lasting longer than they expected. It amazes 
dealers who handle it by the quick growth in 
its sales. There’s money in it for you! 


Eveready “B” Battery No. 763—for portable 
sets only. 2214 volts. Weight only 13 ounces. 
The smallest ““B” Battery it is practical to make. 


Eveready Vertical “B” Battery No. 764. Has 


more than twice the life of No. 763, and costs 
your customer only 40 cents more. Weight 
214 pounds. Sell it for economy on semi- 
portable sets. 


Eveready “C”’ Battery No. 771. The triple 
use battery. Where battery weight must be at 
a minimum, use UV-199 tubes and these bat- 
teries as an “A” Battery for the filaments. 
Weight 14 ounces. Also may be used to build 
up a “B” Battery, or as a “C” Battery in audio 
frequency amplifiers. 


Get your share of the summer battery busi- 
ness. Sell Eveready Radio Batteries—they last 
longer. Ask your jobber. 

Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
Headquarters for Radio Battery Information 
New York San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ontario 
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Atkins SilverSteel Saws? 


‘/> ToMy Fellow Hardware Dealers” 
/ BE CONVINCED 


Read 
W. B. LUNDY’S LETTER 
With FRANK BURKE HDWE. CO. 
WAUKEGAN, ILL. 

What further proof do you need to be convinced that 
you should handle Atkins Silver Steel Saws? Each week 
this year we have published a letter written by some 
hardware dealer stating the reasons why he would recom- 
mend Atkins Saws to you.~ Don’t you think it would 
be a good idea to put in a few Atkins Silver Steel Saws 
and see for yourself whether they will sell? 

The conversation Mr. Lundy had with the carpenter 
is very interesting. Read it. If you have not already 
sent your letter for our contest, do so at once. Our only 
requirements are that the letter be written on the station- 
ery of the dealer with whom you are connected, and that 
the dealer handles Atkins Saws. If we accept your letter 
for publication, you win $10.00. 


HIS LETTER: 


E. C. Atkins & Co., Indianapolis, Ind. 
Gentlemen: 

I recommend Atkins Silver Steel Saws because users are enthusiastic boosters. 

I first heard of them through the Company Carpenter of the Du Pont Powder Company of Pleasant 
Prairie, Wisconsin. While repairing damaged buildings after the great explosion at the Plant on March 9, 
1911, the Carpenter, a very fine mechanic, said to me: 

“I want to show you one of my new No. 400 Atkins Silver Steel Saws. I just received them today, and 
they are the best brand of saw I ever used. Silver Steel is the finest material ever used in a saw and I 
want you to notice the beautiful appearance given by the Mirror finish. 

“See how this Perfection handle fits the hand and gives a perfect balance to the saw. There is no strain 
on the wrist, no wasted energy; every ounce of pressure counts. 

“No matter what kind of wood you work on, there is no ‘pinch.’ Atkins Saws are taper ground, gradually 
tapering throughout the blade from the thickest toward the thinnest point. 

“I shall give these saws a try-out, and if not entirely satisfactory, I will return them for replacement; for 
when you buy an Atkins Saw you get with it a guarantee which means exactly what it says.” 

I am now selling Atkins Silver Steel Saws on the sales floor, through local advertising and window 
displays. I find the extensive advertising, selling assistance, straight-forward policy, and co-operation with 
the dealer of the Atkins Company make it easy to sell the most important tool in the carpenter’s kit, 
“The Saw.” Yours truly, 
















W. B. LUNDY 


A Few Pointers on Atkins No. 395 Saw Set 


Every carpenter needs a saw set. There is a big demand for 
saw sets and you should have our No. 395 in stock. It has a re- 
volving anvil with indicator dial. The lever is placed below the 
body of the set. The gauge screw has check nut which prevents 
it from coming loose. The revolving anvil gives it the required 
bevel and length of all saw teeth from 4 to 16 to the inch. Hardened 
anvil and plunger. Finely tempered steel spring. Nickeled and highly 





polished. 
iii gage 857 “The Silver Steel Saw People” 
a chine nite actory: ome Office and Factory: Canadian Factory: 
x Lancaster, N. Y. Indianapolis, Ind. — — mye ory 
: Atlanta Minn lis New Orl BRANCHES: 
: eapo w Or : : 
Chicago Memp New York a Me ae on B. C. ee ih N. 8. 
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The Red Nut Stands For 
UNEQUALLED QUALITY 


There’s a steadily growing de- 
mand for the “wrench with the red 
nut.” And the reason is that the 
red nut is a promise of thorough 
quality. 


The finest wrench steel obtain- 
able! Methods proved thru more 
than 20 years of experience in mak- 
ing wrench forgings. Skilled work- 
manship! These things combine 
to make a product of unequalled 
quality. A recent test—unpreju- 
diced—proved the superior strength 


of Henry & Allen wrenches. The 
Henry & Allen was the only 
wrench that stood more than 7700 
inch pounds pressure. 


Each wrench is full hand pol- 
ished. Made in all standard sizes, 
6” to 14” in individual packages. 
10”, household size, with wood 
handle packed in individual con- 
tainers, six in a lithographed coun- 
ter display carton. 


Even the packing helps sell 
Henry & Allen Stillsons. 


Henry & Allen, Auburn, N. Y. 








Henr 
STILLSON WRENCH 


& Allen 
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Another important message 
to Householders 


Saturday Evening Post . Literary Digest 
August 2nd August 16th 














The more often your window 
carries a Four Square Display, 
the quicker will be your sales 
turnover! 


STANLEY 


NEW BRITAIN, CONN.,U.S.A. 
THE STANLEY WORKS — TAE STANLEY RULE & LEVEL PLANT 
NEW YORK: CHICAGO. SAN FRANCIEBCO: LOS ANGELES: SE 


ATTLE 
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Masterpiece 
S Flasinligits 


You Will Agree with Your Customers! 


we you show any of the YALE 
line to your customers, there is 
not much for you to say—just let them 
handle this superb Flashlight, feel its per- 
fect balance, sense its wonderful propor- 
tions and beauty, and examine it minutely 
from every angle—you will agree with 
the customer that it is the Masterpiece of 
Flashlights. 


For the occasional doubting Thomas— 
it may be necessary to point out one of 
the eight distinctive new type features, 


anyone of which, would even sell the “man 


from Missouri”. 


we you add the YALE line to 
your class merchandise, not only will 
you handle a Quality Product, but you will 
be dealing with an organization made up of 
men who have been prominent as leaders 
in the Flashlight industry ever since its 
inception—and who have been responsible 
for nearly every improvement that has 
ever been brought out in connection with 
a flashlight. 


One of the Eight “New Yale Features 
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The Plant Behind = 
Yale Flashlights and Batteries 


6 ie Contact Box is equipped with a three-way 

switch and positive locking device. When 

slide is pushed back it automatically locks and 

there is no possible way in which an electrical 

contact can be made. If contact button is de- 

pressed no light is turned on—slide must be 
operated by user and brought 
forward to button before a flash 
contact can be obtained. 


The slide pushed over the 
button provides a permanent 
contact 


YALE is the only line of Flash- 
lights equipped with this selective 
type of contact. 


a. 
. 
see 
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ALE E_rctRiC 
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One Square root 
Counter Space 


HAT'S all you need—and the Yale Sales 

and Display Cabinet—to be fully equipped 
with a complete Flashlight and Battery 
Department. This cabinet is one of the most 
attractive counter displays ever offered to 
dealers. It will catch the eye of every cus- 
tomer that comes into your store and will 
immediately stimulate your Flashlight sales. 





wy 









Yale Mono-Cells are all kept in the upper 
section and a simple testing device for the 
batteries is on either side, all in plain view 
of the customer. 


Four roomy stock compartments in the 
rear of the cabinet insure the merchandise 
being kept neat and fresh. On the inside of 
the door are grooves to hold a price list. 


The entire line of Flashlights is shown on 
the two side panels of the cabinet. The front 
panel is fitted with grooves in which four 
cards, one each for the seasons of the year, 
may be inserted. 











Send for this Assortment No.303H TODAY! 


List Dealers 























Quan. Catalog Finish Description Price Price Total 
No. Each Each Net 
2 2001 Fibre 2 Cell Baby Regular.................... $1.20 $0.66 $1.32 
2 2002 Nickel 2 Cell Baby Regular..... .............. — 80 1.60 
2 2003 Fibre 2 Cell Baby Miner....................... 1.4 .80 1.60 > 
2 2004 Nickel 2 Cell a Aogaga iciantinndbenuabinsibiles 1.70 .93 1.86 is your 
2 2101 Fibre a le 1.50 83 1.66 
2 2102 Nickel 2 Cell Regular. ................ccccccseeee 1.75 .96 1.92 O SALES PROFIT! 
2 2103 Fibre I in «is eecdecouiiendesens 1.90 1.04 2.08 7 
2 3101 Fibre I oe nceccsenugcupeneuscee 1.75 .96 1.92 
2 3201 Fibre nas enenanbeioners 3.00 1.65 3.30 
2 2201 Fibre SE I «.. ccdsnseegnanadsasbenate 2.40 1.32 2.64 
1 3302 Nickel 3 Cell Double LTE 4.50 2.48 2.48 
1 3401 Fibre 3 Cell ‘ ‘Three DRI cnncseccsencasens 4.50 2.48 2.48 A window display, four attractive dis- 
30 101 RE | SI eivccscccccsveceosssvescceostvecs seemse 8 ed ewes 2.48 FR play cards for the Cabinet, circulars, 
60 102 TORE © SI I «cn cncecceheapecsenaesecesers, ebenen, «atau 5.61 price lists, etc., will be supplied. Write 
$32.95 
Half cost of Display Case and Battery Display...............cccccccecsecsereeceeeeeeeeeeres 4.50 
EN TE aa: ES RT NR PIT WPOORL CO Se MEO EE $37.45 YALE ELECTRIC CORPORATION 
90 
BI FD vocivecccecocvesncdecceccescuvescvescesnscosscussavcsdoseseenascensoecsessncenecsansueseqnenecqovccesesesees 59 BROOKLYN, N. Y. 
tn a i ac scauteledsntedpisbbenseebiessbnentensehbboonnenenbetbveretudemeseteceses $22.45 
Chicago San Francisco 
THE ABOVE ORDER WILL BE SHIPPED THROUGH LOCAL JOBBER 
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Smokeless ‘Powder Shells 


Perfect Pattern 
Hard H. itting 


ee new Ranger Shell has speeded 
straight to success! The few short weeks since 
it went to the trade have proved that hunters and 
trap-shooters everywhere eagerly want this combi- 


Scoring 


High! 


nation: High-grade smokeless powder and low price. 

Not in years has a shell with genuine smokeless 
powder— Du Pont No. 2—sold at a price so low. Even 
Winchester could not produce the Ranger to sell at 
such a low price if this shell had not been standardized 
on a limited number of popular loads that are always 
in great demand. 

Your big bet in shells this year is the Ranger. For 
power, for pattern, for all-’round appeal to shooters— 
stock the Ranger — push it— watch it go! 





WINCHESTER REPEATING ARMS 


CO., NEW HAVEN, CONN., U.S.A. 
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Beware of imitations 











UNS are so valuable 
now that even the old 
rattletrap is polished and pam- 
pered to keep it fit to use. So 


you have greater demand for 
Hoppe’s No. 9. 


Hoppe’s Has No Substitute 


The hunters know that it 
keeps all rifles, shotguns, re- 
volvers and pistols in best pos- 
sible shooting and resale con- 
dition. The one reliable pow- 
der solvent—removes all pow- 
der residue, leading and metal 
fouling; prevents rust. 


For another thing, the price of 
Hoppe’s is moderate as ever. For 
the same long-before-the-war good 
stuff, for years officially recom- 
mended in the U. S. Army Small 
Arms Firing Manual. 


Now Your Hunting Customers 
Want More and More Hoppe’s 


Still More for the Same Cost 


To help your turn-over still 
more, at no additional cost, a 
handsome new three-color silent 
salesman counter display case is 
now provided with every dozen 
bottles. If you have some stock 
but no display case write us, giv- 
ing the name of your jobber. 
We'll send you one post paid, with 
our compliments. j= 
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FRANK A. HOPPE, INC. 


For more than 20 years the Authority on Gun Cleaning 


2314-H N. Eighth St. 


Philadelphia, Pa. 
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No. 5 SLIP JOINT PLIER 


Sizes 6, 8 & 10 inch 
SERVICE COUNTS 


Tools that give service, give your 
store a good name. 

You can assure your customers that 
PEXTO TOOLS will give everlast- 
ing service. 

Thus, you not only gain the good 
will of your customers, but of their 
friends also. 


Write for catalog showing com- 
plete line of Mechanics Hand I ools. 


WORTH WHILE TOOLS 
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The Peck, Stow & Wilcox Co. Southington.Conn.US.A. 
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ell “The name “KIDDIE” is. a registered trade name and is the .exclusive | 
Be ia ame “property of the H: C. WHITE .CO., when applied to juvenile vehicles. | 
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KIDDIE KAR, Regular, is THE LEADER 


of Juvenile Vehicles with p Pen: and the public throughout the country because— 





it is the first vehicle of its kind ever manufactured, 
it is the only vehicle of its kind on the market that is not an imitation, 
it is outselling the total of all imitations on the merits of its quality of construction ; 
and design, 
it is constantly getting an extraordinary amount of free publicity in news items, 
cartoons and in the illustrations advertising other merchandise, and it has been 
given more paid publicity than any child’s vehicle ever invented. 
it is giving satisfaction in price and performance to kiddies and parents, and— 
it is making good as a qnick seller and profitable item for the dealer. 
All the requirements necessary for the profitable and easy sale of an item of merchandise 
are available to every dealer who sells the ‘‘KIDDIE’’ VEHICLB LINE. 


H. C. WHITE COMPANY, North Bennington, Vt. 


“KIDDIE-KAR” and “KIDDIE” Vehicles 
TRADE MARK TRADE MARK 


New York Sales Office—Fifth Avenue Building 

















oO On these pages sof 


WHIUITE’S “KIDDIE” FAMILY ALBUM 


‘will appear each month items of interest to dealers about the various members of White’s ‘‘KIDDIE” Family of Juvenile Vehicles. 


, 
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Here Are Toy Items Any 


Store Can Make Money On! 


the entire 


“Sandy Andy’’ 
The original automatic sand 
5 housands have been 
sold in hardware stores. All 
metal, beautifully decorated. 
i toy packed in display 
x. 


No. 60—10% in. high 
No. 76—13% in. high 
No. 101—17 in. high 


A mechanical toy 


All metal board, 


orated and with 





ghee hehe tele de toledo ty? 


No. 31 


No. 54—Panama 
Pile Driver 


An automatic marble toy 
with ‘‘regular’’ pile driver 
action. 12 marbles in- 
cluded. Made of decor- 
ated metal: packed in 
display box. 


No. 54—16% % in. high 





No. 54 
Decorated Metal 
Dish Sets 


New silhouette de- 
signs on solid color. 
Latest style pieces. 
Set. No. 235-13T— 
3 Cups. 3 Saucers, 


No. 


Pins 

j No. 1 
Displayed in box, 
Set No. 242-13T— 
3 Cups, 3 Saucers, 
3 Plates. 1 Sugar \ 
Bowl, 1 Creamer, 1 No. 

Tea Pot, 1 Tray, Me. : 242. -13T Metal- 
Displayed in box. Iron, 


Pins. 





of metal, atffactively finished in colors. 
N 





These are the famous “Sandy Andy” 
Toys and Games—the most popular 
items of our entire line. 
for circular No. 3 and find out about 
line. Most jobbers sell these 
items. Ask yours about them. 





No. 28 


No. 28—“‘OVER and UNDER’ 


Send a card 


toy with inte 


in display box. 
No. 59—12 


operating with spring motor. Made entirely 


0. 28—25 in. long 


No. 32—““OVER and UNDER’ LIFT 


Larger size; heavier metal; double-action car-lifting 

apparatus; more interesting action and larger toy. 

Decorated in colors; packed in display 
No. 


32—30% in. long 


No. 3I—STRATEGY—A New Game! 


16% in. square, beautifully dec- 
checker board on reverse side. 


An interesting game, full of fun. Complete with 
24 men for playing. Packed in individual box. 


No. 29—-MOTOR RACE 


A game just like a real motor race. 6 miniature, 
cars and all metal board, 
in colors. Packed in individual box. 


“Sandy Andy’’ Laundry Sets 
Wonderfully realistic items ar- 
ranged into four attractive sets. 
_ set packed in individual box. 


0—Metal Tub, Clothes Reel, 


METAL Wash Board, Clothes 


—Metal Tub. Clothes Reel, 


GLASS Wash Board, Clothes 


No. 2—Same as No. 1, and also 
Wringer (with rubber Tolls) and 
Basket. 

8—Same as No. 2: and also 


stand Ironing Board and 


Packed in display box. 


box. 


16% in. square, decorated 


No. 57—Bowler 
Andy Mill 


Automatic marble toy com- 
bining elevator and wind 
mill action. 8&8 marbles 


included. Decorated meta 
packed in display box. 


No, 57~—21% in. high 
N.o 56—‘‘Bizzy Andy’’ Trip Hammer 


Fast, snappy marble toy. 6 marbles included. 
10% in. high, 


No. {7B 
and 


on asst. 
Each set 


dual box, 





Write for Circular No. 3 and get posted on our full line of “Sandy Andy’”’ Toys and Games. 


WOLVERINE SUPPLY & MFG. CO. 


Factory at Pittsburgh, Pa. 


New York Office: 200 Fifth Avenue 


Room 406 


Telephone: Gramercy 3453 


104—Sand Crane 


Another popular automatic 
sand toy. Very interesting 
action. Made entirely of 
decorated metal and each 
toy paees in display box. 
No. 4—13% in. high 
0. Bare Ahn Sandy"’ 
Still another automatic sand 















































resting action. 


Decorated metal; each toy 


2 in. high 


1; 





—Sand Pail 
ove 


6% in. deep, 6% in. 
diam, Silhouette designs 


solid colors. 
~ individual 
ted. 


box; not nest 

No. 47B—Sprinkling Can 
2-qt. size. Silhouette 
designs on assorted solid 
colors. Each in indivi- 
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The Face at the Window 


HE asset that Retailers prize When you see a boy’s nose 


most is the good will of their pressed against your window try- 
ing to get a close up of a Janes- 


clientele. And the customers ville on display you know you're 
that most frequently are buyers _going to get a visit soon from the 
are those families that have grow- boy and his Dad. 

ing boys. So show ’em and sell ’em. 


It?s a good line to tie to! 
Ask your jobber—he knows. 


Janesville Products Co. 


Janesville, Wis. 


——————— 
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of Law 2nd Order” 


“The A 
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Not Here and T ere, di 
but Everywhere,the *. 
Standard Arm of Police Departments 


from Coast to Coast 


O other arm has the prestige enjoyed 

by Colt Revolvers and Automatic 
Pistols. They are the standard arm of 
Police Departments of this and other 
countries—not in isolated instances but 
in every state of the Union. Colt Fire Arms 
have been the Universal symbol of Law 
and Order for upwards of four-score years, 


There's a big local sales field for you in 
Colt Revolvers and Automatic Pistols— 
in new, renewal and supplementary 
Fire Arm equipment of your Police De- 
partment. This is in addition to the 
steady demand for Colts by Banks, 
Watchmen, Paymasters and for Home 
Protection. 


You can get this business with a little effort and 


a surprisingly small stock. Write us for details. 


COLT’S PATENT FIRE ARMS MFG. CO. 


HARTFORD, CONNECTICUT 
Pacific Coast Representative: The Phil. B. Bekeart Co., 717 Market Street, San Francisco, Calif. 
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Here’s why I use 
Al Foss Pork Rind Minnows 


“Because they get more fish than any other lures I have 
used. I fish for pleasure and the more fish | get the more 
pleasure I have.” 

“Because I can carry enough in one pocket for a month’s 
fishing trip. 

“Because, owing to their sturdy construction and long 
life, they are the most economical lures one can buy. 

“Because they have but a single hook and no sportsman 
need be ashamed to use them. 

“Because I know that with light tackle and a slight de- 
gree of skill one can get more fish. 

“Because I usually fish among the weeds where the fish 


are.” (Signed) Gerald B. Smith, 


Mr. Smith has the right 
idea. His catch of an 1I1- 
pound old lunker proves 
that the big ones don’t steer 
shy of his Oriental Wiggler. 

He might have added a 
word of caution regarding 
the flood of imitation pork 
rind lures which the success 
of the Foss baits has caused 
to come upon the market. 

To anglers who may be 
offered “bootleg” lures in 
place of Foss Pork Rind 
Minnows, just a word of 
suggestion. 

Realize that an imitation 
of a patented lure is not the 
product of an angler who 
has hit on a fish-getting lure 
after years of angling ex- 
perience. It is the result 
of someone’s observing the 
phenomenal sale of some 
other man’s lure, and then 
attempting to figure out not 


Tampa, Fla. 


a lure that will catch fish, 
but one that, while evading 
the successful man’s pat- 
ents, will still look enough 
like the original lure to 
catch the unsuspecting an- 
gler’s money. 

The “action” of a Foss 
Pork Rind Minnow is the 
result of a delicate combina- 
tion of weight, shape, bal- 
ance fore-and-aft, placing of 
spinner and method of at- 
taching pork rind—also the 
shape, thickness, weight and 
tapering of the pork strip it- 
self. To duplicate a Foss 
Minnow’s action, which de- 
pends on all these, would 
mean to exactly reproduce 
the lure in every particular. 
This is prohibited by pat- 
ents. So it is impossible to 
duplicate the fish-get-ability 
of these lures. 





Mr. Smith and his 1 1-lb. Bass 


Be sure you get the genuine Al Foss Pork Rind Minnows this year— 
and use with them the real Al Foss Pork Strips. Beware of imitation 
pork strips now on the market in similar looking bottles. None genuine 
















without the name Al Foss on the label. If your dealer cannot supply eye 
you, send the coupon today. Bg 
Weight 
1-20 oz., 50c 
Al | I OSS (Used with our 
fly spianer 
Originator, Patentee and Manufacturer of the Pork Rind Minnow — 
ORIENTAL 
1714 Columbus Road Cleveland, O. wicouen , 
% or %& oz., $1.00 o 
All Red, All — eo 
Red and White 
walenee 45c——Bass, Musky = P 4 
and Fly Spinner é 
% or ™® oz., $1.00 sizes eo 
¢ 
4 Al Foss 
¢ Cleveland, 0. 
My dealer 


doesn’t carry 
your lures. 
Please send me. 


Enclosed find 
¢ pemittance $...ccccececsssss 


ca bheb6:06 6640.50.46 6606 vee s-ceKe 

LITTLE EGYPT JAZZ ee hen bees ane 
WIGGLER, TS a lk i Ra nop reer ry = ee Teer yee her ee 
Weight, % o2., 75c % or %& oz., 50c Pr Dip Gaalar’e BAMO 16... oc ccccccccscecccccece 








This advertisement is running in current issues of leading outdoor magazines. 
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A Nation Wide Message to Hunters and Trappers 


Powerful New Cartridges: 


Remington Hi- 
Speed Cartridges, 
the fastest long- 
range mushroom- 
cartridge 
Recom - 


moving game and 
open shooting. 


Remington Ex - 
press Cartridges, 


moose, grizzly 
and other large 
game. 


A 


AMMUNITION 


Increased sales and profits come to you from the adver- 
tising Remington is doing this Fall. 


Remington advertises the complete line of firearms and 
ammunition. Special attention is called to the new 
improved Model 10 Shotgun, Remington Game Loads, 
the Remington Model 14 Slide Action Rifle, and 
Hi-Speed and Express Cartridges. 


This campaign includes several hundred newspapers 
throughout the United States and the following pub- 
lications :— 


Outdoor Life 


Saturday Evening Post 
Outers’ Recreation 


Country Gentlemen 
Outdoor America Game Breeder 
Forest & Stream Hunting & Fishing 


In addition, National and Local farm papers will feature Rem- 
ington Game Loads and the New Economy Shells in full color. 
Remington Sportsmen’s Week, October 13th to 18th, 
and Remington Prize Window Display Contest, offer 
to you an unusual opportunity to increase your sales 
and profits on merchandise that sportsmen, hunters, 
campers and trappers will need in addition to Reming- 

ton products to complete their outfits. 


Full information and merchandising suggestions contained in “The Lion's 
Share.” Write for your copy today. 


emington, 


CUTLERY 


CASH REGISTERS 
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It’s all inside. All 
Kampkooks fold like 
a miniature suit casé 
when notin use. No 
detached fieces to lose, 
no projections to 
break. 


ee 


Kampkook No. 7. 
Large size. Retails 
at $9.00 in the U.S. 






Kampkook No. 4. America’s 
finest camp stove. 104%x19% 
inch cooking surface, 10x19 
inch back shelf, folding ad- 
justable wind shield. Sells 
at $11.00 in the U.S. 





— * 
CKAM P B KOO} K 


<< USED BY MORE THAN A HALF MILLION CAMPERS 
—————— 


Kampkook Features 





1. Detachable tank (patented), 
great convenience in filling. 
No funnel required. 


This trade mark identifies the camp stove that means more sales, stay * [S.™*Disurpom ined ding 








sold sales, and bigger profits to twenty thousand Kampkook dealers; when not in use. 

it is the mark of satisfactory service. *: Shak ati tet ie one. te 
Kampkook is the product of America’s oldest manufacturer of gasoline jecting perts to break, 
gas specialties, the result of 28 years experience. 4. Large capacity tank, holds 


Tank never gets hot. 


Back of the Kampkook are years of intensive national advertising. An 


unprecedented publicity campaign in such publications as The Satur- ™ Weil’ spread uniform fame. 
day Evening Post, Literary Digest, American Magazine, National Geo- er sean cna 
graphic, Field & Stream, Outers’ Recreation, Outdoor Life and others, % Moppiice gas’ for additional 
means a bigger demand than ever before. ‘And best of all is the en- — 

thusiastic recommendation of more than a half million satisfied Kamp- ” of simultaneously haw oles 
kook _— 8. Extremely simple to operate: 
This year tie up with Kampkook and Kampkook advertising. Let i Base on adjustments, al- 
Kampkook bring you more sales and bigger profits. Your jobber can  g_ agjustable folding wind shield 
supply you. Sales helps of all kinds sent on request. conditions and perme uve of 

e utens 


American Gas Machine Company, Inc. ® Sitsssrnnycru 


Albert Lea, Minn. New York, N. Y. ee 
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CGREGOF 


Special Face Inserts 
Always Stay. light 


T is not necessary to tell vou that golfers give particu- 


larly careful consideration to the purchase of their ¢ 
clubs. But we do want to emphasize here that this dis- Cy / 2 C7 Cll~ 


crimination in buying on the part of your golfing custom- 


a the MACGREGOR franchise especially L O ck ed. in Pla Ce 




















In MACGREGOR Clubs there are patented features 
which appeal strongly to golfers and which, therefore, Ps 
constitute helpful “talking points” for you—which make ae’ 
it easier to sell MACGREGOR Clubs. ie ca er 


w One of these features is illustrated here—the “Scruloc’”’ 
Inserts in our Special Face Clubs. These clubs are ex- 
ceptionally popular both because of their qualities which 
make for distance and direction and because of their 
durability. By screw locking the inserts in place we 
make certain that they will “stay put.” They simply 
cannot loosen! 


Other features and our complete line of golf goods are 
shown in our general catalog. Write for it today and 
also for our proposition. It'll pay you well to sell 


MACGREGOR Clubs—they’re born of experience on ake 4 (— Ji) 


our own course. Patented 
“Scruloc Inserts 





THE CRAWFORD, McGREGOR & CANBY CO. 
Established 1829 Dayton, Ohio 


LO 


‘ 
‘ 
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‘Heresabunchof  & ‘And here we're 

our fellows , trying out a line 
testing out drivers | , of new irons” 
onourown course” ag 


eARCOREGO® 


cP 


Day Ton.9; 


MAKE RECORDS WITH MACGREGORS 
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Y—the Lucky Dog Kind”. 





ae 


ome on tellers! 


77s fame tobe 
thinking about 


FOOTBALL” 


PPROXIMATELY one million 
young men and boys played football 
last year under the edldaw of about 
fifteen thousand coaches. 
Intercollegiate football reached unprecedented popularity. Stadiums throughout 
the country were crowded to capacity for the big games and highechesl and 
prep-school teams played to record-breakin eval 4 
All the dope pointsto 1924 as the biggest football year on record. This means 


SOME sporting goods business. 
Are you going to get your share? 


You will if you carry a nationally known The boys will soon be coming into your store 
| well advertised and popular asking for 
line such as D&M Footballs, Helmets, Jerseys, Pants, 
Hose, Shoes, etc. 


Will you be prepared to meet the demand? 
We are ready to fill your orders now 


\ hn So make it snappy 


Our Fall and Winter Line 
Comprises Complete Football Equipment 


Catalogs, Dealers’ Price List, Rule Books, Window 
Displays and other advertising matter 
will be sent upon request 


































The Lucky Dog says 


Don’t stock unknown and 
untried merchandise because 
a long margin of profit is 
promised. Build your repu- 
tation on QUALITY, then 


Ih at-m Dl gr=) oX-165 ME-) aal-] mom ae) 
—— PLYMOUTH, N.H.US.A.—— 


















CURLEY-BATES COMPANY CANADIAN BRANCH your profits are assured 
45 SECOND STREET, SAN FRANCISCO 363 ONTARIO STREET 
PACIFIC COAST REPRESENTATIVES MONTREAL 
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BUHRAE 


Py INOUNC e B U RR " E Y @ youngster 


sf is a boost- 
Gol ra | 4 er for this 
% attractive 
ie line! Tod- 

NE glance at the ‘effort - saving’ a dlersmake P . : 
Crlathacce) an aelom ele meclelel(ameolttuas say i a hit with all ages, being so scientifi- 
Golf Bag ae j| cally planned for healthful, happy 

Equipped with the Ee = play. 

IMPROVED BURR-KEY > t Wri ° 

evel ttiele) (am etteeicmietmy caclae cee ig rite fe or Sp ecial 


and a real golfer instantly recognizes 4 . Assortment Plan 

their advantages. Result: quick sales. é ae 

Other exclusive Burr-Key features are the Metal ' |} || Ournewselling idea strikes the dealer 
~a ana pit a. netahg elChip sirbiejins seg om | | || just right—it enables him to stock 
Strap Fastener and rt nent Write pass 


De cetalos and tall nce olga oar ee. ONLY the good local sellers. No waste 


LA i haa 


For Sale Sy Dealers Onl} | || space, no tied-up money. 





Backed by National Advertising mpaign 


R. H. BUH RKE Co oo Write for details and our 
(Established 1877) i y - 4-color catalog 


1238-1250 Fullerton Avenue - Chicago 


fee Merk Ofnce ond ya oy ate Gou_p MANUFACTURING Co. 
¥ Broads rm ay - : : = 302 Indiana Street, Oshkosh, Wisconsin 

















Manufa tured in Canada 
hOPraltiniwatiatil’ 











o., Led. 
Ortawa, Montreal 


Toronto and Winnipeg ay | \ ; A Selling Talk 
‘1h is hardly necessary on 


Northland Skis 


because consistent well planned 
national advertising has popular- 
ized them. 


The deer-head trade-mark signi- 
fies scientific construction. Selec- 

ted hickory, maple and ash are 
BUHRKE used because of their durability 
Metal Bottom and smoothness. Look for the 
“Look for the deer-head trade-mark. Illustrated 
name and the red booklet on request. 

tag”’ — 


World’s Largest Ski Manufacturers. 


Northland Ski Mfg. Co. 
22 Merriam Park, St. Paul, Minn. 








For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
1924 Model Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 
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HE construction of a fine arm is no less an art 

than the manufacture of a fine watch. Each Smith 
& Wesson revolver is the handiwork of experienced and 
skilled craftsmen. Balance, reliability, and precision in 
the highest degree make Smith & Wesson arms justly 
merit the title of SUPERIOR. 


SMITH & WESSON 


Manufacturers of Superior ‘Revolvers 
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SPRINGFIELD 
MASSACHUSETTS 
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Catalogue sent on request. Address Department N. 
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No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 
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SMITH & WESSON, SPRINGFIELD, MASS. 
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Western Representative: 


Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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LOOK 


in the Bags 


Note what a large percen- 
tage of clubs which are 
used most in every round 
bear one or more of these 


marks: 


BURKE 


Meaning ‘“‘Made and Shafted by” 


BURKE 


The best endorsement of a club is its 
use. Burke clubs are used! If you 
want your customers to get greatest 
playing value out of their clubs—and 
yourself to get the repeat sales—-sell 
them Burkes. Catalog, prices, etc., 
gladly on request. ) 


THE BURKE GOLF CO., NEWARK, OHIO 
anal 


10, 1924 











The Outdoor movement plays into your hands—and 
Gold Medal, America’s leading line of Outdoor Fold- 
ing Furniture, plays into your cash register! Dis- 
play Gold Medal—advertise it—push it this month 
above all others. Tourists, campers, motorists 
everywhere need it and are now buying it. Don’t lose 
money by being unable to supply the demand. Order 
from your jobber. 


Write Us for Catalog and Prices. 


Gold Medal Camp Furniture Mfg. Co. 
1706 Packard Ave. Racine, Wis. 


GOLD MEDAL 


TRADE MARK REO. US. PAT. OFF. 


FOLDING FURMITURE 


For 32 Years the Recognized Standard 

















Raise the Kiddies = 
dm && Wheels da Line on Display 
July Furniture 
Mart, 666 

Lake Shore 
Drive, 

Chicago 


JUVENILE— 
Automobiles 
Velocipedes 


Coaster 
Wagons 


Express 


Wagons 
Scooters 
Pedal Cars 


With the 
American 


Line 








Bikes 
Hand : 7 | sa You Get 
“cen | @ SERVICE 


Tricycles 
Doll Cabs 


Ask 
Your 
Jobber 
or 
Write 
Direct 


Always 








‘*Known Around the World” 


The child appeal always 
loosens the tightest pock- 
etbook. Loosen those of 
your customers with Amer- 
ican Juvenile Vehicles for 
the Kiddies, and they'll stay 

to buy other things while the 
generous mood is on 

The American Line is the 
Profitable Line to Handle. 


- 
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The Bridgeport Hardware Mfg. Corp. 
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No. 360 Assortment 
Made up of the Ice Picks here listed 
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SELL MORE ICE PICKS THIS YEAR 


THIS ASSORTMENT DOES THE TRICK AND PROVIDES A 


GOOD PROFIT 





Our No. 360 Assortment comprises two dozen ice picks of 
the best selling patterns and sizes. Note the fine appearing, 
substantial display rack. It is finished in an attractive Brown 
color with Red, White and Gold labels and makes sales as 
soon as shown. 


“OH-KAY” ICE PICKS 


(No. 360 Assortment) 


return a good profit to both Jobbers and Dealers. They are con- 
sidered equal in quality to those selling at much higher prices. 

They are swedged to a needle point from a fine grade of steel 
carefully heat treated and especially adapted to ice picks. Points will 
not break. Blades have a “springy” temper from points to ferrules. 
Blades are bright finished—ferrules are nickel plated. 

Two dozen in each assortment. Four to retail at 1oc each. Four 
to retail at 15c each. Twelve to retail at 20c each. Four to retail 
at 25c each. 

If your Jobber cannot supply you—write to us. 


Bridgeport, Conn., U. S. A. 




















E BRIDGEPORT LINE 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 
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Putting the right slant on 
the Cylinder Lock and Key 


OO few of your customers 
know the inside story of the 
Corbin Cylinder Lock and Key 


which you sell. 


They deserve to know. We'll 
help you to tell them. 


In July, Corbin advertising will 
definitely answer the question 
—“What kind of a lock and 
key is this?” 

Readers will learn that this 
unsurpassed lock principle, as 
applied in the Corbin Cylinder 
Lock, is good hardware security 
in its most perfect form. » 
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Straighten out 
this story 
on your window 


T’S coming to you in giant 

size—22 x 28 inches. To be 
sure your customers buy Corbin 
Cylinder Locks, be sure they 
see this story in your store. 


A post card brings you Corbin 
Cylinder Lock 


—proofs for mailing 
—cuts for advertising 
—booklets for circularizing 


Drop it in the mail today! 
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= BRANCHES: 
&S New York San Francisco Chicago 


Wake Up with a Smile! 


THE NEW HAVEN CLOCK COV’S 
“True “Time Tellers 


A NEW LINE of improved thin model alarms; with convex glass and new dependable 
movements of simple construction: each a tested TRUE TIME TELLER before it 
leaves our factory. 


Ti-Tan . . . $6.00 Tom-Tom . . $3.50 
Ba Tat-Too . . . $3.00 
tidy _ - + + $3.50 Tick-Tock Octagon $2.75 
Tat-loo Jr. . . $3.00 Tell-Tale . . . $2.00 


Also furnished with Radium Dial $1.00 extra 


A set of artistic figures of the True Time Tellers Family are reproduced in colors on the 
clock boxes and can be used in making very attractive window displays. Each clock is 
tagged with resale price. 


, \ 
~e Cm) em 
al 









Ti-Tan, Radium Tat-Too Jr. Tat-Too 


The New Haven Clock Co., New Haven, Conn. 






>. Toronto, Canada 
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Glazed White Enamel 
Bathroom Fixtures 


No. 17S WE Bathtub Soap 
Holder is one of the big sellers 
in the Natwire heavy line 
which includes a dozen essen- 
tials for bathroom equipment, 
each article built for service. 
Quantity production makes 
possible popular prices. The 
enamel is enduring and per- 
manently white. Your trade 
will take quickly to this line. 
For complete information 
address Department A. 





Glazed white enameled handles on strainers without 
extra charge. A strong selling feature that will appeal 
to your trade. 


WICK WIRE SPENCER STEEL CORPORATION 
General Offices, 41 East Forty-second Street, New York 


Worcester Buffalo Philadelphia Detroit Chicago San Francisco Los Angeles Seattle 
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FOR THE ALL-ROUND MACHINIST 


This Starrett Universal Surface Gage (No. 257) 
is useful on bench work and on lathes, planers, 
millers, shapers, etc. Sensitive and true under 
the most trying conditions, this splendid tool is 
a worthwhile addition to every kit. It’s a good 
tool to push. 

Write for Catalog No. 23 “A” describing the new Starrett Tools. 


THE L.S. STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 


Starrett No- 
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Coming Hardware Conventions 





Sere meneame AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, week of Jan. 18, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 
public Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION, Grand Rapids, Feb. 24, 25, 26, 
27, 1925. Hotel headquarters, Hotel Pant- 
lind. A. J. Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 

NEBRASKA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Omaha, Neb., 
Feb. 3, 4, 5, 6, 1925. Convention head- 
quarters, Rome Hotel. Exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS’ ASSO- 


Geeneee ceeeetporeuge 


CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 10 
High Street, Boston 9, Mass. 

New YoRK STATE RETAIL HARDWARH 
ASSOCIATION CONVENTION AND EXPOSITION, 


Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. oxposition at the 
Broadway Auditorium. John B. Foley, 


secretary, City Bank Building, Syracuse. 
NORTH DAKOTA RETALL HARDWARE ASSO- 
CIATION CONVENTION (place ie yet se- 
lected), Feb. 11, 12, 13, 1925. C. N. Barnes, 
secretary, Grand Forks. 
OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 


Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
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hice, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May, 1925. Walter Harlan, 
secretary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treasurer, 
College Station. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 

MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
34; 3928 A. C. almage, secretary-treas- 
urer, Bozeman. 
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Fact That is Contrary 
to Opinion— 


In discussing the popularity of the automobile there is a prevailing opinion 
among the misinformed that the horse and barn “have seen their best days.” 
Happily, this is far from the facts. 

There is a greater demand for up-to-date barn door equipment today than 
there has been for many years. True, the “slip-shod” method of housing is 
passing out, but the horse remains a permanent factor as man’s utility, worthy 
of protection against the elements. 

Recent investigations have shown that while the automobile can cover the 
ground quicker on long trips, the short hauls and long waits balance in favor 
of “Old Faithful.” 

. . + And the opportunity for selling Storm-Proof Barn Door Hangers is 
in the Dealer’s favor. | 

The National No. 88 Adjustable Hanger is a distinctive addition to barn door 
construction. The practical working-model shown above will automatically 
remind your customers of the conveniences of modern fixtures. The display is 
a complete, live description of all the important National features. 





The Storm-Proof rail used in hanging 
No. 88 Hanger. It fits closely against 
the building and requires no brackets, 
as the rail itself forms a continuous 
bracket. The small holes shown are 
used for nailing the rail into position 
until lag screws are inserted. 





NATIONAL MFG. CO. 
STERLING, ILLINOIS 


We would like you to have a copy of our complete catalog of 
Builders’ Hardware. Mail us a postal and it will be in your 
hands in a few days. 

National Hardware is shipped to Dealers direct. This means 
a saving in time and costs. You sell at increased profit. 


Natienal 
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=) E printed the title of this article upside down intentionally. 

a 1 We wanted to arouse your curiosity. If you haven't 

“3 natural curiosity enough to turn this magazine upside 

down to see what the head at the top of this page is we don’t expect 
you to be interested in what is printed below. 


We turn the offices of HARDWARE AGE upside down every 
week in the year to give you ideas. Manufacturers in all parts of 
the country are spending hundreds of thousands of dollars annually 
to give you ideas and cooperation in selling your merchandise. The 
daily newspapers are filled every day with ideas and suggestions 
and advertising material that you can apply directly or indirectly 
to your business. 





What do you do with these ideas? Do you lose them or use 
them? 


Ideas are common. Most men of normal intelligence have ideas. 
If they haven’t they can get them easily enough from persons who 
make it a business to sell ideas. But the man who can use ideas is 
the man in demand. An idea by itself is nothing but a germ. But 
an idea put to work can be made to mean anything you want it to 
in the way of prestige and profit. 


Get into action. Use some of the ideas in this and subsequent 
issues of HARDWARE AGE. Use some of the material manu- 
facturers send you. Use some of the ideas you get from all sides 
in your business every day. If you get an idea make a note of it; 
don’t let it get away from you. If you don’t do anything else with 
it send it in to us. We'll use it for you. Ideas are valuable. Use 
"em or sell ’em. 
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Builders’ Hardware From the Ground Up 


Blueprints and Specifications 


By W. N. THOMAS 


tional and may be interesting. In either case 

it is quite worth while, but if one expects to 
turn it into a source of income the application, or 
“‘the-how-to-use-it,” must be acquired. 

In the preceding articles the construction and func- 
tions of the items of hardware in most common use, 
the metals and finishes used and the styles and de- 
signs, have all been touched upon. It seems proper 


T iio study of any branch of knowledge is educa- 


that the next step should be the placing of the hard- 
ware on a building. To do this one must have a 
working knowledge of the building, and since “build- 
ers’ hardware” is usually supplied for new buildings 
and must be provided before the building is complete, 
in fact, calculations for supplying it must often be 
made before the building is started, it is necessary 
to know something of the plans, or “the blueprints,” 
from which the building is to be built. 





OTH of these 

illustrations 
were used in a 
recent issue of 
“The American 
Builder.” The 
scale to which 
they both are 
drawn is ™ in, 

to 1 ft. 





HE illustra- 

tion at the 
top of the page 
shows how the 
front elevation 
of a house ap- 
pears on_ the 
blueprint, while 
that at the right 
shows the end 
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An architect draws the plans for a building in pen- 
cil, and then inks them in on tracing cloth. As there 
will be several copies required, they are printed by 
a simple photographic process which turns the paper 
blue with the lines in white, for which reason they 
are called “blueprints.” When plans are printed, as 
in this article, the paper remains white and the lines 
are black, but whether blueprints or black and white 
prints, the object is the same. It is not uncommon 
for one unaccustomed to using blueprints to approach 
them with the firm conviction that they “know noth- 
ing about such things” and “cannot learn,” any more 
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than if it were something printed in some foreign 
language. They imagine a blueprint is something 
quite difficult to understand, while in fact it is not. 
The blueprints are the patterns for the house. They 
are made in what is known as the “floor plans,” “el- 
vations” and “details.” The “floor plans” show the 
arrangement of the rooms as though you were look- 
ing down on them from above, with the location of 
the doors, windows, light and bell outlets, bathroom 
fixtures, etc. The “elevations” show the outside of 
the house, one side or end at a time, giving the ap- 
pearance of the doors, windows and all the other 








ROO 


A’ the right 
is shown the 


way in which 
the floor plans 
appear on the 
blueprint. Plans 
for the first and 
second floors are 
given. These 
also appeared in 
“The American 
Builder.’’ The 
scale of \%& in. to 
1 ft. also ob- 
tains in the floor 
plans 
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features. Sometimes there is one showing the out- 
side of the house as though you were looking at it 
from an angle, enabling you to see one side and one 
end at the same time—this is known as a “perspec- 
t®&e.”’ 

The “floor plans” and “elevation” are usually drawn 
to a size wherein 14 in. on the blueprint represents 
1 ft. on the house, and is said to be drawn to a 
“quarter inch scale,” and is so marked on the blue- 
print. All blueprints are not made to a “quarter inch 
scale,” so it is important to observe carefully what 
the scale is, sometimes it is “one-eighth inch scale,” 
and sometimes larger, but whatever it is it should be 
plainly marked on the blueprints for a guide. In 
measuring on blueprints a “scale rule,” that is, a rule 
laid off in 14% in., % in., % in. and % in. spacing, each 
space representing a foot, should be used. This is 
an inexpensive little rule that can be carried in the 
vest pocket and is very convenient. Measuring on 
the blueprint with a scale rule is frequently referred 
to as “scaling the blueprint.” Figures are placed on 
the blueprints to show the size the finished part is to 
be in feet and inches. These “figured” sizes are 
always to be used in preference to “scaling the blue- 
print,” as they are intended to be accurate; that is 
why they are put there. 


What “The Details” Are 


The “details” are larger drawings of certain im- 
portant parts where it is desirable to show more 
clearly what is intended. They show the part in ele- 
vation, that is, as though you were standing looking 
at it, and then they show “section drawings” of cer- 
tain parts. A “section” is as though the part were 
cut off at the place indicated and you were looking 
at the end where it was cut off. This is particularly 
important regarding doors and windows to enable one 
to determine what hardware should be used. From 
a “section” of a door showing the jamb and casing 
and trim, one will know the thickness of the door, 
the width of the stile, whether the face is flat, beveled 
or rabbetted, and how large a butt is required to 
allow the door to clear the trim in opening back 
against the wall. The details are drawn to a larger 
scale than the floor plans and elevation, 1% in. or 
3 in. to the foot, “half size” and sometimes “full size.” 
It requires a careful study to get the idea of the blue- 
prints, but once you do get it the rest is quite easy 
and in a little time one should be able to clearly under- 
stand them. 


The “Specifications” 


To accompany a set of blueprints for a building 
the architect prepares what is known as a “specifica- 
tion.”” This describes or specifies in minute detail all 
the materials he wants used in building the house 
and the manner in which they are to be used. In the 
beginning there is a general clause relating to gen- 
eral conditions which affect alike the general con- 
tractor and all the various materials and workmen 
employed. Then there is a section covering each 
branch of the work, such as masonry, mill work, car- 
pentry, tin work, painting, hardware, etc., which tells 
particularly what is expected under each section. The 
blueprints and specifications should supply all the in- 
formation necessary to enable a contractor to build 
a house just as it has been planned and intended by 
the architect. It will be seen that the specification 
is of much importance. The general clauses, the “mill 
work” and “carpentry” as well as the “hardware” sec- 
tions should be carefully read to be sure to know 
exactly what is expected of the “builders’ hardware 
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man.” Sometimes mention is made in “mill work” or 
“carpentry” of things that are of importance to the 
hardware man, usually they contain necessary infor- 
mation, and there are times that they contain things 
that the “hardware man” will want to protect himself 
against. 

Since doing a thing is about the best way to learn 
how to do it, the plans for a small house are repro- 
duced in connection with this article. They are taken 
from the American Builder of last December. These 
have been selected as they represent a rather modest 
dwelling typical of what may be found in almost 
every town and city and, too, because they have been 
carefully prepared and can be easily understood. 
There is a “front elevation,” an “end elevation,” a 
“first floor plan,” a “second floor plan” and some 
“details.” The elevations and floor plans are drawn 
to a 1% in. scale, while the “details” are “half size.” 
(The details will be shown in the next article.) In 
a complete set of plans for this house there would be 
a “basement plan,” another “end elevation” and a 
“rear elevation,” but the plans shown here will answer 
the intended purpose and save space. 


How to Make a List of Hardware Needed 


The thing to do now is from these plans to make 
up a list of the hardware required to properly equip 


the house when finished, and to have hardware that 


will be suitable and will fit, enough for everything 
and none left over. Take the first floor plan to begin 
with and make up a list of the doors, windows, etc., 
after which a list of suitable hardware for them may 
be made up. It will be seen there is a front entrance 
door opening to the right, a right-hand door, and 
that it is 3 ft. wide and 7 ft. high. The front eleva- 
tion shows there is a small window on either side of 
the front door, these are called “side lights,” and 
there is a transom sash over the door and each side 
light. Such side lights and transoms are usually put 
in stationary unless there is something to show other- 
wise. There are a pair of French doors between the 
living room and the sun parlor, a pair of French 
doors between the hall and the dining room, and a 
pair of French doors from the dining room to the 
porch, all the same size—2 ft. 6 in. wide and 7 ft. 
high. There is a hall door from the coat closet— 
2 ft. wide and 7 ft. high; a door between the dining 
room and pantry 2 ft. 6 in. by 7 ft. (note that this 
is a “double-acting” door and swings in either direc- 
tion); a china closet in the breakfast nook with a 
pair of doors above a counter shelf, and, no doubt, 
with a pair of doors and two drawers below, although 
they do not show on the plan. The double dotted 
line at the opening between the breakfast nook and 
the kitchen indicates there is to be no door there. 
There is a kitchen door to pantry 2 ft. by 7 ft.; a 
kitchen door from the entry 2 ft. 6 in. by 7 ft.; a 
door entry from the cellar stairs 2 ft. 6 in. by 7 ft.; 
and an entrance door to the entry 2 ft. 10 in. by 7 ft. 
Then there are two “cases” in the kitchen each with 
a pair of doors. These will be cupboard doors, and 
there probably will be no doors below the sink unless 
the details should show it. Note that there are no 
doors showing to the shelves in the pantry, but it is 
a good plan to look in the “mill work” specifications 
and in the details to see if there are any shown. 

On the second floor plan there are three hall doors 
to bedrooms each 2 ft. 6 in. by 6 ft. 8 in.; one hall 
door of the same size to the bath; one bedroom door 





(Continued on page 82) 
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This display of Charles H. Miller’s brought the sporting goods enthusiasts of Flint, Mich., to 
his sture 


Personal Contact Helps Miller 
Sell Over $11,000 a Year 
in Sporting Goods 


team managers, local _ sport 

clubs and neighborhood sports- 
men has helped the Chas. H. Miller 
Hardware Co., Flint, Mich., exceed 
$11,000 a year in the sales of vari- 
ous sporting goods necessities. 
Charles H. Miller, the president of 
the firm, believes that every town in 
the country offers some hardware 
dealer a big opportunity in the sale 
of sport goods. He has personally 
solicited the industrial teams in 
Flint. He has called on tennis, golf 
and baseball clubs and has written 
personal letters to hundreds of in- 
dividuals whom he knew were in- 
terested in outdoor games. That is 
why his sales in that line exceed 
$11,000. 

Each of the large local factories, 
churches and schools has a ball team 
and some of them have football 
teams in the fall. Mr. Miller is try- 
ing to organize a county industrial 
football league somewhat similar to 
the present county industrial base- 
ball league. He is fond of sports 
and he knows that if he can sell 
many of the local teams their base- 


es on contact with local 


ball equipment he can do equally as 
well in selling them football goods. 


Take an Interest in Local Sports 


Take an interest in local sports, 
says Mr. Miller. He does, and 
what’s more, he can tell you offhand 
the best averages for teams and 
players who operate in Flint. Last 
year he sold the county league a big 
order of baseballs. The ball Mr. 
Miller carried was adopted as the 
official ball for the league. He ad- 
vertised the fact and displayed the 





0 
? Charles H. Miller | 
of Flint, Mich. | 


Personally solicits all teams and 
\) leagues in his locality. ) 
Writes personal letters to indi- 
| vidual sportsmen. 

Reserves one window for sport- 
ing goods displays. 

Can discuss all kinds of sports 
intelligently with customers. 


That’s why his sporting goods 
sales are over $11,000 annually. 











balls in the quantity ordered by the 
league. Every baseball fiend who 
entered the store was reminded that 
the official league ball was for sale 
only at -Miller’s. 

Of the total sales in sport goods 
for the year 1922 more than half of 
the amount taken in was in ex- 
change for baseball equipment. In 
the fall Mr. Miller pushes football 
just as hard, and he hopes to bring 
this year’s fall sales up to the high 
mark of the business done in the 
spring. 

Solicits Golf Clubs 


This dealer has called at every 
golf club in the county and has se- 
cured complete membership lists 
from each organization. From these 
lists he makes a monthly sales letter 
attack and it works splendidly. Mr. 
Miller knows golf, plays it well and 
often, and can talk it to those who 
come in the store. And he does. 

In order to sell anything, Mr. 
Miller says, you must first under- 
stand it. You must believe in it and 
like it. He makes a study of all the 
sports and can discuss them intelli- 
gently with anvone who comes in. 
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That is why he has the buying con- 
fidence of Flint sportsmen and ath- 
letic clubs. He is one of them. He 
attends their games, places the 
pictures of winning teams in his 
windows and is always interested in 
all possible kinds of local sporting 
activities. 

Starting early each spring, Mr. 
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Miller reserves one window for the 
display of sporting goods. He fea- 
tures equipment for tennis, golf and 
baseball and talks sporting goods to 
everyone who will give him half a 
chance. He keeps his sales staff 
working hard on sport lines and ad- 
vertises sporting goods regularly in 
his newspaper copy. 
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Yow'll find fishermen 

everywhere these days 

and many of them 

were attracted to the 

store of Snyder & Rob- 

ins, Asbury Park, N.Jd., 
by this window 


The Chas. H. Miller Hardware Co. 
makes a bid for furnishing the uni- 
forms of local teams, making a spe- 
cial price for such orders. There is 
a big source of annual revenue sell- 
ing complete team outfits and the 
wise hardware dealer goes after this 
field strong. Handle good quality 
uniforms, is the advice of Mr. Mil- 
ler, because if these uniforms do not 
stand up well in the hard abuse 
given them you will not get a repeat 
order the next year nor will you be 
the source of supply for gloves, balls 
and bats. 


Miller Is “On the Job” 


If Mr. Miller sells a team complete 
equipment he displays the team pic- 
ture in his window with a suitable 
card advertising the fact. Summing 
it all up in one sentence—Charles 
H. Miller is on the job, and that is 
why he is selling large orders of 
sporting goods and drawing hand- 
some profits in the bargain. 





PUT IT IN THEIR HANDS 


RIDE of Possession is so strong an influence as to be sometimes well nigh 


ridiculous. Question the average motor car owner, even yourself if you 
happen to be one, why his or your loyalty to his or your car is so staunch, and 
the answer will either be insincere or else not a thoroughgoing explanation. 
All other things being equal, we tend to justify our own judgment in making 
a purchase, particularly if it is one the cost of which runs up into real money. 

But Pride of Possession may be and is used as a selling influence even where 
ownership does not rest or, at least, has not as yet passed. “You can look, but 
you mustn’t touch” would be just about the most short-sighted type of sign for 
a merchant to hang up. Rather the thing to do is to get the goods in the pros- 
pective customer’s hands, even if he or she is not over-inclined to take them, 
because Pride of Possession begins to get in its fine work right where the Sense 
of Touch begins to register. Indeed, it cannot easily apply until that Sense of 
Touch does go into play. 

A hammer in the customer’s hands is worth many more than two on the 
display rack or even in the seller’s hands. It is only when the Sense of Touch 
begins to demonstrate that hammer’s finer points of weight and balance and 
finish that it can do justice to itself at the point of sale. And at that instant 
the possessive “our” in the seller’s mind begins to be eclipsed by “my” in the 
customer’s mind. 

Let them have the goods in their own hands. The vastly increased resultant 
sales will far outweigh the costs of a few finger marks on stock which may, 
but probably will not, result. 
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Anything on wheels that is used by children is found in the store of the Mohr-Jones Hardware Co., Racine, 


Wis. This display proves it 


Toys and Juvenile Vehicles—the 
Siamese Twins of Hardware 


HERE are twins and triplets 
in the hardware store and a 
careful analysis might show a 
quartet or two. Probably the most 
famous group, however, is composed 
of the three departments, each of 
which is indispensable to the other— 
tools, accessories and electrical mer- 
chandise. Every well balanced hard- 
ware store that is taking care of its 
trade properly has these three de- 
partments. The famous “twins” of 
the hardware business are toys and 
wheel goods, and one, in fact, might 
call them the “hardware Siamese 
twins.” 
A few years ago toys meant a 
lot of cheap, flimsy things that ap- 


peared in the children’s stockings 
on Christmas Eve but which were 
relegated to the ash barrel before 
New Year’s had made its appear- 
ance. This class of merchandise 
made no lasting impression because 
it did not last itself. In other words, 
it gave no service. Unfortunately, 
the word toys covered everything the 
children played with, and when you 
talked toys to a practical hard-fisted 
hardware dealer he thought you 
meant the cheap “gimcracks” that 
used to be imported into our country 
by the shipload. If you had said 
wheel goods or sleds, a smile would 
have broken out all over his face. 
Of course; why, certainly, he had 


kept that class of merchandise in 
his store since its beginning. He 
thought you meant trash when you 
said toys. 

There are a lot of dealers today 
who still think that toys are trash. 
Perhaps we need a new name for the 
practical things with which children 
play today. Certainly, wheel goods 
is too cumbersome‘a word and it 
does not cover the field. In view 
of the fact that the dictionary gives 
us only the word toys to use, it 
might be well to remove some of the 
blight that has been placed on the 
name by calling the cheap and flashy 
merchandise by its rightful name— 
novelties. 























| grat can’t keep a child indoors during the summer and no 
sensible parent would attempt to do such a thing, but it 
certainly is a problem to keep the kiddies out of mischief. 
Here’s the hardware dealer’s opportunity for calling the atten- 
tion of the parents to the fact that he carries a complete line 


of toys and juvenile wheeled vehicles. 


You'll gain the good 


will of many parents if you do it and the old cash register will 
learn a few new notes when the profits roll in. 
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Toys today are worth while mer- 
chandise, usually found in the hard- 
ware store, which the youngsters 
delight in. Toys do four things: 
they give service; they give pleas- 
ure; they educate; and they develop 
the physical beings of the young- 
sters. 

Novelties merely amuse for the 
time being. They do not give ser- 
vice and very rarely do they have 
any educational features. Certainly 
they do not develop the legs and 
arms of the kiddies. 


Feature Toys the Year ’Round 


HARDWARE AGE has always advo- 
cated a twelve-month campaign on 
toys. It did not mean that a lot of 
the merchandise for sale at Christ- 
mas time should be pushed during 
the year when there was little or 
no excuse for buying or selling such 
lines. But it has been very emphatic 
in trying to show that the handling 
of the toys which gave service, 
educated, made for physical develop- 
ment and gave pleasure to the young- 
sters should be pushed every month 
of the year. 

There are two really big reasons 
why toys should be sold the year 
‘round. First, they are profitable 
and secondly, they bring more people 
into the store. The two illustrations 
of the toy departments used in con- 
nection with this article are certain- 
ly not Christmas stocks. The win- 
dow from the Mohr-Jones Hardware 
Co., Racine, Wis., was taken in Oc- 
tober, while the balcony display of 
Schroeter Bros. Hardware Co., St. 
Louis, Mo., was made in May. One 
certainly would not want any better 
proof that practical toys sold every 
month of the year. 
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The Mohr-Jones Hardware Co. 
features a very complete line at all 
times. They not only have the prac- 
tical toys for the boys but there is 
nearly everything that would be of 
interest to the young lady or young- 
sters who are just about ready to 
walk. 

The first harbinger of spring is 
said to be the robin, but Mr. Minear 
of Mohr-Jones says he can tell when 
spring is coming by the way the 
stock of roller skates dwindles. Just 
a few days before school is dis- 
missed for the summer a large dis- 
play of all kinds of toys is featured 
in the window. Local newspaper ad- 
vertising always contains something 
the youngsters would like or need. 
The coaster wagon business has 
grown to such proportions with this 
firm that they can buy in sufficient 
quantity to have the wagons put out 
under their own trade-mark. 

It is a good deal like one of the 
hardware dealers at one of the State 
conventions this year who said, “If 
you can get the young people coming 
to your store for toys there is no 
end to the limit you can go and the 
sales you can make in other depart- 
ments of the store, as direct leads 
to toy sales are surprising.” 

The sales of the Schroeter Bros. 
Hardware Co. will run into many 
thousands of dollars a year on toys 
and wheel goods. The stock, which 
is illustrated, shows that it pays for 
them to keep a large assortment on 
their display floor to take care of 
the big business which they handle. 


Dolls in Glass Inclosed Cases 


Loyhed & Son, Faribault, Minn., 
have special built-in glass inclosed 
cases on the main floor of the store 
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which is used the year ’round for 
dolls and other toys which they do 
not want to keep out on the counters. 
Each case is lighted with electric 
lights and the department forms a 
fine nucleus for a very much en- 
larged display during the holiday 
season. 


Play Up Toys in Your Ads! 


If large newspaper space is used, 
there should always be some item 
of particular interest to the young 
folks. It is also well to remember 
that each day is “somebody’s birth- 
day,” that some child is always sick, 
and there are graduation presents, 
confirmation gifts, etc. There is 
not a single day that passes but 
offers the hardware dealer an oppor- 
tunity for a good sales idea on toys 
—real toys—not novelties or “gim- 
cracks.” 

H. R. Beatty of Clinton, IIl., speak- 
ing at the Missouri Retail Hardware 
Convention this year, said that 
dealers were overlooking many good 
hard dollars of profit by not pushing 
the so-called side lines. He told how 
he had made more net profit out of 
$10,000 worth of sales in his china 
and gift department than out of 
$32,000 sales in builders’ and shelf 
hardware. This is worth thinking 
about, and if the hardware dealers 
need more profit they must increase 
their sales and to build up sales 
more people must be brought into 
the stores. In order to get the peo- 
ple in, a greater variety of merchan- 
dise must be offered, and that does 
not mean that a larger stock invest- 
ment is necessary, because most of 
the merchandise is already carried 
in stock but is not pushed aggres- 
sively except during the holidays. 








Schroeter Bros. 
Hardware Co., St. 
Louis, Mo., fea- 
tures toys in the 
balcony of the 
store. This illustra- 
tion gives an idea 
of, the extent of the 
stock of bicycles 
and wheeled vehi- 
cles carried 
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“Mr. Johnson and myself sat on a hill overlooking the polo field” 


NE Saturday afternoon ] just happened to be 
working. In those days, as I look back, J hap- 
pened to work a good many Saturday after- 

moons when others were away playing. It was 
summer. Our front door was open and Eugene L. 
Johnson dropped in to see me. I had never seen him 
before. Mr. Johnson informed me that he had come 
over to St. Louis upon the invitation of a large hard- 
ware house in St. Louis. They had paid his expenses. 
However, when they came to the question of salary 
they did not agree. He was therefore returning to 
Cincinnati without a job. I asked him if he had ever 
seen a game of polo. He said he had not, so I invited 
him out to the Country Club. Mr. Johnson and myself 
sat on the grass on a hill overlooking the polo field. 
Our leading competitors were playing polo, but before 
the afternoon was over I had engaged Mr. Johnson 
to go to work with us in our buying department. He 
is still there on the job and has proved to be a very 
valuable acquisition to the business. When he reads 
this article, he no doubt will remember that game. 
Some people enjoy polo while others enjoy business 
and both are happy! 

There is only one thing I have against Mr. Johnson. 
When I discontinued writing The Gimlet, the cloak of 
Mike Kinney, Teamster and Editor, fell on the 
shoulders of Mr. Johnson. What he did over the 
signature of Mike Kinney was enough to make the 
angels weep. Well, I have never blamed Eugene for 
this. It is certainly hard work to attempt to do 
another man’s job his way, but I surely had to laugh 
at times when I read Mr. Johnson’s writing trying 
to copy the mellifluous style of Mike Kinney. 
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By Saunders Norvell 






Chapter X XI 


Introducing ““The Gimlet”’ 


I am now, as the end of these articles approach, 
attempting just to touch upon a few high spots. The 
story has drawn out to an unconscionable length. To 
me it seems, not like forty years, but nearer eighty. 
There are many names and scenes and events that 
come to my mind that I must pass over. I am now 
trying only to use those instances that point a moral 
or adorn a tale. Therefore, my dear old friend, if 
your name is not mentioned in these chronicles, do 
not think that I have forgotten you. You are there 
but you are a member of the “choir invisible.” 

During these times I rested from my labors at 
my desk by taking delightful short and long journeys 
to various State retail hardware conventions. Il 
would talk on subjects like “The Jobber’s First Duty 
is to Help His Customer to Prosper.” That was one 
of my favorites! Another was “The Education of 
the Retail Clerk.” I was very strong for this! When 
the speech was printed in the trade journal, it would 
be read by the retail clerks all over the country and 
they liked what I said about them. I hoped that they 
would show their appreciation by pushing the sale of 
our goods. After one of these speeches on the subject 
of educating the retail clerk, at Des Moines, Iowa, 
William Wheelock of Boone, Iowa, asked me Why I 
did not practice what I preached. He then suggested 
that it would be a good idea to put selling hints to 
retail clerks in every box of our specialties. He said 
that these hints would be read by the clerks and they 
would know what to say about the goods. I thought 
this was one of the best ideas I had heard for many 
years. I have written about this before in this series 
of articles but I had forgotten Mr. Wheelock’s name. 
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George T. Bourne, a salesman for the Shapleigh Hard- 
ware Company, who was familiar with the incident 
when it happened, has written me, giving me Mr. 
Wheelock’s name. 
An extract from Mr. Bourne’s letter is well worth 
while. He writes: 
“When I first came into lowa for Norvell-Shap- 


“I have seen him pick up guns and take them apart” 


leigh Hardware Company, I carried a Jersey 
Freezer, and in showing it I would take a White 
Mountain and compare the talking points. After 
making this demonstration to Mr. William Wheelock 
of Boone, Iowa (who is now retired and living in 
California), he said to me, ‘Bourne, I will buy your 
freezers, but when they come in, in about three 
months, I will have forgotten all the good points 
you have told me about. Why not get your house 
to print them on a card?’ ”’ 


As a result of this suggestion of William Wheelock, 
the Norvell-Shapleigh Hardware Company placed a 
little slip of paper in every box of their own brands 
of goods, giving selling hints to the retail clerks on 
each item. Afterward these selling hints were 
pasted on the inside of the lid of the box. This idea 
led to an immediate increase in the sale of our special 
brands. I could never understand why the idea has 
not been adopted by every manufacturer in the land. 


The Point of Contact 


All of us in business realize that the retail clerk 
is our point of contact with the great mass of the 
consuming buyers in the country. Now merchandis- 
ing experts today are agreed that one of the weakest 
points in the chain of distribution is just in this 
contact between the retail clerk and the consumer. 
We expect a great deal of the retail clerk, but allow 
me to ask the question: “What are we doing in a 
practical way to help train the retail clerk to meet 
his selling problems? What are we doing to train 
him on our goods?” 

Just as Mr. Wheelock stated, the head of the house 
buys some special line of goods for shipment several 
months later. The head of the house hears the sales- 
man’s selling talk. He buys the goods. They arrive. 
The selling talk is forgotten and, anyhow, the chances 
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are that the buyer who listened to the salesman’s talk 
has little or nothing to do with the selling of the 
goods to the consumer. 

Gentlemen, just stop and look at this gap here. 
Some plan must be devised and should be devised by 
which the salesman of a line of goods has the ability 
to tell the retail clerk how goods should be sold to the 
consumer and then he should have the opportunity to 
talk to the retail sales force in every store in the 
land. The buyers all over this country are absorbing 
a great deal of information on selling that is utterly 
wasted. 

The Value of Letters 


E. C. Simmons wrote a very long monthly letter 
to the salesmen. These letters were sometimes so long 
that they were regular newspapers, but Mr. Simmons 
had the art of making them interesting, so the sales- 
men were never bored and they always looked for- 
ward to reading these letters. Mr. Simmons often 
said to me that instructing salesmen and writing long 
general letters to them was just like throwing mud 
at a fence. All of it did not stick but some would, 
“and,” said he, “if you keep the process up, the more 
you throw the more mud will stick on the fence.” So 
it was his system to write these letters month after 
month and almost always to write very long ones. 

Mr. Simmons also said that not only were these 
letters valuable in telling the salesmen interesting 
things about the business, about our lines of goods, 
about conditions in the country, as well as giving them 
“small talk’ to use with the customers, but he said 
they were of great value, too, in keeping him posted 
about the business, because when it was necessary 
for him to write these letters he himself had to post 
up on our various lines. Suppose, for instance, Mr. 
Simmons intended to write a letter on sporting goods. 
He would go to the sporting goods department and 
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“His jumping was churning a pat of 
butter in the jar” 


spend several hours with the manager of that depart- 
ment, taking a regular salesman’s course of training. 
I have seen him pick up guns, take them apart and 
make notes of all their selling points. Now, as he 
would write letters about the various departments— 








(Continued on page 74) 
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General Letters to Salesmen 
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and 
How to Write Them 


By ‘‘The Sales Manager — 


houses of the country recently sent me a 

monthly general letter. He wrote he sent me 
this letter to give me a “good laugh.” Of course this 
salesman should not have sent me this letter. The 
general letters of a house are confidential. Salesmen 
should not send such letters to outsiders, even if they 
are friends. Probably, having received this letter in 
this manner, I myself should not have read it. It 
was wrong for me to read it, but I yielded to temp- 
tation and read it very carefully several times. 

Now this “Sales Manager” column is supposed to be 
educational. My articles are not written to back up 
any theories. They are based on actual facts—things 
that are happening around us every day. Therefore, 
in a “Sales Manager’ article I wrote yesterday, I 
yielded to another temptation to use this letter for 
a text. I took the trouble to analyze this general 
letter from start to finish.- I think it was an inter- 
esting and useful article, but when I read it in the 
cold gray dawn of the morning after, it struck me 
as being rather an unkind article. This house has 
many salesmen and no doubt when they read this 
“Sales Manager” article in HARDWARE AGE they would 
have immediately recognized that I was analyzing the 
general letter from their sales manager. My article, 
I think, was rather amusing. It would have given 
these salesmen a “good laugh,” but it possibly would 
have hurt the feelings of the sales manager and might 
have damaged his prestige with his salesmen. 

Therefore, with a good deal of regret, I filed this 
“Sales Manager” article away. It reminded me of 
the saying of an old friend of mine in discussing 
stories. He remarked, “The best stories can never 
be told.” 

However, I am, without writing too closely, going 
to take this general letter as a text for this modified 
article. 


\ SALESMAN for one of the leading jobbing 


You Can’t Fool the Salesmen 


In the first place, sales managers, even if they do 
sit at large, flat-topped desks with clerks waiting on 
them, even if they do gather the idea that the entire 
success of their business is due to them and their 
efforts, should realize that there is not a more critical 
and intelligent audience in business than a _ well- 
selected force of traveling salesmen. Good salesmen 
are trained in a practical school. Most of them have 
a very keen sense of humor and no sales manager who 
expects to continue to command their respect and 
their cooperation should ever attempt to put over any 
“bull” with them. 

Now this particular letter starts out with an apol- 


ogy. The sales manager, in the first paragraph, 
builds up an elaborate alibi for himself. It is not a 
very good idea to set the example to salesmen of 
making alibis—of explaining and apologizing. He 
explains why his general letter is so much delayed. 
The natural query of an outsider would be, if this 
particular sales manager was not on the job at the 
correct time to write this general letter promptly 
about the month’s business, why did he not arrange 
to have some one else write the letter? Should the 
general letters of a large sales organization be de- 
layed for more than thirty days just because the sales 
manager happens to be out of town? We think any 
critical salesman would be justified in criticizing the 
organization of his house when the smooth and prompt 
running of the sales business is delayed simply on 
account of the absence of one man. Yes, I am quite 
sure some one else should have written that letter. 


The Value of an Understudy 


It is a good thing to have an understudy for every- 
body in a business. It is a good idea to have a busi- 
ness so organized that when people go away the busi- 
ness will function just the same. . Matters of routine, 
such as monthly general letters, should not be held 
up on account of the convenience of individuals. A 
good organization, in routine matters at least, should 
run smoothly, entirely fndependent of individuals. 

Then this letter, to my mind, makes the great mis- 
take of starting out by explaining to the salesmen 
that business after all is “‘quite good.” This sales 
manager goes on to convey the idea that as a matter 
of fact nothing is really wrong with business. He 
intimates that if any individual salesman happens to 
be having a hard time in selling goods, the entire 
trouble is with the salesman—with that salesman’s 
“state of mind.” In other words, business is bad 
just because the salesman thinks it is bad. This of 
course in some cases might be true. 

However, the unfortunate part in the case of this 
particular general letter is in the fact that this S. M. 
then proceeds after his opening on the basis that 
the condition of business is a “state of mind,” to 
analyze the sales of the entire business by states and 
territories. He gives the record of each individual 
salesman and a very casual reading of this general 
letter indicates that about 90 per cent of these sales- 
men show a falling off in business as compared with 
the previous year. The critical salesman would no 
doubt therefore decide that 90 per cent of the large 
selling force of this organization were in the wrong 
“state of mind.” 
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Our friend, the S. M., proceeds to swing the big 
stick right and left. He smashes all the crockery 
in the shop. Nobody escapes his blows. 


Full of Grammatical Errors 


Another interesting thing about the letter is that 
it is full of grammatical mistakes. Now of course 
the gentleman in question upon his return from his 
vacation may have dictated this letter hurriedly. 
Hurried dictation is not always grammatical but it 
does strike us that if he has a good stenographer, 
she would have corrected grammatical errors made 
by the sales manager and even if these errors in 
the Queen’s English slipped through both the sales 
manager and the stenographer, that the printer who 
set up the letter in type might have corrected some 
of the glaring lapses from good English. 

Then he makes some very frank admissions in re- 
gard to the sales resistance on some of the lines of 
the house that rather make one sit up and gasp. In 
this part of his letter he gives the salesmen clearly 
to understand that they are paid to sell certain goods 
and therefore they must sell them. This of course 
is an excellent selling argument. I am quite sure the 
intelligent sale force of this house will make a note 
of this selling point. 

This letter would certainly be very funny if it 
were not so sad. From beginning to end of this very 
long general letter, there is not a single specific sug- 
gestion to the salesmen as to how they could over- 
come their difficulties. In the first place, the letter 
starts out all wrong. Everybody with the slightest 
glimmer of intelligence in business today knows that 
business is dull. Everybody knows the retail mer- 
chants are buying from hand to mouth. 

Now why write a lot of “bull” to salesmen about 
their “state of mind?” In my humble opinion, the 
state of mind of the salesmen would be still worse 
after they attempt to assimilate this general letter. 
One trouble with American business is in the fact 
that executives in business, a good many sales man- 
agers and some trade journals are always trying to 
fool somebody else. They say to themselves—“‘We of 
course know the facts. We see the real figures. We 
analyze them, but it is a very poor idea to pass this 
information along to the rank and file.’ They make 
the mistake of not knowing that the rank and file 
in business are just as well posted as they are. The 
retail merchant running a little shop knows when 
business is dull with him just as well as the president 
of a great corporation knows that business is dull 
when he looks over the sales sheets. 


Don’t Disregard the Facts 


It seems to the writer that the only wise thing 
to do in all the various conditions of business is to 
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size up the facts, get these facts straight and then 
attempt to conduct the business so as to produce the 
very best results under the existing conditions. 
Nothing is gained by attempting to fool anybody. I 
think it is much better to write a letter to a force 
of salesmen, giving them the real facts about busi- 
ness—facts that they know are the facts—and so 
command their confidence and respect, at least for 
the information you have in hand; then endeavoring 
to work out with these salesmen the very best meth- 
ods to handle the situation. 

Let me illustrate by a concrete case: One of the 
great shoe houses of the country for the first five 
months of this year show by their statement that 
they made more money than they did in the first 
five months of last year. This of course is a very 
surprising statement. All of us know that the leather 
business and the shoe business has been bad. All of 
us know that the shoe merchants would not place 
their orders for “futures.” 


They Didn’t Use “The Big Stick” 


Now upon inquiry I learned that this great shoe 
manufacturing concern, realizing the conditions, 
actually did not attempt to sell their customers shoes 
for future shipment. What they did do, however, 
was to go on manufacturing, to build up a large and 
complete stock, to improve their service department 
to the highest degree and then to advise their cus- 
tomers that they were prepared to send them any 
shoe of any size in their entire list by parcel post, 
by express or by freight the day the orders were 
received. This, to my mind, was practical, construc- 
tive work. They did not tell their salesmen that 
business was a “state of mind.” They did not use 
the big stick. They grasped conditions as they ex- 
isted and they did the most logical thing to be done 
under these conditions. They knew customers would 
not buy for future shipment. Therefore they simply 
prepared themselves to take care of their current 
needs and to supply their customers in large or small 
lots, just as they wanted the goods. What was the 
result? This large shoe concern commanded the 
respect, not only of their salesmen, but of their cus- 
tomers. They got the business and made an un- 
usual record while other houses were still trying to 
sell “futures” and were pounding their salesmen be- 
cause they could not accomplish the impossible. 

In conclusion, allow me to make the suggestion 
that all sales managers should have some hard-boiled 
critic read their general letters to salesmen—some 
critic who will read these letters from an angle of 
the salesmen and who will not hesitate to tell them 
when they fall into the habit of writing a lot of 
“bull” and “bunk,” as all of us do at times when we 
get into the writing habit. 











Yes! An Invoice May Be Placed in Parcel to Be Mailed 


| ha you are mailing a parcel to a customer you have a 
right to put an invoice in the parcel. It may be a 
written or printed invoice or bill, with name and address 
of sender and addressee; the name and quantities of the 
articles inclosed, together with inscriptions indicating 
“For Purpose of Description” the price, style, stock num- 
ber, size and quality of the article; the order or file num- 


ber, date of order and date and manner of shipment; and 
the initials or name of salesman, packer or checker. Just 
that and nothing more. 

If you desire a letter to accompany the parcel, pay 
letter postage on the letter and attach to parcel. If you 
put the letter in the parcel, the Post Office will mark up 
the postal rate on the parcel to 32 cents per pound. 
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The St. Marys Hardware Co., St. Marys, Ohio, features a complete line of golf goods and 





OLF fascinates the player, and 
the dealer selling golf equip- 
ment finds himself quickly 

caught in the tide of that ‘fascina- 
tion and is soon a player himself— 
also a booster. That is one of the 
reasons why many hardware dealers 
are making real profits selling this 
equipment. 

Morley Brothers, Saginaw, Mich., 
retail store, carry a $500 stock and 
turn it three times a year. The firm 
considers it a profitable line. The 
sales staff plays golf, enjoys the 
game and can talk it in an interest- 
ing and convincing manner. News- 
paper advertising and attractive 
window displays have helped this 
business. Members of local clubs 
are regularly supplied with catalogs, 
rule books and score cards bearing 
the firm’s name. This material is 
obtained from the manufacturer. 

In Chillicothe, Ohio, the Chilli- 
cothe Hardware Co. states that it 
has not been at all aggressive in 
selling golf equipment, for local rea- 
sons. Yet sales records in this de- 
partment bring out the fact that a 
$1,500 stock was turned one and a 
half times in 1923. What would 
happen if real pressure was ex- 
erted? 

The distribution of rule books and 
catalogs furnished by the manufac- 
turers seems to be a popular and 
profitable method of advertising, 
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gets first call on local golf sales as a result 
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Know Golf and Golfers and 


Yow'll Sell Golf Equipment 


providing the dealer has his imprint 
prominent on the cover. The St. 
Marys Hardware Co., St. Marys, 
Ohio, advertises in the local papers 
and distributes these books and 
catalogs to help push the business. 
This firm sold $600 worth of equip- 
ment last year. Circular letters were 
sent with all rule books. 


Get the Golfers in Your Store 


When you can interest golfers 
sufficient to bring them to your 
store it should be an easy matter to 
sell them. This firm has found it 
so. The folks who sell golf goods 
at the St. Marys Hardware Co. 
store have found that playing the 
game has given them a wonderful 
leverage for selling the equipment. 
It has also helped in preparing ad- 
vertising and sales letters. It has 
taught them to “approach” properly. 

Sharpe Brothers, Fort Wayne, 
Ind., do not go in heavy with this 
line. They carry a stock worth ap- 
proximately $150 and find they can 
turn it profitable twice a year with 
the help of circular letters and some 
newspaper advertising backed up, of 
course, with snappy displays. 

The Erie Hardware Co., Erie, Pa., 
speaks enthusiastically about sport- 
ing goods possibilities and considers 
golf equipment one of the active 
lines in that section. They have 
found that the supervision of a 


practical golfer and general sports- 
man was a big aid in selling. It is 
the belief of this firm that knowl- 
edge of the use of sporting equip- 
ment is very essential if you wish 
to sell it successfully. They found 
this particularly true of golf goods. 
They had a good golfer in charge 
who could advise on equipment, in- 
struct the novice on proper swings 
and give the beginner some real ad- 
vice on the sport. 

The ‘majority of dealers consulted 
place great stress on the value of 
distributing catalogs, rules books 
and score cards. These should bear 
the imprint of the retail firm and 
should be mailed to every golfer in 
your sales area. Dealers seem to 
agree that it is poor business and 
poor golf ethics to solicit directly on 
the links, but they all feel that con- 
tact with players on the links has 
been a great help in sales. Most of 
such business comes through curios- 
ity of the man who notes your bag 
or clubs or special balls. If the 
other player is sufficiently interested 
to ask questions about any of your 
equipment you would be justified in 
taking him to your store at once for 
a closer and more complete study of 
the equipment. At any rate you 
should invite him to do so at once 
or at his earliest convenience. Take 
his name and see to it that he does 
get in your store soon. 
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Frank G. Drew New President of 
Winchester Repeating Arms 


Frank G. Drew, who has served the 
Winchester Repeating Arms Company 
as a vice-president since 1916, has been 
chosen as president of that concern by 
the Board of Directors, succeeding John 
E. Otterson, resigned. Mr. Otterson 
has been president of the W. R. A. Co.., 
since 1919. R. Earle Anderson tendered 
his resignation as vice-president at 
the same time that Mr. Otterson re- 
tired. William T. Birney was elected 
vice-president to succeed Mr. Drew and 
William A. Tobler, vice-president to 
succeed Mr. Anderson. Announcement 
was made later that George A. Taylor 
would become general sales manager 
of the Winchester Repeating Arms 
Company, and that Edwin Pugsley 
would replace Whitford Drake as fac- 
tory superintendent. 


Frank G. Drew 





Black & Decker Declare 
Dividend 


The board of directors of the Black 
& Decker Manufacturing Co., Towson, 
Md., held its regular quarterly meet- 
ing on June 19 for the second quarter 
of 1924. 

The usual 2 per cent dividend on 
preferred stock, as well as a 2 per 
cent dividend on common stock, was 
declared. In addition to maintaining 
the payments of the preferred divi- 
dends, the company has also paid at 
the rate of 8 per cent per year on its 
common stock. 


EK. M. Cope Celebrates 
25th Anniversary 


The twenty-fifth anniversary of the 
founding of the E. M. Cope Commer- 
cial Co., Redlands, Cal., was recenty 
celebrated in that city. The company 
was established in 1899, when the busi- 
ness of the Redlands Commercial Co. 
was purchased. Its operations, in ad- 
dition to its regular hardware and im- 
plement business, comprising extensive 
ranching and threshing operations 
throughout the Yucaipa, Moreno, San 
Jacinto, Beaumont and Cajon Pass 
districts. Thousands of acres of land 
now covered by the fine apple orchards 
of Yucaipa were successfully farmed 
by the Cope company from 1906 to 
1913. 

Its location at that time was on 
Orange Street and the Santa Fe tracks, 
where it had ample facilities for hay 
and grain storage, besides operating a 
rolling mill with a capacity of a thou- 
sand sacks of grain per day. 





In August of 1920 the greater part 
of the plant on Orange Street was 
destroyed by fire, and to retain its or- 
ganization the Cope company purchased 
the hardware and paint business of 
the Redlands Hardware & Stove Co. 
and opened up a new implement store 
on East Central Avenue. 

The growth of business since that 
time demanding larger and more con- 
venient quarters, and with a view to 
concentrating the entire business under 
one roof, the fine building now occu- 
pied by the Cope company on East 
Citrus Avenue was purchased over a 
year ago from the Prendergast Estate. 


Electric Drill Uses 
Described in Booklet 


Higher Voltage is the title of a book- 
let recently issued by the Van Dorn 
Electric Tool Co., manufacturer of 
portable electric drilling, reaming and 
grinding machines, Cleveland, Ohio. 
This booklet illustrated describes by 
text and engraving the numerous uses 
for the Van Dorn electric drills, and 
also contains much practical informa- 
tion which should be of value to drill 
users. 

In the fore pages of the booklet is 
an entertaining and instructive article 
on “The History of Holemaking,” in 
which the evolution of the drill from 
the first crude type used by primitive 
man to the electrically-driven drill of 
today is traced. In this chapter colored 
illustrations showing the use of primi- 
tive drills are used with good effect. 
The booklet also contains information 
of the various types of Van Dorn 
drils, incuding the complete specifica- 
tions for Van Dorn electric tools. 





persene eepppceeesete rereetent rieeueeiaees ‘peeteel 


Save-the-Surface Slogan to 
Be Registered Abroad 


The slogan “Save the Surface and 
You Save All—Paint and Varnish,” as 
adopted and used by the paint and 
varnish industry of the United States, 
has become so valuable and its use 
so wide spread that there have been 
recent attempts to register it as a 
private trademark in England, Spain, 
Argentine, Mexico and South Africa. 

The executive committee has decided 
to make application for registration of 
the slogan in all countries where 
American goods are sold, thus preserv- 
ing the right for American as well as 
native manufacturers to use it under 
the same conditions as it is now used 
in the United States and Canada. 


R. C. A. to Finance Dealers’ 
Time Payments 


With a view of assisting its dealers 
in the sale of its radio receiving out- 
fits, the Radio Corporation of America, 
New York City, has concluded arrange- 
ments for the financing of dealers’ time 
payment Radiola sales. 

The new plan, as announced by the 
company, provides a means whereby 
dealers’ sales of radios made on the 
time payment basis will be financed by 
either of two large national financing 
companies, namely the General Con- 
tract Purchase Corporation and the 
Commercial Credit Company of Balti- 
more and San Francisco. Provision is 
also made to enable purchasers to ex- 
tend payments over any desired period 
from four to ten months. 


New Hoover Booklet 


“The Thrilling Adventures of Sandy 
Grit” is the title of an 8-page booklet 
issued by the Hoover Co., North Can- 
ton, Ohio, for distribution through its 
retailers. 

The booklet is written in a humorous, 
narrative style, and tells in an indirect 
but forceful manner how dirt and grit 
are brought into a home from the 
street on the soles of shoes, rubbed off 
on the carpetings and pushed down 
into the nap by walking and the shift- 
ing of furniture. It continues to re- 
late how broom sweeping embeds the 
grit still deeper in the carpeting and 
how ordinary methods fail to clean 
thoroughly. The booklet, because of 
its humorous style, is especially effec- 
tive in emphasizing the presence of 
unsuspected dirt in the home and its 
destructiveness to both health and fur- 
nishings. 
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Remington Arms Co., Inc., 
National Sportsmen’s 


Week, Oct. 13-18 


The Remington Arms Company, Inc., 
in The Lion’s Share announces Reming- 
ton Sportsmen’s Week, Oct. 13 to 18, 
1924. 

The company will again distribute 
$5,000 in cash prizes for the best win- 
dow displays installed by retail stores 
during Sportsmen’s Week, and window 
display material will be fu:nished free, 
transportation prepaid, to all retailers 
who desire to enter the contest. Any 
dealer who uses this material in his 
display may compete. 

It is noticeable also that the com- 
pany publishes a list of items which 
are not manufactured or sold by the 
Remington company, which can be used 
to advantage in Sportsmen’s Week dis- 
plays. This list includes such articles 
as hunters’ axes, dog collars, flash- 
lights, lanterns, gun cases, holsters, 
hunting coats, camp stoves, lunch kits, 
etc. 

Each contestant is to furnish a photo- 
graph of his window display to the 
Remington Arms Company, Inc., on 
or before Nov. 1, 1924, and each pho- 
tograph is to have the name and ad- 
dress of the dealer and the population 
of his town printed or plainly written 
on the back. 

The photographs will be judged sole- 
ly on the basis of merchandising values 
of the displays, regardless of the size 
of the window in which the displays are 
made. 

The windows entered in the contest 
will be judged by Llew S. Soule, edi- 
tor, HARDWARE AGE; Rivers Peterson, 
editor, Hardware Retailer, and J. G. 
Taylor Spink, general manager, The 
Sporting Goods Dealer. 





Westinghouse Agent- 
Jobbers Ass’n Meets 


The twelfth meeting of the Westing- 
house Agent-Jobbers’ Association was 
held at the Homestead Hotel, Hot 
Springs, Va., May 26 to 31 inclusive. 
Addresses were made by David 
Sarnoff, E. E. Bucher, Radio Corpo- 
ration of America; Roe Fulkerson, 
Washington, D. C.; R. A. Lundquist of 
the Department of Commerce; F. M. 
Feiker of the Society for Electrical 
Development; Howard Ehrlich of the 
Jobbers’ Salesman, and Earl White- 
horne of theElectrical World. Officers 
elected for the ensuing year are: 

President, F. N. Averill, Forbes 
Supply Co., Portland, Ore.; Vice- 
President, J. S. Tritle, manager mer- 
chandising department, Westinghouse 
Electric & Mfg. Co.; Secretary, W. B. 
Satterlee, Columbian Electrical Co., 
Kansas City, Mo.; Assistant Secretary 
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and Treasurer, H. T. Pritchard, mer- 
chandising department, Westinghouse 
Electric & Mfg. Co. Executive Com- 
mittee: J. C. Schmidtbauer, A. J. Cole, 
Walter Williamson, W. W. French, B. 
E. Finucane, J. M. Curtin, T. J. Pace, 
M. C. Morrow, Charles Robbins, N. G. 
Symonds. §S. A. Chase was elected 
honorary life member of the executive 
committee. 


Obituary 





Michael W. Swagler 


Michael W. Swagler, hardware mer- 
chant. 264 Seneca Street, Buffalo, N. Y.., 
died at his home in that city June 20. 





Michael W. Swagler 


Mr. Swagler was born at Bennington, 
N. Y., Aug. 22, 1849, and came to Buf- 
falo 52 years ago. His first position 
was that of a clerk in a hardware store, 
a position which he held until he opened 
a hardware store for himself in 1881. 
He has been continuously in the hard- 
ware business at the same location for 
43 years. He has been a subscriber to 
The Iron Age and HARDWARE AGE for 
more than 40 years. 

Mr. Swagler was a member of the 
New York State Retail Hardware As- 
sociation, and the Foresters of America. 
He has also been a member of St. 
Michael’s Church, Buffalo, N. Y., for 
50 years. He is survived by five sons, 
Frank, John, Charles, Joseph and 
George Swagler, and one daugfiter, 
Mrs. E. L. Rohner, Syracuse, N. Y. 
Funeral services were held June 23 at 
St. Michael’s Church, and interment at 
Pine Hill Cemetery, Buffalo, N. Y. 





Devoe & Raynolds Publish 
House Organ 


Devoe News is the title of a new 
house organ published by Devoe & 
Raynolds Co., Inc., manufacturer of 
paints, varnishes, brushes, etc., 101 
Fulton Street, New York City, which 
will appear monthly in the interests 
of the employees of the company. 





Building Permits for 1924 
$80,000,000 Ahead of First 
Five Months of 1923 


The result of a nation-wide check on 
building operations, recently completed 
by the F. W. Dodge Corporation, show- 
ing the value of building permits issued 
during the first five months of this 
year, as compared with the correspond- 
ing period of last year, dispels some- 
what the prevalent idea that there is a 
slump in the construction industry. 

Reports from 213 cities for this pe- 
riod show permits issued exceeded in 
value those of last year by nearly $80,- 
000,000. Out of the twenty larger 
cities reporting, twelve show material 
increases over the first five months of 
1923. The greatest gain was found in 
New York,*where permits issued from 
Jan. 1 to June 1, this year, exceeded in 
value by approximately $18,000,000 
those of last year. 

Chicago registers the largest loss for 
the period, the value of permits there 
being about $45,000,000 less than last 
year. 

Other cities, among the ten largest in 
the country to show decreases, are 
Philadelphia, St. Louis and Los Ange- 
les. The remaining five register sub- 
stantial gains. Detroit heads the list 
with an increase of about $18,000,000 
for the first five months of this year. 

Wholesale prices of construction ma- 
terial dropped in April, according to 
United States Bureau of Labor statis- 
tics reports. The index number of the 
department decreased to 148 in April, 
as compared with 150 for March, 1924, 
and 159 for April, last year. Of the 
404 commodities in the department’s 
list, 157 showed decreases, 67 increases 
and 180 made no change. 





New Brown & Sharpe 
Catalog 


The Brown & Sharpe Mfg. Co., Provi- 
dence, R. I., has issued a new Small 
Tool Catalog No. 9. This new book 
illustrates and describes a complete 
line of over 2000 precision measuring 
tools, including many tools of new and 
improved design, and lists a complete 
line of Brown & Sharpe cutters, includ- 
ing over 45 styles and 3000 sizes of 
milling cutters, gear cutters and hobs. 

This book is 4% in. wide by 6% in. 
long, making it a convenient size to slip 
into the pocket. It contains tables of 
weights and measures, etc., which make 
it a handy reference book for the shop 
as well as for the mechanic. 





New Store in Pittsburgh 


Scarborough & Klauss Co., Pitts- 
burgh, Pa., opened a hardware store 
at 5829 Forbes Street near Murray 
Avenue, Pittsburgh, on June 19. 
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John H. Shaw Honored 
at Banquet 


A feature of the annual banquet of 
the salesmen and factory department 
heads of Sargent & Co., manufacturer 
of hardware, New Haven, Conn., held 
recently at New Haven, Conn., was 
the presentation of a gold watch to 
John H. Shaw, general superintendent, 
in commemoration of his fifty years 
of service with the company. 

The presentation was made by Henry 
B. Sargent, president of the company, 
who spoke in high terms of Mr. Shaw’s 
work in the interest of the company. 

E. E. Lord, representing the fore- 
men, presented to Mr. Shaw a gold 
chain and locket, the links of the chain 
engraved with the names of the sixty 
foremen associated with Mr. Shaw, 
and the locket containing photographs 
of the founder of the business, Joseph 
B. Sargent, and his associate and 
brother, George H. Sargent, who were 
the first two presidents of the com- 
pany. 

Mr. Shaw was born March 16, 1857, 
at Nantaucket, Mass., the son of Wil- 
liam Shaw. He came to New Haven 
with his father and entered the em- 
ploy of Sargent & Co., August 25, 
1873. He completed his apprentice- 
ship in three years and in the spring 
of 1879 he secured an outside position 
in which he had an opportunity to 
learn lockmaking, and in 1883 he went 
to Bridgeport where he gathered other 
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valuable manufacturing experience. In 
1884 he was recalled by Sargent & 
Co. and the year after became fore- 
man of the pattern room. In 1888 he 


John H. Shaw 


became assistant superintendent in 
charge of all the plant south of Water 
Street. Since 1893 he has been gen- 
eral superintendent. 


R. M. Repp Sails for Europe 


Robert M. Repp, vice-president and 
general manager Logan-Gregg Hard- 
ware Co., Pittsburgh, with his family, 
have sailed for an extended European 
trip. 
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Aladdin Patent Claims 
Allowed 


Following the Appeal Board’s rever- 
sal, on May 11, of the decision of the 
patent examiner in the primary ap- 
plication covering heat insulated re- 
ceptacles filed June 1, 1918, by Victor 
S. Johnson, president of Aladdin In- 
dustries, Inc., Chicago, a total of 119 
claims have been allowed in a United 
States Patent issued June 17 to Mr. 
Johnson. 

“Six years is a long time to wait 
for the issuance of a patent,” said 
Mr. Johnson, “but the allowance of 
119 strong claims is certainly worth 
waiting for. Now that this patent has 
been granted, steps will be taken at 
once to uphold our rights and protect 
the interests of our jobbers and deal- 
ers by starting suits against  in- 
fringers.” 


New Alter Catalog 


A new catalog has recently been 
issued by Harry Alter & Co., manufac- 
turer of electrical supplies, radio ap- 
paratus, lighting fixtures, etc., Ogden 
Boulevard at Carroll Avenue, Chicago, 
Ill., descriptive of its line of “Haco” 
lighting fixtures. The new publication, 
which is known as Catalog “M,” con- 
tains forty pages, eight of which are in 
colors. The catalog is well printed and 
attractively illustrated throughout. 





Profiteers According to the School Arithmetics 
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Government to Refund $16,000,000 


in Overpaid 


Income _ ‘laxes 


Excess Income Tax Payments to Be Promptly 


Refunded—Big Favorable Trade Balance 


(WASHINGTON, D. C., July 7, 1924.) 
NNOUNCEMENT has been made 
A by the Division of Simplified 
Practice of the Department of 
Commerce that its booklet incorporat- 
ing the full program of the simplifica- 
tion plan in the paint and varnish in- 
dustry together with the list of accept- 
ances of the plan will be issued Sept. 1. 
This has been brought about by the 
receipt of signed acceptances of the 
project from more than 80 per cent of 
the industry supplemented by the ap- 
proval of the trade associations in the 
industry. 

Delay in receiving some acceptances 
has prevented the department from 
issuing this booklet in advance of 
July 1. 


Overpayments to Be Refunded 


Acting under orders issued by the 
Commissioner of Internal Revenue, col- 
lectors in the various districts are pre- 
paring to refund some $16,000,000 in- 
come taxes overpaid on March 15 of 
the current year. Owing to the fact 
that some of the collectors are much 
busier than others, these refunds will 
not be made simultaneously, but all 
the overpayments should be repaid 
within the next sixty days. 

These refunds grow out of the pro- 
vision of the tax reduction bill enacted 
at the recent session of Congress pro- 
viding for an abatement of 25 per cent 
of the taxes paid in 1924 on 1923 in- 
comes. As the bill did not become a law 
until after March 15, the payments due 
on that date were made in full, assur- 
ances being given by the internal 
revenue officials that the taxpayers 
would be allowed to recoup themselves 
for overpayments made in March by 
corresponding reductions in June pay- 
ments. 

Notwithstanding the prospect for a 
cut in the 1923 taxes, a large number 
of people paid the entire amount due 
in 1924 in one payment on March 15, 
the aggregate of such payments ap- 
proximating $65,000,000. As the result 
of the passage of the tax reduction bill 
one-fourth of this amount, or about 


$16,000,000, will be forthwith refunded. 


Comptroller Renders Opinion 


When Congress adjourned without 
passing the general deficiency bill, 
which provided specifically for these 
refunds, the President and the Secre- 
tary of the Treasury were in some 
doubt as to whether they could be made 


By W. L. CROUNSE 


until after Congress should have an 
opportunity to act on the deficiency 
bill. The Comptroller General of the 
Treasury, however, has advised the 
Secretary that any funds appropriated 
for the repayment of illegally collected 
taxes may be used for this purpose and 
as there is a considerable balance to 
the credit of general refunds, orders 
have been issued to pay back the extra 
25 per cent turned in by some 1,085,000 
persons. 

The payment of these refunds at this 
time will make a big hole in the bal- 
ance available for general refund pur- 
poses. This is apt to halt the return 
of overpayments of corporation income 
taxes some time before Congress con- 
venes, but as the general deficiency bill 
will be rushed through early in Decem- 
ber, no great hardship will be caused 
thereby. 


Encouraging Foreign Trade Figures 


Detailed figures showing the classi- 
fication of our imports and exports for 
the eleven months ended May 31 of 
the current year will be decidedly en- 
couraging to American industry. They 
are also likely to be used by champions 
of the Fordney-McCumber tariff law as 
evidence of the benificent character of 
that statute. 

The imports for the eleven months 
of 1924 aggregated but $3,280,000,000 
compared avith $3,460,000,000 for the 
corresponding period of 1923. Imports 
of the two classes of manufactures for 
further use in manufacturing and 
manufactures ready for consumption 
show practically no increase in 1924, 
while crude materials for use in manu- 
facturing declined from $1,357,000,000 
to $1,111,000,000. Imports of food- 
stuffs and food animals rose from 
$327,000,000 to $351,000,000. 


Foreign Competition Less Severe 


These figures show clearly that 
there is less foreign competition today 
with American manufactured products 
than a year ago. The substantial re- 
duction in the imports of crude ma- 
terials for use in manufacturing is be- 
lieved to reflect a moderate slowing- 
down in the production in this country 
of so-called luxuries. 

Exports of manufactures for fur- 
ther use in manufacturing and manu- 
factures ready for consumption in- 
creased substantially during the eleven 
months ending May, 1924, as compared 
with the same period of 1923, the total 


of the two classes for the current year 
being $1,963,000,000 as against $1,701,- 
000,000 a year ago. 

The reduced demand for foodstuffs 
for export is reflected in these figures, 
which show a total of $715,000,000 for 
the current year as compared with 
$915,000,000 for the corresponding 
period of 1923. 

Of course, the most encouraging 
feature of this exhibit is the big favor- 
able balance of trade. This amounts 
to approximately $725,000,000 and for 
the full fiscal year, which ended on 
June 30, will closely approximate 
$800,000,000. 


Good News for the Farmers 


The exchange value of farm prod- 
ucts for the things which farmers buy 
now stands at the highest point in 
nearly four years, according to the 
monthly agricultural review just is- 
sued by the United States Department 
of Agriculture. This will be good news 
to the farmers, most of whom have not 
heard it, if we can judge from the 
loud wails on behalf of the agricultural 
community which are now being sent 
up by the professional politicians who 
are posing as the farmers’ friends. 

Such improvement as the situation 
shows is attributed to the continued 
slow decline in prices of non-agri- 
cultural commodities, at the same time 
that agricultural products have held 
their own. The department’s index of 
the purchasing power of farm products 
in terms of other commodities is 77 for 
May, using the year 1913 as a base or 
100. 

The corn crop now occupies a con- 
spicuous place on the agricultural 
stage, and promises to be a pivotal fac- 
tor in the entire meat and dairy situa- 
tion of 1925, the department says. 
Wheat growers are reported to be in 
a somewhat more cheerful frame of 
mind over the recent advances in 
wheat, due to a smaller prospective 
world crop. 


Coast Conditions Unfavorable 


Conditions on the Pacific Coast are 
regarded as one decided fly in the 
ointment. Drought in that section has 
cut heavily into the grain crops and 
feed, while fruits in the Northwest 
have also been damaged by frosts and 
drought. The citrus crops are reported 
as in good condition. 





(Continued on page 82) 
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New Departure in Auto Stop 
Light Design 


The Outlook Stop Light, made by 
Outlook, 4815 Lexington Ave., Cleve- 
land, is a radical departure from the 
usual stop Jight design. The stop light 
is of beehive shape, and is equipped with 


two lamps—a large one to flash warn- 
ing and a small one to illuminate 
license plate—in a dome of ruby glass 
with Holophane prisms inside and out 
to utilize every bit of light and direct it 
where needed. The dome of beehive 
shape sends out a band of light illumi- 
nating entire rear of car without glare. 
The prisms in outer and inner surfaces 
throw brightest light to rear of car. 
The entire unit is water and dust proof. 
The stop light provides a substantial 
and convenient license-plate holder, and 
pressed prismatic glass in bottom of 
light throws white light on _ license 
plate The ruby glass globe is extra 
heavy and strong. Due to dome shape 
and reinforcement of prismatic struc- 
ture, globe is said to be practically in- 
destructible. It is easy to keep at maxi- 
mum efficiency by washing outside of 
dome when washing car. The light 
maintains its efficiency throughout life, 
as there is no metal reflector to get 
dirty or tarnished. The switch can not 
jam or stick. Wiping contacts are 
provided and these are self-cleaning. 
An air gap prevents leakage of current 
when switch is open. 


New Corn Popper Has Improved 
Features 


The E-Z Corn Popper recently put on 
the market by the O. S. Keene Ma- 
chine Co., Elkart, Ind., is somewhat of 
a departure from the old styles. The 
construction is blued sheet iron and 
the popper has been designed for use 
over a gas or oil burner or on a stove. 
An agitator is worked by the means 
of a crank on top which keeps the corn 
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rotating. The handle permits of the 
use of the popper in the old way. The 
bottom is curved to insure every kernel 
coming in contact with the hot metal 
which is claimed to pop all kernels. This 
style popper is recommended by the 
manufacturers as being efficient in 
salting, buttering or coating the corn 
because of the agitator and the solid 
bottom. 


Display Sign Helps Tire Gauge 
Sales 


For the purpose of assisting retailers 
in the sale of its tire gauges, A. Schra- 
der’s Son, Inc., manufacturer of Schra- 
der Tire Gauges and Tire Valves, 
Brooklyn, N. Y., have recently de- 
veloped a striking display sign for dis- 
tribution among its dealers. 

This sign is 18 in. x 24 in. and is 
printed in green, red and black. The 
words “Don’t guess about air, don’t 
borrow a tire gauge” are displayed. An 
added line tells the car owner that 
Schrader Tire Gauges are sold in the 
store. A. Schrader Gauge is shown be- 
side the wording. 

All the space on the metal sign, how- 
ever, is not given over to the gauge. At 


the top is a large oval blackboard. In 
that space the dealer can write with 
chalk any special sales message he de- 
sires. For instance he can say, “Gas 
27c,” or “1923 Sedan for sale,” or “Spe- 
cial sale of tires,” changing the mes- 
sage as often as he likes. Thus, with the 
Schrader Outdoor Metal Sign, the deal- 
er can get the attention of passing 
motorists on two products he sells. 

The display sign 
is attractively and 
strongly made, and 
the space for mak- 
ing special an- 
nouncements should 
afford an_ effective 
means of bringing 
special announce- 
ments to the atten- 
tion of automobil- 
ists. An idea of the 
appearance of the 
display sign may be 
gained from the ac- 
companying illustra- 
tion. 
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Wheel Toy Provides Health- 
ful Exercise for Kiddies 


The Puffer-Hubbard Mfg. Co., Min- 
neapolis, Minn., has recently placed a 
new children’s vehicle on the market, 
called the Rocycle Exerciser. This was 
formerly manufactured under the name 


? 


of “Pullaway,” and is claimed to be a 
brand new mechanical wheel toy for 
children. The mechanical details have 
been worked out so the child uses both 
hands and feet in propelling the cart. 
The steering is accomplished in the 
steering post by the hands. The manu- 
facturers claim to have adopted the 
idea of the rowing machine in the 
gymnasium which will give the child 
thorough exercise in every muscle of 
the body. It is also claimed to be made 
in such a way that there is practically 
no dead center in the mechanism and 
makes it very easy to propel. The 
carts are packed one to a carton and 
are made in two sizes: one being 36 
in. long and the other 42 in. 


New RCA Displays 


To help push the “Radio All Summer 
Long” Campaign, the Radio Corpora- 
tion of America, 233 Broadway, N. Y., 
has brought out two novel window and 
counter displays, in color, for its deal- 
ers. The Radiotron cut out is a repro- 
duction of the earth surmounting a 
little stage, in which “footlights” have 
been cut. The tubes are mounted in 
the sloping panel and an ordinary in- 
candescent bulb or a flasher, under- 
neath the panel, not only shows through 
the Radiotrons, permitting close exam- 
ination, but also throws beams of light 
on the globe through the “footlights.” 
The whole idea carries out the slogan 
“Radiotrons—Footlights of the world’s 
Stage.” 

The larger display is a 3-panel cut 
vut which alternately shows the world 
and the RCA trademark through a 
semi-transparent circle. The left and 
right hand panels are so cut that cards 
with timely sales talks may be in- 
serted. Eight of these cards are pro- 
vided with each display. 
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Rear Step Increases Appeal of 
Coaster Wagon 


The addition of a rear = is an im- 
portant improvement recently added to 
the Overland Coaster Wagon, manufac- 
tured by Hunt-Helm-Ferris & Co., 
Harvard, Ill. This step enables the 





youngster to step on behind the wagon 
and coast standing up getting the same 
thrill that he gets from a Scooter. The 
manufacturer claims that it gives the 
child operating the wagon a longer 
stroke and enables him to go faster. 
Also that it makes room for an extra 
passenger, because the operator rides 
outside. 

It should prove a boon to the young- 
ster who uses the wagon for errands 
as well as pleasure as he can coast just 
as well with a loaded wagon as he can 
when he starts out with an empty 
wagon. He can ride both ways. The 
step itself is made of clear hard wood 
suspended from the axle by heavy steel 
brackets. It swings from the rear axle 
of the wagon, but is held by its own 
weight in the proper position. It is 
built within: the radius of the -wheels 
to prevent it from being struck or 
damaged when going down over a step, 
or over a curb. It can be lifted off or 
slipped on at will, but never has to be 
removed, as it does not interfere in any 
way with the other uses of the wagon. 





Additions to Florence Oil 
Heaters 


The Florence Stove Co., Gardner, 
Mass., has developed a_ circular 
floor pan for its line of _ kero- 
sene room heaters. This device con- 
sists of a steel disc covered with black 
porcelain enamel. The edges are 
turned over, raising the surface of 
the disc about % in. from the floor. 
To attach this disc to a Florence Oil 
Heater, it is merely necessary to place 
the heater immediately above the disc 





and press downward. The four legs 
of the heater snap over the rim of the 
disc, holding it firmly in position so 
that the entire heater with its floor 
pan can be moved from room to room. 
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To release the disc, the foot is placed 
on it and lift the heater. It is 
claimed for this disc that being 
covered with porcelain enamel it will 
not lose its high polish, nor is_ it 
affected by grease or oil, being easily 
cleaned with a damp cloth. As it is 
perfectly round, there are no sharp 
corners to scratch shoes or tear cloth- 
ing. 

This company has also made an im- 
provement in its oil heater design. 
This consists of a spherical fire-bowl 
covered with porcelain enamel and 
is built into the heater at the base 
of the drum. It is claimed for this 
feature that a considerable part of the 
heat is radiated sideways and down- 
wards, instead of passing up _ the 
cylindrical drum and through the top 
to the ceiling. 





Wrench Takes All Sizes and 
Shapes of Flanges 


The Foster flange wrench, made by 
the Foster Flange Wrench Co., 9634 
Silk Avenue, Cleveland, Ohio, is easily 
adjustable and will take all sizes and 
shapes of flanges. The wrench is de- 
signed to eliminate the danger of bolts 
and pins slipping out when tightening 
and saves bent drift pins and bolts 
ordinarily used in pulling up flanges. 
The wrench is especially adapted to 
ammonia flange work, which requires 
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extremely tight joints, and may be 
used on either the face or back of 
flange. The wrench is heavy and 
rugged but not clumsy, and may be 
used in very close quarters to very 
good advantage and can be convenient- 
ly carried in the ordinary tool box. 





White Enameled Outing Sets for 
Picknickers 


The Vollrath Co. of Sheboygan, Wis., 
has just placed on the market two white 
enameled Outing Sets which are very. 
desirable for picnics and excursions. 
The Junior set is similar to the larger, 
but it consists of smaller dishes and 
only one salad bowl. Each set is ample 
for a party of six. 

The tumblers have open handles 
which permit nesting—a _ desirable 
packing feature. A pan, which is in- 
cluded in the set, is used as a cover for 
the pail. It is securely held in place 
by a three-prong wire clamp. 


Outing Set No. 1, consisting of 
twenty-two pieces, does not take up any 
more room than the eight quart pail 
which is included in the assortment, and 
is used as a container for the dishes. A 
set can be packed in a jiffy. Plates are 
placed on the bottom of the pail, and 
the salad bowls, serving dishes, and 
cups are packed in the order named. 
There is still room enough in the pail 
for napkins and a towel or two. 

Vollrath Ware is as useful for cook- 
ing as for serving purposes. The sets 
eliminate fuss or muss because of 
broken dishes, and are unbreakable. 
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Ford Foot Accelerator Easily 
Installed 


The Turner instant foot accelerator 
for Fords made by the Turner Mfg. 
Co., Kokomo, Ind., embodies simplicity 
and ease of installation. No me- 
chanical knowledge or skill whatever 





is required to attach the device to any 
Ford motor~in a few minutes. 

The device is a convenient auxiliary 
throttle that permits positive and 
quick throttling when driving and 
signalling in traffic. It also permits 
the driver to relax into a comfortable 
position on long drives. It has a posi- 
tive and direct connection with the 
carbureter, without wires, cables, or 
spring devices to shake loose or cause 
lost motion. It interferes in no way 
with the operation of the regular hand 
throttle. The large foot pedal adds 
to the appearance and efficiency. The 
comfortable foot rest assures steady 
throttling under all conditions. 





Improved Liberty Hot Plate 


The Liberty Gauge & Instrument 
Co., 6545 Carnegie Ave., Cleveland, 
has made a change in design and con- 
struction of its No. 701 Original 
Liberty Hot Plate, which retails at 
a popular price. In redesigning this 
unit the ‘company has arranged for 
simplicity in beauty in design and the 
maximum of efficiency in utility and 
servicing. The elements can be re- 
placed by simply unfastening one nut 
and two terminal studs. Elements and 
terminal connections are completely 
inclosed insuring safety in handling. 
The structure is of 20 gauge cold 
rolled steel highly nickeled and 
polished and is furnished with a 





genuine Nichrome heating element. 
Six feet of extension cord and a 
standard two piece attachment plug 
are attached to a lava rock strain 
relief and terminal bushing in the 
lower tray. The unit carries with it 
the manufacturer’s written one-year 
free service guarantee. 
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Oscillator Cabinet Type Washer 
Has Unique Features 


The Dexter Company, Fairfield, 
Iowa, has recently developed a new 
Oscillator Cabinet type washer of un- 
usually neat and simple design. The 
following are a few of the principal 





ad 


convenience and washing efficiency 
features embodied in the new model. 
A neat aluminum wringer that may 
be removed, if desired, by simply lift- 
ing it off the shaft. A pure white 
porcelain drain apron that drains all 
water from the wringer back into the 
tub and serves as a convenient shelf 
for smal! pieces. A convenient out- 
side drain that eliminates the neces- 
sity for getting under the cabinet to 
attach hose or place a bucket beneath 
the drain. A touch opens the spring 
door in the side of the cabinet, which 
also serves as a metal trough to carry 
the water to pail or drain outside the 
cabinet. A stabilizer to level the tma- 
chine on an uneven floor. Extra 
large-double-tread roller-bearing cast- 
ers that make the machine easy to 
remove about even when heavily 
loaded. An auxiliary shelf for rinse 
tub or clothes basket, easily removed 
when not in use. Oilless bearings 
which eliminate all oiling about the 
machine except the motor. All driv- 
ing gears are inclosed in oiltight hous- 
ing, filled with grease. Simple tub 
gearing which eliminates springs and 
automatically stops the tub in position 
for wringing. The tub operates on 
ball bearings. Easy accessibility, due 
to the fact that the cabinet has two 
large hinged doors, one in front and 
one behind. 

‘The cabinet is finished in a service- 
able and attractive “battleship gray” 
enamel. The tub is of heavy cor- 
rugated copper of such design that it 
gives the clothes and water an un- 
usually long throw. 

This machine is the result of more 
than four years of experimental work, 
following which a limited number of 
machines were put on the market for 
the final test of home use. They are 
now being manufactured in large 
quantities and are said to render ex- 
cellent service. 


Powerful Twin-Motor Added to 
Lionel’s Miniature Rail- 
way Equipment 


The Lionel Corporation, 48 E. 21st 
Street, New York City, maker of 
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Lionel miniature electric trains and 
equipment, has perfected and put on 
the market a new Twin-Motor Loco- 
motive to fit O gage track. This 
powerful little locomotive is the first 
Twin-Motor type ever produced for this 
narrow track. Lionel has made this 
addition to its line to meet a growing 
demand for more powerful hauling 
equipment by boys who have built up 
elaborate railway systems with O 
gage track and want something that 
will haul a longer string of cars than 
possible with any locomotive sold here- 
tofore. As in the Lionel Standard Gage 
Twin Motor, the new motor for O 
gage track, is surprisingly powerful, 
and should prove popular with the kid- 
dies. As in its other locomotives, the 
company has made this new model an 
exact reproduction of the type used by 
one of the country’s great railways. 

Such details as the swaying of the 
superstructure have been faithfully 
carried out. It takes the curves with 
the same distinctive swing and lurch 
of the big locomotives. It even has 
tanks, pantagraph aand_ whistles 
mounted on the roof and two electric 
headlights with red and green side 
discs. These have individual switches. 
There are realistic brass hand rails, 
patented nickeled brass stanchions and 
embossing to represent bolts and rivets. 
The body to which nickeled journals 
and automatic couplers are firmly fixed 
is mounted on a heavy one-piece frame. 
O gage equipment is especially adapt- 
able to apartments or other places 
where the boy does not have much 
room for trackage. 


Extension Bit Holder Eliminates 
Wobble 


The No. 50, Extension Bit Holder, 
made by Allen & Co., Inc., manufac- 
turer of tools, 69 Daggett Street, New 
Haven, Conn., is claimed to be free from 


wobble. The claim that the new ex- 
tension bit holder eliminates wobble is 
based on the following three important 
improvements incorporated in the con- 
struction of the new tool, and for which 
patent claims have been allowed. First, 
the solid socket that takes the heavy 
strain of bit while boring. Second, the 
screw-threaded jaws which are forced 
against the shoulder of the bit shank 
holding the bit in the solid socket. 
Third, the outer ends of the alligator 
jaws grip onto the round shank of the 
bits at their extreme ends. The holder 
holds both square and round parts of 
the bit. It is made in 15, 18, 21 and 
24 in. sizes, and is packed in cartons 
holding one dozen of each size, and 
also in cases holding four dozen, as- 
sorted, and in cases holding three dozen 
of a size. 
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White Enameled Bread Box Will 
Appeal to Housewife 


The Biltrite White Enameled Bread 
Box, made by Stuber & Kuck Co., man- 
ufacturer of sheet metal and tinware 
specialties, Peoria, Ill., is 10% x 10% 
x 11% deep, with one piece, two com- 


partment tray, 5 in. deep. The bread 
box fits into square space on pantry 
shelf or kitchen cabinet, has a swing 
back cover that is snug fitting, yet out 
of the way when desired. The box is of 
extra strong construction, and has 
seamed corners and top with steel rein- 
forcements. The box is well made and 
attractive in appearance and, because 
of its valuable features, should appeal 
not only to the housewife but to the 
camper and picknicker as well. 


Additions to Victor Auto 
Accessories 


The Victor Projector is a new device 
now supplied in Victor head lamps, 
made by the Cincinnati Victor Co., 714 
Reading Road, Cincinnati, Ohio. It 
conforms with the legal requirements 
of all States. It is unnecessary to use 
prismatic lenses or non-glare devices, 
as the light rays are controlled by the 
projector itself. A plain glass lens is 
used merely to protect the highly 
polished silver-plated projecting sur- 
face. This assures a maximum of light. 
The projected beam is designed to put 
all of the light where it is needed, and 
none in the eyes of the approaching 
driver. 

Victor drum head lamps are supplied 
with this projector at a slight addi- 
tional cost. Victor projectors are also 
furnished separately for Ford head 
lamps. 

The Victor No. 10 “Simplex” Foot 
Accelerator made by the same company 
was designed by Victor engineers for 
Ford cars. It is simple in construction 
and easy to install. No drilling is 
necessary. Its action is positive. There 
are no wires of flimsy fittings to break. 
They are packed in attractive individual 
Victor cartons. Six of these individual 
cartons are packed in a display carton 
which can be used for counter or 
window displays. 

The Victor No. 20 “Barnacle” dash 
lamp is designed to be mounted on the 
Ford instrument board without drill- 
ing. It can be installed in a few min- 
utes by simply loosening the screws 
that hold the switch plate, hooking the 
lamp over this switch plate, attaching 
the end of the tape conductor to the 
terminal of the ammeter, and again 
tightening the screws. It is then held 
rigidly in position. It has a self- 
contained switch. 





July 10, 1924 


HARDWARE AGE 


Carolinas Association 


Recommends That Members 


Aid Cause of the Farmer 





Annual Convention Held at Wrightsville Beach, 
June 17-19—D. F. Conrad, President  ». » 


HE annual convention of the 

Hardware Association of the 

Carolinas was held at Wrights- 
ville Beach, N. C., June 17-19. 

The opening session of the conven- 
tion was held on Tuesday afternoon, 
June 17, and was featured by the in- 
vocation by Rev. J. O. Mann of Wil- 
mington, and addresses of welcome by 
H. Lacy Hunt, president of the Cham- 
ber of Commerce of Wilmington, and 
Mayor Thomas H. Wright of Wrights- 
ville Beach, followed by the address 
of the president of the association, L. 
G. Eskridge of Newberry, S. C., and 
informal talks by visitors. 

A beautiful tribute was paid T. W. 
Dixon, the late secretary of the organ- 
ization, and the assembly stood in silent 
respect to his memory. 

Wednesday morning, June 18, the 
question box discussion was instituted 
under the leadership of S. R. Miles and 
D. F. Conrad. These discussions were 
rather brief but very instructive. The 
report of the freight auditor was given 
showing that a considerable sum of 
money had been returned to the mem- 
bers of the association who had sent 
in their freight bills for audit for 
freight overcharges. 

A. R. Craig, secretary-treasurer of 
the association then gave his report 
which showed a gratifying increase 
both in members and interest. 

Martin L. Pierce of North Canton, 
Ohio, made an address on the “Use of 
Emotional Appeals in Merchandising.” 
This was Mr. Pierce’s first appear- 
ence at the Carolinas Convention, and 
his message was thoroughly enjoyed. 
The meeting of the policyholders of the 
Hardware Mutual Fire Insurance Co. 
was held, and reports from the presi- 
dent and secretary were heard which 
showed that the company had a satis- 
factory year. On Wednesday after- 
noon the hardware merchants of Wil- 
mington gave the delegates a com- 





plimentary boat ride down the Cape 
Fear River. 

Thursday morning S. R. Miles of 
the National Association was the first 
speaker on the program, his subject, 
“Margin-Expense-Profit,” being illus- 
trated by charts. The next speaker 
was Dr. D. W. Daniel of Clemson 
College, S. C., who spoke on “The 
Salesman and His Goods.” 

On Thursday afternoon J. N. Me- 
Bryde of Savannah, Ga., was heard in 
a talk on the Neosho plan of advertis- 
ing which is applicable to small towns 
and communities. This is rather a 
new idea in the Carolinas, but some of 
the towns have adopted it and found 
it decidedly successful. The three prin. 
cipal features of this plan of advertis- 
ing are bargain, or “Old Hoss” sales 
of anything the farmer may have that 
is useless to him, but may have value 
to some other farmer; Golden Rule 
sales in which the merchant partici- 
pates, giving on certain days special 
bargains on two articles and com- 
munity gatherings on which the mer- 
chants go out to certain sections of 
the county and have a sort of picnic 
and conference, which promotes a 
better feeling between the farmer and 
merchant. 

U. B. Blalock, one of the Old Guard, 
and an ex-president of the association, 
but who has found other fields of labor, 
was then called on and greeted his old 
comrades. 


Resolutions Adopted 


The resolutions condemned the prac- 
tice of certain manufacturers and 
wholesalers in selling regular hard- 
ware lines to consumers and retailers 
who were in competition with legiti- 
mate hardware dealers, and suggested 
that some system be devised to check 
up on these offenders and give due 
publicity to their methods. A resolu- 
tion of condolence on the death of 
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president 


Conrad, 


Secretary-Treasurer T. W. Dixon was 
adopted. Resolutions of appreciation 
of the activities at the convention of 
Martin L. Pierce, S. R. Miles and Dr. 
D. W. Daniel were also adopted. 


The suggestion committee recom- 
mended that hardware dealers aid the 
farmers in marketing his crops, lend 
their aid to all movements that would 
advance farming. It was also recom- 
mended that members in various towns 
give credit information regarding in- 
habitants of their towns who are mov- 
ing to other towns. Another sugges- 
tion was offered that the association 
condemn wholesalers who sell merchan- 
dise to those who do not stock that 
merchandise. 


Officers Elected 


The following officers were then 
elected: President, D. F. Conrad, Lex- 
ington, N. C.; first vice-president, 
R. K. Wilder, Sumter, N. C.; second 
vice-president, J. N. Hart, Greenville, 
N. C.; third vice-president, L. J. Wat- 
ford, Pageland, S. C.; secretary-treas- 
urer, A. R. Craig, Charlotte, N. C. 
Executive Committee, above officers 
with James T. Griffith, Monroe, N. C., 
and J. R. Harrell, Cheraw, S. C. 

National councillor, Chamber of Com- 
merce, U. S. A., W. W. Watt. 

Officers elected for Insurance Co. 
were W. W. Watt, president; R. H. 
McDuffie, vice-president; A. R. Craig, 
secretary-treasurer. Directors elected 


‘for three years to succeed themselves: 


E. W. Duvall, Cheraw, S. C.; W. M. 
Terrell, Hartsville, S. C.; W. W. Watt, 
Charlotte, N. C. Director elected to 
fill out unexpired term T. W. Dixon, 
deceased, Ipy C. Nance, Troy, N. C. 


The place of meeting for 1925 was 
left to the executive committee, but the 
convention went on record as favoring 
Spartanburg, S. C. 





When You Cash Post Office Money Orders 


O not cash money orders for 
strangers without proper 
identification. When you do cash 
a money order, have the party 
sign the order to you in the place 


provided on the back. You will 
then sign your name, or firm 
name, as the case may be, on the 
face of the order on the “Re- 
ceived Payment” line before de- 


positing in the bank. The “Re- 
ceived Payment” line should al- 
ways be signed. 
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(General Market News 





Sales 


from 


Rural Districts 


Improving—Prices Firm 
in All Sections 


EASONAL weather has served to move a large percentage 
of stocks which have laid dormant for the past two weeks. 
Garden tools, hose, camping supplies, automobile accessories— 
all are showing the effects of the warm days which have been 


enjoyed during the past two weeks. 


Stocks of seasonal mer- 


chandise have been greatly lessened as the result and there is 
every reason to expect that reorders will soon be in order. 

Th past week has witnessed but few price changes and the 
great majority of those which have occurred have been of a 


purely nominal nature. 


Optimism is still on the increase, and 


it is the general belief that business will continue to improve 


for some time to come. 


Industrial conditions seem to be better, 


and according to recent reports there is a decided increase in 
business from the rural districts. 





Few Price Changes 
in New England 


Another week has passed with com- 
paratively few price changes of im- 
portance on those lines carried by the 
average retail hardware dealer. Where 
there have been changes, declines out- 
number advances. Mazda lamps have 
been reduced 10 per cent, automobile 
tires as much, one manufacturer of cut 
nails has lowered prices 10 per cent, 
and woodwork has dropped that much, 
while some of the local jobbing houses 
now quote escutcheon pins 20 per cent, 
as compared with 40 per cent hereto- 
fore, but that simply brings them into 
line with the average wholesale firm. 
A New Haven manufacturer of pliers 
has lifted prices slightly on some makes 
and styles of product. 


Increase in Linoleum 
Exports to Britain 


Gross imports of linoleum and cork 
carpet into Great Britain in 1923 
amounted to 4,228,000 yards, of which 
3,916,000 came from the United States 
and 312,000 from other countries. Ac- 
cording to advices received by the 
Bankers Trust Company, the value of 
these imports was 2. shillings per 


square yard, or approximately 50 cents. 
On the other hand, British exports of 
linoleum and cork carpet amounted to 
20,899,000 square yards, valued at 3 
shillings per square yard, or say 75 
cents. 

Gross imports of linoleum and cork 





carpet in 1923 amounted to 20 per 
cent of the exports. The exports in 
1922 amounted to 18,649,000 yards and 
imports to 869,000 yards, or 5 per cent. 





Prices Holding Steady 
in Chicago District 


While the menufacturers of compe- 
tition galvanized pails and tubs are en- 
deavoring to put over an advance of 5 
per cent, local jobbers have not as yet 
changed their prices. 

There is a decline of 2 cents per lb. 
made on each sash cord. The balance 
of the staples remain the same as last 
reported. 


Pittsburgh Expects to See 
Improvement in July 


Sales of seasonal hardware in the 
Pittsburgh district continue to improve 
with the warm weather. Jobbers ex- 
pect that July will see the consumma- 
tion of some good business and there is 
every reason that their expectations 
will be realized. No important price 
changes have been announced during the 
past week, and, generally speaking, 
prices are firm. 

Conditions in the steel industry have 
changed but little during the past few 
days and it is the general belief that 
present conditions will continue for the 
next month. It is the general belief, 
however, that there is a better balance 
between supplies and requirements 
than there was earlier in the year. 





Electric Lamps Reduced 
10 Per Cent 


A reduction of 10 per cent in the 
prices of its incandescent lamps, effec- 
tive July 1, is announced by the Gen- 
eral Electric Company. This latest 
reduction is the fifth in 27 months, 
and the second since the first of the 
year. 


No Price Changes 
in New York 


Although no price changes of im- 
portance were reported in the New 
York wholesale market during the past 
week, numerous minor revisions are 
now being made by certain of the job- 
bers. The improvement in weather 
conditions has materially improved the 
sale of seasonal merchandise and the 
volume of reorders being received 
would indicate that retail stocks are 
pretty well exhausted. The demand 
for staples continues active and stocks, 
for the most part, are sufficient. 
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Cleveland Jobbers Supplying 
Dealers in Devastated Area 


Orders from the tornado-stricken city 
of Lorain, Ohio, are receiving prior at- 
tention from Cleveland jobbers. Deal- 
ers in Lorain are buying grippers, axes, 
picks, crow bars, block and tackle and 
other items needed in tearing down 
dangerous ruins preparatory to rebuild- 
ing the business section. The storm is 
reported to have slowed down general 
retail business in northern Ohio. June 
finished as a good hardware sales 
month. No important price changes 
announced. 


Increase in U.S. Exports 


An increase in United States exports 
for the eight months ending February, 
1924, over the similar period for the 
preceding year is shown by preliminary 
figures made public by the Department 
of Commerce. 

The growth in exports was $330,706,- 
964, the comparative figures for 1924 
and 1923 being respectively $2,984,255,- 
075 and $2,653,548,111. 

Imports also increased as follows: 
1924, $2,334,800,383, and 1923, $2,326,- 
005,148. The excess of exports over 
imports was $649,454,692 for 1924 and 
$327,542,963 for 1923, giving an in- 
crease of $321,912,729. 
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Fall Buying Proceeding Cautiously 


in Chicago—Current Business Improves 


(Chicago office of HARDWARE AGE) 

HERE has been a slight improvement noted in gen- 

eral business conditions, both from a wholesale and 
retail standpoint. The covering for fall needs is still 
made with much conservatism, as dealers continue to buy 
cautiously, as they feel that further reductions in prices 
are likely to be made in the near future. 
ing, manufacturers in this locality are well caught up 
with their orders but are receiving enough current busi- 
ness for immediate shipment to keep them going without 


curtailing their outputs. 


Reports from the rural districts are very encouraging, 
as the price of grains has advanced to the highest point 
of the season. This should bring the farmer into the 
market for some heavy buying in the fall. As stocks of 
hardware throughout the country are running low, it is 


AUTOMOBILE ACCESSORIES.—Sales 
are improving, as the touring season is 
now on. 


We eee from jobbers’ stocks, 
f.o.b. Chicag 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45¢. 
each; lots of 100, 41c. ~ oo Champion 
Blue Box line, 53c. each - A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights. —Anderson, m.. 3280, 
$6.50 each; Stewart, $5.67 

Horns.—E. A. Electric “irord), $4 


each. 
Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, .25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
90c. each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose 1\4-in. cylinder, $1. 55 
each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—38x3% non-skid 
fabric, $8.65 each; cord, $11.60 each; 
gray inner tubes, 30x3%, $1.30 each; 
red inner tubes, 30x3%, $1.80 each. 


AXES.—The demand will be light until 
fall. No price changes have been made. 


We quote from jobbers’ stocks, 
f.o.b Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
Goz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BASEBALL GOODS.—Sales continue 


to show improvement. 


BOLTS AND NUTS.—Sales are very 
good. Prices are firm. 


We pees from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount; small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount; 
small ‘machine bolts, rolled thread, 
60-5 per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60-5 per cent discount. 


BUILDERS’ HARDWARE. — There 
continues to be a good, steady demand 
for builders’ hardware. Prices are un- 
changed. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: 34%x3% steel butts, old 
copper and dull brass finish, $3.66 per 
doz. pair; 4x4 steel butts, old copper 
and = brass finish, $4.92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.; steel bit-keyed, 
front door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


many projects. 


Generally speak- 


CHAIN.—Prices are unchanged. Heavy 
chain products are in only moderate 
demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 56 ~ in. proof coil chain, 
$8.50 per 100 Ilb.; Tenso coil ge ne 
50-10 per cent off list; No. .004%4 elec- 
tric welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices are the same as last quoted. 
The demand continues good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


DOOR SPRINGS.—The season is near- 
ing ee end. Sales are satisfactory. 


a from jobbers’ stocks, 
oume icago: Perfect, No. 2, 35c. 
doz.; No. 3, 40c. doz.; No. 4, 44c. per 
doz.: No. 5, 52c. per doz.; No. 6, 63c. 
doz.; No. 7, 70c. doz.; Reliance, light, 
$1.80 doz.; medium, $2. 50 doz.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—The volume of sales is satis- 
factory. No recent price changes have 
been made. 


We quote from jobbers’ stocks, 
f.o.b. Ohicnes: Single Bead Lap Joint 
Gutter, 5-in., $4.75 per 100 ft.; Cor- 
rugated Conductor Pipe, 3- a. $5.10 
per 100 ft.; Plain Ridge Roll, 1%-in., 
$4 per 100 "ft.: Corrugated Conductor 
Elbows, 3-in., "$1. 36 per doz. 


ELECTRICAL MERCHANDISE. — 
Sales are only fair; prices are un- 
changed. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.25 per 1000 ft.;: in 1000 ft. 
lots, $7; No. 18 lamp cord, $14.50 per 
100 ft.; in 1000 ft. lots, $13. 75; % in. 
brush brass key sockets, 20c. each: 
two-way plugs, 60c. each; in lots of 
10c, 52c. each; one-piece attachment 
plugs, 13c. each: two-piece attach- 
— plugs, 12c. each: dry cells, boxes 
of 50, 30%c. each; less than case lots, 
34c. each. 


EYE HAMMERS AND SLEDGES.— 
Prices remain unchanged. Orders are 
er ng 


see from jobbers’ stocks, 
AP icago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per Ib. 
FIELD FENCE.—It is doubtful if any 
improvement will be noted until fall. 
The demand is only fair. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Field fencing, 61% per 
cent discount from lists. 


felt that dealers will be in the market for extended lines 
of merchandise in the near future. 

Building operations are going ahead on a very large 
scale, but a shortage of brick is checking work on a great 
Builders’ hardware continues to be in 

good demand, and manufacturers in this line report a very 

satisfactory business, although prices are not quite so 
firm as they were two months ago. 

The steel companies are working between 25 and 40 

e per cent of capacity and report that there are increased 

inquiries and more new buying during the last week. 

Money conditions are easy, with commercial paper 
quoted at 4% per cent. However, no increase in the bor- 
rowing demand is noticeable. Collections are satisfactory, 
running about even with a year ago. 


FILES.—Prices are unchanged; the 
demand is nermal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER 
MILLS.—Sales are starting off O. K. 
Present prices should prove attractive. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.40 each; 6-qt., $4.20 each; 
12-qt., $5.75 each; Enterprise, No. 6, 
$5.50 each; No. 12, $7.30 each; Junior, 
$10.00 each; Medium, $13.00 each; 
— $18. 00 each; Extra large, $28. 00 
eac 

Cider Milis.—Junior, $21.75 each: 
Medium, $25.50 each; Senior, $38.00 
each; Self Feed, $16.00 each. 


GALVANIZED AND TIN WARE.— 
Manufacturers persist in the assertion 
that competition galvanized pails and 
tubs, at present prices, have shown 
them a loss, and they are endeavoring 
to put a 5 per cent advance into effect, 
but Chicago jobbers’ retail prices have 
not been advanced. The demand for gal- 
vanized pails has exhausted jobbers’ 
stocks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvanized 
after made water pails, not made of 
galvanized sheets with seams 
cemented, 8-qt., $1.95 doz.; 10-qt., 
$2.20 doz.; 12- -qt., $2.40 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs, oO. 
1, $6.35 doz.: No. 7 doz; No. 3, 
doz.; 2-gal. ‘galvanized kerosene cans 
(tin breast), $4.20 doz.; 1-bu. gal- 
vanized baskets, $7 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales up to date have been 
very slow, but are expected to im- 
prove with a few warm days. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden Hose, good 
quality, molded hose, %-in., ac: 
per ft.; %-in., 13c. per ft.: y; 
good quality, wrapped, Y%-in., 0c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good uality, wrapped, %-in., 12c. per 
te -in., 14c. per ft.: 5- ply, good 
quality, wrapped, %-in., 9c. per ft.; 
%-in., lle. per ft. Lawn Sprinklers, 
Rain King, $28 doz.; Original Foun- 
tain Sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—The demand is 
improving. Prices are unchanged. Sales 
on window glass are not quite so 
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heavy, but there is an exceptionai de- 
mand for plate glass. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; sin- 
gle strength A, 34 to 40-in. bracket, 
84 per cent discount; single strength 
A, all other brackets, 83 per cent dis- 
count; double strength A, all sizes, 
84 per cent discount. Putty—Pure 
grades, $3.50 per 100 Ilb.; commer- 
cial, $3.20 per 100 Ib. 


HATCHETS.—Prices are fair and firm. 
Sales are satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; 
quality hatchets, No. 2 broad, 
doz.; Medium quality hatchets, 

2 shingling, $7.25 doz.; medium qual- 
rid hatchets, No. 2 broad, $10.50 

Oz. 


HANDLED HAMMERS.—Prices 
considered very reasonable. 
changes are expected. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-0z. machinist hammers, $7.85 
coz.; Medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Prices are holding 
firm, with a fair demand. 


We quote from stocks, 
f.o.b. Chicago: 

Axe Handles.— No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and WHammer § Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—Ow- 
ing to the high cost of ash, lower prices 
are not to be expected this season. 
Sales continue to be about normal. 


We quote jobbers’ 
f.o.b. Chicago: 

Hay Fork Handles. 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 

5-ft., $4.80 doz.: X 

L : .; 5-ft., $2.80 doz. 

Hay Fork Handiles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, — yt 
ferrule and cap, 4-ft., $5.50 d 4l4- 
ft., $5.75 doz.; XX bent, 4%- ft., $4. 50 
_s 5-ft., $5.50 doz.; X bent, 4,- 

, $3 doz.; 5-ft., $3. 40 doz. 

pnd Fork ‘Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; -ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- 
ot. $4.40 doz.: xX bent, 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 

Garden Hoe Handles.—XxX 41,-ft., 
$3.45 doz.; X 41%-ft., $2.40 doz. 

Garden Rake Handles.—XX 514-ft., 
$5.25 doz.: X 5%-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D-handle, best grade, $7.95 
doz.; X grade, $6 doz. 

Spade Handles. —D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—A very satisfactory volume 
of business is reported. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74: 
6-in., $2.12; 8-in., $3.54; 10-in., $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.90; 5-in., y 
G-in., $2.52; 8-inh., $4.30; 10- in., $6.13 
per doz pairs. 


ICE CREAM FREEZERS.—There has 
been an improvement noted in sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list; 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 

'12-at., $21.55 list; 15-qt., 

. ; 20-qt., $33.20 list: 25-at., 
$42.60 list; Arctic 1-qt., $4 list; 2-qt., 
$4.60 list; 3-qt., $5.55 list; 4-qt., 
$6.80 list; 6-qt., $8.60 list; 8-qt., $11.10 
list. All the above less 50 per cent 
discount. Auto Vacuum “Freezers, 
1-qt., $3.30 each; 2-qt., $4 each; 3-qt., 
$5.30 each; 4-qt., $6.65 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Jobbers report very sat- 


are 
No early 


jobbers’ 


from stocks, 


— Straight, 


HARDWARE AGE 


isfactory sales. 
change in price. 


We quote from 
f.0.b. ehienae 

Lawn ewerd*~{6-tn. ball bearing, 
5-knife, ll-in. wheels, $13.75 each; 
16-in., ball bearing, 4- knife, 10%-in. 
wheels, $10.95 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $9.50 
each; 16-in. ball bearing, 4-kKnife, § 
in. Wheels, $9.50 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $8.10 
each; 16-in. ball bearing, 4-knife, &- 
in. wheels, $8.60 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $6.40 
each. 

Grass Catchers.—Galvanized bottom, 
for 14 to 16-inch mowers, full pack- 
ages, $8.80 doz.; galvanized bottom, 
for 18 to 21-inch mowers, full pack- 
ages, $9.60 doz.; plain bottom, can- 
vas, for 18 to 21-inch mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in mowers, $5.90 doz. 


NAILS.—There continues’ to 
good, steady demafd for nails. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg base; cement coated, 
$3 per keg base. The extra for 
galvanized nails is now $2.25 for 
l-in. and longer; $2.50 for shorter 
than 1-in. 


OIL STOVES.—A fair volume of busi- 
ness is being quoted. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 .each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Prices on all 
the leading staples are the same as last 
reported. 


We quote from jobbers’ 
f.o.b. Chicago: f 

Linseed Oil.—Raw, barrel lots, 
= per gal.; 5-barrel lots, $1.05 per 
gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.12 per gal.; 5-barrel lots, $1.07 per 


jobbers’ stocks, 


be 


stocks, 


lots, 96c. 


gal. 

Turpentine.—Barrel 
gal. 

.Denatured Alcohol. — Barrel 
55c. per gal. 

White Lead.—100-lb. kegs, 


per 
lots, 


$14.50 
per keg; 50-lb. kegs, $7.50 per keg; 
25-Ilb. kegs, $3.80 per keg;, 12%-Ib. 
kegs, $2 per keg 
Dry Paste. lots, 6c. 
Shellac.—(4-lb. goods) white, 
a gal.: orange, $3.25 per gal. 
English Venetian Red.—In barrels. 
$3.50 to $6.75 per 100 Ib. 


PYREX OVEN WARE.—New measur- 
ing glasses have recently been added to 
the line. Prices remain unchanged. 


We quote stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 
No. 214, $12 doz. 
Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 
Casseroles.—Oval, No. 193, $12 doz.; 
~ 197, $14 doz. 
Pie Plates.—No. 202, $6 doz.: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
No. 


per Ib. 
$3.50 


from jobbers’ 


212, $7.20 doz.; 


$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; 
232, $14 doz. 


ROOFING AND PAPER.—No price 
changes are noted this week. Very 
active sales are reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best talc surfaced, $2.35 per 
square; medium talc surfaced. $1.65 
per square; light tale surfaced, 95c. 
per square; red rosin sheathing, $58 
per ton. 


ROPE.—Hay rope is in good demand. 
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There has been no No i.cent changes in prices have been 


made. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, standard 
brands, 17% to 19%c. per Ib.; No. 2 
Manila, 16% to 18%c. per lb.; No. 1 
Sisal, 14% to 16%c. per Ib.; No. 2 
sisal, 13% to 15%¢c. per Ib. 


SASH CORD.—Sales have been mod- 
erate. There has been a 2 cents per 
pound reduction in price. This is ex- 
pected to stimulate the business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.30 per doz. hanks; No. 8, $11.75 
per doz. hanks. 


SASH PULLEYS.—The demand 
fair. Prices are holding steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREEN DOORS.—Orders are com- 
ing in later than ever before. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8x6- Ss 
$23.15 doz.; No. 296, 2- 8x6-8, $28.2 
doz.; No. 311, 2-8x6-8, $40 doz. 

Window Screens.—No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Prices appear to be lower 
than those quoted elsewhere. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list: round head brass, 74-5 per cent 
ae list; japanned, 74-5 per cent new 

st. 


SOLDER AND BABBITT METAL.— 
Prices are stronger, but local prices 
are still unchanged from last week’s 
report. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $31 per 100 lb.; medium, 45-55 
solder, $30 per 100 Ib.; tinners’ 40-60 
solder, $29 per 100 Ib.; high speed 
babbitt metal, $20 per 100 lb.; Stand- 

4 babbitt metal, $11 per 


WHEELBARROWS.—Prices are un- 
changed. A moderate volume of busi- 
ness is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—A fair volume of 
sales is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.55 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.32 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $3.72 per spool; 
No. 9 galvanized plain wire, $4 per 
100 Ib.; polished fence staples, $3.98 
per 100 Ib.; 12-mesh black wire cloth, 
$2.10 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.45 per 100 
sq. ft.; 14-mesh bronze wire cloth, 
$6.70 per 100 sq. ft.; galvanized be- 
fore poultry netting, 45-10 per cent 
discount; galvanized after poultry 
netting, 45 per cent discount. 


WRENCHES.—tThere is a better move- 
ment since the reduction in price on 
pipe wrenches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off. list; engineers’ 
wrenches, 25 per cent off list; knife- 
handle wrenches, 40-10 per cent off 
list: Stillson, 70 per cent off; Trimo, 
65-10 per cent off. 

We quote f.o.b. factory 

Snap-On Wrenches.—No. 101 Mas- 
ter Service set, $15. ~‘t No. 202, Heavy 
Duty set, $8; No. 404, Universal 
Socket set, . 505B, Screw 
Driver _ set, ‘ All Snap- On 
Wrenches less 40 per cent, f.o.b. Mil- 
waukee. 
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Shelf Hardware Firms Report Brisk Sales 
Throughout New England District 


(Boston office of HARDWARE AGE) 


HE average New England retail hardware dealer is 
busier than he has been before this season. He is 
securing business he should have had three or pos- 
sibly four weeks ago. His sales involve a wide range of 
goods, and as stocks of a large percentage of the things 
he handles are small, constant reordering is necessary. 
That this is true is attested by reports issued by shelf 
hardware houses. They say sales are once more really 
brisk. In various sections of this territory retail dealers 
are conducting special sales and having real results. The 
automobile is a big factor in these sales. Reports come to 
us of clerks combining business with pleasure, after reg- 
ular business hours, by taking the flivver and family 
about the country distributing circulars and other adver- 
tising matter pertaining to the sale. Children in the fam- 
ily treat the distribution of literature as a lark. By this 
method a larger number of people are acquainted with the 
activities of the particular hardware store than was the 
case before Ford placed a car within reach of so many 
people. 
Improvement is noted in the volume of heavy hard- 
ware passing through jobbers’ hands. Stocks of most 


lines of heavy hardware are small, and the feeling is 
growing among distributors that prices are about as 
low as mills and manufacturers will quote this year. Re- 
ports regarding mill supply activities vary considerably, 
yet as a whole there appears some improvement in busi- 
ness. Ship hardware is selling well, but perhaps not 
quite as much so as the trade would like to see. The 
general hardware business, therefore, appears to be on 
the mend, and because of the returning confidence, pre- 
sumably will continue to gain. 

Industrial New England, however, unquestionably is at 
a new low level of activity. Some of the largest plants, 
employing hundreds and thousands will be closed much 
of this month, and many others operated on greatly re- 
duced weekly schedules and with skeleton working forces. 
Bankers, who usually have their finger on the business 
pulse, express the opinion that the low point in industrial 
activities has been reached, and that from Aug. 1 on, 
improvement may be expected. It is the first time they 
have been optimistic for some time. Building continues 
on a large scale and indications are it will continue to 
flourish the remainder of the summer. Which means the 
hardware dealer will have at least one source of profits. 


AUTOMOBILE ACCESSORIES.—Suf- 
ficient of the automobile tire manufac- 
turers have reduced prices 10 per cent 
to make a difference of that much in 
jobbers’ quotations. Retail stocks of 
tires and tubes in a majority of in- 
stances are small, consequently the 
lower prices will not be seriously felt 
in the trade. Accessories in general 
are selling well, although various retail 
dealers admit they are not pushing 
them as hard as they might because of 
competition from garages. 


BARROWS.—<Activity in barrows cen- 
ters largely in retail stores. Whole- 
sale houses say business is quite flat, 
the retail trade having covered some 
time ago. Retailers believe they will 
clean up fairly well this season. 


We quote from Boston jobbers’ 
stocks: 

Barrows.—Garden No. 4. steel 
wheel, $6 net each; wood wheel, $5.25; 
No. 5 steel wheel, $6.60; wood wheel, 
$6.75. F.o.b. factory, No. 4 steel 
wheel, $5.75; wood wheel, $6; No. 
steel wheel, $6.25; wood wheel, $6. 50. 


BICYCLES.—Sales of bicycles are 
slowly increasing. The average article 
offered on the market today is a good 
value. 


We quote from Boston jobbers’ 
stocks: 
Bicycles.—Men’s, $30 to $32. 50 each 
net; boys, $29; women’s, $32.50; 
an, $29.50 
Boycycles. —No. 1, $9 net; No. 2, 
$10; No. 3, $13; No. 4, $15. 
BOLTS AND NUTS.—tThe market ap- 
pears to have fully recovered from any 
softness in prices that existed. The 
two contributing factors to the better 
feeling is the attitude being taken by 
representatives of makers and to a 
slow yet steady expansion in consump- 
tion of material. 


We quote from Boston jobbers’ 
stocks: 

Bolts.—Machine bolts, with H. P. 
nuts, % x 4 in. shorter and smaller, 
50 and 10 per cent discount; larger 


and longer, 50 and 10 per cent dis- 
count; with C. T. & D. nuts, 40 and 
10 per cent discount; tap bolts, list; 
common carriage bolts, 40 and 10 per 
cent discount; Eagle carriage bolts, 
50 and 10 per cent discount; stove 
bolts, large lots, 70 per cent dis- 
count; small lots, 50 per cent dis- 
count: bolt ends, 40 and 10 per cent 
discount; tire bolts, 45 per cent dis- 
count. 

Nuts.—H. P., all kinds, list; C. P. & 
F., all kinds, 1c. off list; check nuts, 
list: semi-finished hexagon nuts, *- 
in. and smaller, list; larger, list; 
semi-finished case-hardened nuts, 
50 per cent discount. 


BULBS. — Manufacturers of Mazda 
lamps have reduced prices on almost 
all numbers and sizes 10 per cent, and 
jobbers have taken similar action. 
CARTS AND WAGONS.—This being 
the time of year when children spend 
most of their time out of doors, sales 
of carts and wagons are moving out 
of stock on a gradually increasing 
scale. The market, however, is by no 
means active, yet it is so much more so 
than heretofore the trade is quite en- 
couraged. 


We quote from Boston jobbers’ 
stocks: 

Kiddie Kars. — No. 101, $1.50 each, 
net; No. 102, $2; No. 103, $2.50; No. 
104, $3; No. 105, .o4. 

Pedal Kars.—No. 154, $4 each net; 
No. 155, $4.67. 

Kiddie Karts.—No. 301, $2.33 net 

ach; No. 302, $3; No. a $3.67; 
No. 304, $4. 34; No. 305, $5.6 

Kiddie Koasters. fae may ‘tire, No. 
705, $9 each net; No. 706, , 

Red Racer.—Wagon No. 636, $5 
each, net; in lots of i $4.80. 


CULTIVATORS.—Although most gar- 
dens have matured fairly well, it is still 
necessary to cultivate, and sales of cul- 
tivators are holding on remarkably 
well, according to those retail dealers 
interviewed the past week. 


We quote from Boston jobbers’ 
stocks: 


Cultivators. — Midget, $3.45 per 
dozen; three- <prone cultivators, $6. 65; 
five-prong, $8.8 All ye net. 


American Fork 7 Hoe Co., No. G2, 
$5; Leader, No. 2, $3. 


CUTTING TOOLS.—For the first time 
in many weeks jobbers profess to see a 
real improvement in the movement of 
cutting tools out of stock. The aver- 
age order received is not a large one, 
but the number of orders being re- 
ceived daily is on the increase. 


We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon sizes up to 1%-in. 
tapered, and straight shank, 60 per 
cent discount to 60 and 10 per cent 
discount; fit stock drills, 60 per cent 
discount; center drills, 65 per cent 
discount; drills and countersinks 
combined, 20 per cent’ discount; 
ratchet drills, 30 per cent discount’ 
wood boring brace bits, 50 per cent 
discount; high speed drills, 50 and 10 
per cent discount; jobbers’ letter and 
number sizes, 50 and 10 per cent dis- 
count;,electricians’ drills, 10 per cent 
discount. 

Reamers. — Bit stock, 20 per cent 
discount; bright square and ” 
standard makes, 65 per cent iecoans: 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount; es- 
cutcheon pins, 45 per cent discount; 
small fluted rose agd socket reamers, 
20 per cent discount. 


ELECTRICAL GOODS.—Retail hard- 
ware dealers catering to the summer 
trade are enjoying a real good business 
in electrical goods. Most of the dis- 
tributors of such merchandise were fair- 
ly well stocked up at the opening of 
the season, consequently have not been 
obliged to order a great deal from the 
jobber. Bobbed hair apparently has 
been the means of increasing the sale 
of curling irons. 


We quote from Boston jobbers’ 
stocks: 

Iron.—Demanco, No. 5, $3.50 a doz. 
net: in lots of five, $3.25. Domestic, 
$5 list, in less, 30 per cent discount; 
in lots of six to 23, 30 and 10 per cent 
discount; in lots of 24 and more, 40 
per cent discount. Thermax, $3.30, 
net. Quality line, Nos. 902, 905 and 
909, $6.75 list; Nos. 9091 and 9191, 
$7.70; in lots up to five, 25 and 10 per 
cent discount; in lots of six or more, 
35 per cent discount. 

Toasters.—Star, $3.50 net each; in 
lots of 12, $3.35 each; in lots of 25, 
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$3.25 each; in gross lots, $3 each. 
Universal line, No. 946, $6.75 list; 
No. 945, $7.50; No. 947 (reversible), 
$9. Discount, 25 and 10 per cent. 


Percolators.—Landers, Frary & 
Clark line, ~" 54, $4 each list: 
64 No. 66 


469, $5.50; No. 476, $5.50: No. 614, 


Teaball Teapots, No. 154, $4 each 
list; No. 200, $4.50. 
Discount—25 pene 10 per cent. 


—Coffee, Universal Lory 
9166." $22. 50 each, list: No. eae: 
No. 9179, $16.50. Discounts 5 ial 10 
per cent 
Waffle Irons. — Universal, No. 9311, 


aluminum with switch in cord and 
tray, $12 each, list. Discounts, 25 
and 10 per cenf. 
Grilis.—Universal line, No. 9894, 
$13.50 each list; No. 982, $11.50. 
Curlin irons.—Universal line, No. 
9201, $5.50 each list; Nos. 980 and 
9802, $5; No. 92011, $6: No. 9811, $5.50. 
Discount 25 and 10 per cent. 


ESCUTCHEON PINS.—Some of the 
local jobbing interests heretofore quot- 
ing escutcheon pins at 40 per cent have 
gone on a 20 per cent basis, which 
makes the price practically universal 
now. 


FARMING TOOLS.—With haying in 
full blast all over New England and 
with gardens producing their first 
crops—peas—the call for farming tools 
is growing more urgent. It has been 
necessary for the retail trade to reor- 
der from the jobber with some fre- 
quency. 


We quote from Boston jobbers’ 
stocks: 

Forks. — Manure, four-tine, malle- 
able D-handle, $13.60 a doz. net; five- 
tine, malleable D-handle, $16.15; five- 
tine, strapped D-handle, $17.35; five- 
tine, wood D-handle strapped, $21. aes 
six- tine, malleable D-handle, $18.5 
six-tine wood D- handle Sieenete 
$23.75. Stable fork, malleable D-han- 
dle strapped, $15. 90: wood D-handle, 
strapped, $19.90. 


FOOD CHOPPERS.—There appears a 
slightly better demand for food chop- 
pers. Stocks in both retail and whole- 
sale hands are well balanced, although 
not excessive. 


A quote from Boston jobbers’ 
stoc 
_ Food Choppers.—Russell & 
line, No. 1, $27 per doz. list; 
$33; No. 3, $42. 
per cent. Universal line. No. 3 
3 25 each list; No. 331, $5; No. 333. 
$5.50; No 304, $8.75; No. 344, $14. 
Discount 25 and 10 per cent. 
Parts.—Universal line, body, $1 to 
$2.25 each list; feed screw 50c. to 
$1.30; cutters 25c. to 30c. each; cranks 
(complete) 50c. to 60c.; clamp screws 


Erwin 
No. 2, 
Discount, 25 and 10 


45c.; thumb nuts, 20c.: handle screws 
10c. \ seenenen 25 and 10 per cent dis- 
count. 


KEGS.—Further reports of sales for 
future delivery are noted by the whole- 
sale shelf hardware houses. Some re- 
tail houses are asking for prompt ship- 
ment or for shipment at the convenience 
of the jobber. 


We quote from Boston jobbers’ 
stocks: 

Cider Kegs.—5 gal., $1.45 each net: 
10-gal., $2; 15-gal., $2. 25; 20-gal., $2.50; 
25-gal., $2.85; 30- -gal., $3. 15, and 50- 
gal. $4 25. 

LAMPS.—Gasoline lamps suitable for 
summer homes and camps are in better 
demand, but sales are considerably be- 
hind those to the corresponding date 
last year. 


We quote from Boston jobbers’ 
stocks: 

Lamps (Gasoline). — Coleman line, 
Quick Lite Lamp, Flemish bronze, $8 
net; brass fringed, $9; antique gold, 
$8 net cash; gold fringed, $9.25. 
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Bracket lamp, $6.75 net each. Quick 
Lite lanterns, $5.25 net each. 


LAWN ROLLERS.—In common with a 
better demand for lawn mowers, roll- 
ers and sprinklers are selling in larger 
volume. Lawn accessories are quoted 
as follows: 

We quote from Boston jobbers’ 


stocks: 
Lawn Mowers. — Hut, 14-in., $6 
each, net; 16-in., 


14-in., $13. 75 list; 16-in., $14.50; Co- 
lonial, 8-in. Wheel, ba 
17.50 list; 18-in., 
-in., wheel, plain bearing, 
16.50 list; i8- in., $17.25; 
-in. wheel ballbearing, 16- in., $19. 25 
list; 18-in., $20; Imperial, plain bear- 
ing, high wheel, five blades, 14-in., 
$26.50 list; 16-in., $28.50; 18-in., $30.50; 
Imperial, ‘pallbearing, 14-in. ., $29 list; 
16-in., $31; 18-in., $33; 20-in., $35; 
Caldwell lawn trim, 8-in., $16.50 list. 
a 50 per cent. 
otor Lawn Mowers. — No. L, 
$200) 50 net; No. H, $360 net. 
Lawn Rollers. — Water weighted, 
18-in. dia. x 24-in. long, $14.84 each 
net; 24-in. dia. x 24-in. long, $17.17. 
Sprinklers.—Lawn, fountain, $7.75 
per doz. net; fountain, half ee 
$6. 65; Brooks, $8; Rain King, $2.3 


NAILS.—At least one anal 
has reduced prices on cut nails 10 per 
cent. Some of the most important, 
however, have not taken this action, 
consequently jobbers are sitting tight 
waiting developments. Jobbers in gen- 
eral quote cement coated nails at $3.45 
a keg, although some of them did not 
come down in their price until this 
week. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $3.90 per keg, base, 
from store; from mill in less than 
carload lots, $3.25 per keg, base, and 
in carload lots, $3 per keg, base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1-in. and longer, add $2.50 per 
keg; shorter than 1l-in., $2.75; cut 
nails from store, $4.55 per keg base; 
direct shipments, car lots, $3.60 per 


keg, base; in less than car lots, 
$3.75 Tremont, cut nails from 
store, $4.35 per keg, except hard- 


ones steel, which are $8.10; from mill, 
$4.0 f.0.b. Wareham, Mass., except 
one Be steel, which are $7.60; 
Western cut nails, direct shipments 
only, $3.75 base, .b. Pittsburgh: 
galvanized, four pennyweight and 
smaller, f.o.b. factory base; 
larger, $7.05; from store, four penny- 
weight and smaller, $6.80 base; larger 
$7.55; cement coated nails from mill, 
in less than carloads, $3.75 per keg, 
in carloads, $3. 45: hard steel 
from __ store, $8.10 per Keg, 
from factory, $7.60: blued 3- 
pennyweight, light’ sterilized lath, 
$2.05 per keg. Galvanized roofing 
nails, %-in. head, $8.10 to $8.70 per 
keg net. 


PADLOCKS.—Now that most of the 
summer homes to be opened this sea- 
son are occupied, padlocks are found 
to be a necessity, and the average re- 
tail dealer is feeling the influence of 
this demand. The wholesale market is 
rather inactive, retail dealers some 
time back having covered freely. 


We quote from Boston jobbers’ 
stocks: 

Padiocks.—Yale & Towne Mfg. Co. 
line, No. 326, 80c. each list; No. 223, 
50c.; No. 235, 66c. Discount 30 and 10 
per cent. 


PLIERS.—A slight advance in prices 
on some styles and numbers of the Wil- 
liam Schollhorn line of pliers is an- 
nounced. 


POTATO DIGGERS.—Hardware deal- 
ers serving those* communities given 
over to the extensive cultivation of po- 
tatoes are fairly well covered on po- 
tato digger requirements. And yet 
there is a steady, although slow, flow 
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of orders into the local wholesale mar- 
ket. 

Ra Fi quote from Boston jobbers’ 

. Potato Diggers.—Five oval prong, 

goose neck, ail 10 per doz. net; bent 

head, $11. 10 ; six oval prong goose 

neck, $12.05; bent head, $12.05. 
PRESERVING ACCESSORIES. — Al- 
though a little early in the season, re- 
tail dealers are showing interest in 
jars, rubbers, etc., commonly used in 
the art of preserving fruits and vege- 
tables. Blueberries and native straw- 
berries are in the market. Their ad- 
vent usually is a sign of impending ac- 
— in the preserving accessory mar- 
et. 


We quote from Boston jobbers’ 
stocks: 

Preserving Accessories. — Rubbers, 
Good Luck and Mason, 80c. per gross, 
in case lots; 75c. per gross with 5 
per cent discount, in ten case lots. 


SHEARS.—Further encouraging  re- 
ports are had regarding the sale of 
shears, especially hedge or border 
kinds. 


Ri quote from Boston jobbers’ 
stoc 

Sheep Shears. — True Vermonter, 
GOO $8.25 per doz. net; No. 0657, 


Border Shears. — No. 104, $3 each 
net; a 105, $3.50; No. 106, $3. 
—_— > Shears.—No. 100, ladies’ , 6- 
in., $1 each; No. 100, men’s 7-in., 
$1.30; No. 100, 9-in., $1.65; No. 101, 
9-in., $1.75. 
Pruners.—Clyde, No. 5403, 22- os 
$25 per doz.; No. 5402, 24-in., "$28; 
5406, 24-in., $17. 50. Handy Andy, 316 
per ‘doz 
SPRAYS.—Sprays of all kinds are go- 
ing big. Many retail dealers consid- 
ered themselves well protected on sup- 
plies, but have been forced to reorder 
of late. In addition, there were quite a 
number of retail dealers who put off 
buying until the last minute. 
We “quote from Boston jobbers’ 
oo 
x.—One Ib. jars, 24 to crate, 
$7. Oe. ‘> lb. crocks, 12 to ao, $15: 
10-Ib. crocks, 6 to crate, $13.5 25- 
lb. containers, 4 to crate, $30. 50: 
50-lb. kegs, $9.25; 100-lb. kegs, $14.75; 
300-lb. kegs, $42.75 In less than case 
lots, 1-lb. jars, 32c.; 5-lb. crocks, 
$1. 30; 10-lb. crocks, $2. 35; 25-lb. con- 
tainers, $5.50. 
Arsenate of Lead.—10-lb. cans, 28c. 


per Ib.; 25-lb. cans, 27c. per lb.; 50-Ib. 
cans, 26e. per lb.; 100-lb. cans, 25c. 
per 


Dry Lime Sulphur.—Small lots, i1- 
lb. containers, 26c.; 5-lb. containers, 
22%c. per Ib.; 10-Ilb. containers, 20c. 
per lb.; in lots of 200-lb. or more, 
1-Ib. containers, 25c. per lb.; 5-in. 
containers, 22c. per Ib.; 10-Ib. con- 
tainers, 9c. per oo 

Lime Sulphur Wash. — Quart con- 
tainers, 3lc. each; ‘gallons, 59c. 


STOVES.—Oil stoves are moving in 
normal quantities. The demand em- 
braces one to four burners, with and 
without backs, but mostly with the 
backs. 


We quote from Boston jobbers’ 
stocks: 

Cook Stoves. — Oil, one - burner, 
$9.50 each list; two-burners, $17.35: 
three-burner, $22: four- burner, $28. 
Discounts: 30 per cent; in lots of 
ten, 30 and 5 per cent. Detroit Jewel 
line, two-burner, without high 
shelves, $12.50 and $13.50 each net; 
three- “wy $15.50 and ig 50; four- 
burners, $19.50 and $20.50. Shelves 
for three-burners, $4 and $4.50; for 
four-burners, $4.75. 

Water Heaters. — $45 each list. 
Discounts: 30 per cent; in lots of ten, 
30 and 5 per cent. 

Air age Stoves.—Conco line, No. 
418, $3.15 each, net; No. 421, $3.65; 
No. 424, $4.40; No. 427, 5. 


Reading matter continued on page 60 
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The quickest way to 
convince a home 
builder that he should 
have fine hardware ° 
is to remind him that 
many of the last things 
to go into a home are 
the first to be seen. 


McKINNEY MANUFACTURING COMPA 
PITTSBURGH PENNSYLVANIA 
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TOOLS.—One of the largest manufac- 
turers of small tools in this section of 
the country has the following to say re- 
garding business conditions and out- 
look: “We believe that the prospects 
for business the next three or four 
months indicate that this will be a 
period of quiet, with comparatively 
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at about 75 per cent of capacity. 
Stocks of goods on the shelves of mer- 
chants are not more than normal and in 
fact in many cases below normal. We 
believe this will continue for some time 
to come, due to the uncertainty pré- 
vailing in the minds of people general- 
ly as to what the future may bring 
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recovery of more normal buying than 
would otherwise be the case.” 
WOODWORK.—The market for wood- 
work is 10 per cent lower, the discount 
to dealers now being 40 per cent. 

We quote from Boston jobbers’ 


stocks: 
Woodwork.—Gillette’s line, full bun- 


light ordering. As far as we can see 
there is no indication of a general re- 
duction in prices in our line. At the 
moment our own business is operating 


forth. This in turn will tend to pre- 
vent too much stimulation of trade, and 
consequently more drastic reaction. It 
will also tend to bring out a quicker 


dies to Maine, New Hampshire, 
Massachusetts and Rhode Island 
hardware dealers, 40 per cent dis- 
count; broken bundles and sets take 
an advance of 30 per cent over ful! 
bundles. 


Hardware Sales Improve in Pittsburgh 
—Good Outlook for July—Prices Firm 


(Pittsburgh office of HARDWARE AGB) 

ARDWARE business, more especially in the 

seasonal lines, has enjoyed a fairly substantial 

upturn since the advent of bright and warm 
weather and many of the jobbers now expect July to be 
in the matter of sales what June should have been. For 
the month of May, according to the report of the Federal 
Reserve Bank, the Cleveland district, which embraces 
Pittsburgh, showed a loss in business as compared with 
May of 1923 of slightly less than 16 per cent. Indi- 
vidual jobbers here made a much better showing than 
is indicated by this report, but there are some whose 
experience was worse than that average, these having 
large accounts in the coal mining districts, which have 
suffered severely because of the dull and depressed coal 
market. Jobbers who depend upon the company stores 
maintained by coal mining companies for a large part 
of their business still find business pretty slack, but those 
serving a diversified trade have much happier reports to 
make and freely are ordering in screen doors, wire cloth 
and many other lines of goods which ordinarily are 
wanted in quantity much earlier in the year. Retail de- 
mands upon the jobbers in these lines are increasing and 
there is a feeling that there is still time to move a con- 
siderable volume of goods. 

The week has brought no important prices changes, 
but it is generally expected that the next week or two 
will bring out a number of changes, since manufacturers 
are reaching the end of their seasons and will soon be 
shaping plans for 1925 business. Those products into 
which iron and steel enter are expected to come down 
BOLTS, NUTS AND RIVETS,.— 


45 and 


Detachable chain and attachments, 
5 per cent discount; riveted 


somewhat in price in keeping with the declines already 
registered in those lines. 

In normal times the first week or two of July usually 
see a considerable let down in plant activities in the iron 
and steel industry, since it is usually a period marked 
by weather of a kind not conducive to the best efforts 
of the men and mill managers take advantage of the 
period to make repairs and give the men their vacations. 
With demand slow and incoming orders no more than 
absorbing the recent production, the suspensions may run 
longer than usual. Few if any of the plants were in 
operation from July 3 to July 7. Some companies were 
closed down from June 28 to July 7 and some took a 10- 
day layoff starting the day before the holiday. 

Steel business blows hot and cold by turns and with 
the approach of the fourth of July the blow has been 
cold. It is the common expectation that business will back 
and fill for the next 30 days at least and some profess 
to see no signs of real betterment until the fall. One 
guess is as good as another, as events of this year have 
quite amply proved. It was the common guess at the 
outset of the year that 1924 was going to be at least 
as good as 1923, this was the feeling in the steel industry 
and it was also that in others, notably the automobile in- 
dustry. 

There was overproduction in the first three months 
of the year, but the second quarter saw underproduction. 
There has been liquidation of stocks and the facts prob- 
ably are that there is now a better balance between sup- 
plies and requirements than was the case earlier in 
the year, ’ 


making demands upon manufacturers 
and seem willing to take a chance on 








Manufacturers’ prices still are easy, 
chiefly because productive capacity 
much exceeds present consumption, and 
jobbers’ prices naturally refiect that 
condition. Demands upon the jobbers 
are not particularly large or pressing. 


We quote out of jobbers’ stocks 
as follows: 

Machine bolts, small rolled threads, 
60, 10 and 10 per cent off list; all sizes 
cut threads, 60 and 10 per cent off 
list: carriage bolts, small _ rolled 
threads, 60 and 10 per cent off list; 
all sizes cut threads, 60 per cent off 
list; nuts, hot-pressed blank or 
tapped, 4.75c. off list; e¢.p.c. and t, 
blank or tapped, 4.25c. off list; rivets, 
small wagon and tinners, 60 and 10 
per cent off list. 


CUT NAILS.—Reading Iron Co., effec- 
tive June 26, reduced prices 10c per keg 
to a base of $2.90 per keg in carload 
lots and $3 for less carload lots, f.o,b, 
Pottstown or Birdsboro, Pa, 

CHAIN AND SPROCKET WHEELS. 
—Michigan Sprocket Chain Co., as of 
June 25, announced the following new 
discounts, which represent a_ slight 
reduction: 
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drive chain, 50 and 5 per cent dis- 
count; riveted refuse chain, 50 and 5 
per cent discount; riveted  pintle 
chain, 50 per cent discount; special 
combination chain, 55 and 5 per cent 
discount, sprocket wheels, 45 per 
cent discount, f.o.b. Detroit. 


HAYING TOOLS.—Good crop of hay 
is being garnered as a result of the wet 
spring and the advent of warm, dry 
weather. The result is a rush of 
orders for forks and other haying tools. 
GARDEN TOOLS.—Business has been 
better, but none here is doing so poorly 
as to dispute that there is a fairly good 
business. Lawn mower dequirements 
appear to have been pretty well satis- 
fied and new orders are fewer than 
they have been. Sprinklers, sprinkling 
cans, hedge shears are doing well. 
Prices show no change. 

SCREEN DOORS AND WIRE CLOTH. 
—It is a matter of comment how much 
business in these lines has gained in the 
past few weeks and jobbers who were 
beginning to wonder if they would not 
have-to carry over a stock now are 


disposing of their fresh commitments 
before the season passes. 


WIRE PRODUCTS.—Nail business is 
moderate with jobbers in this district, 
but recent improvement in grain prices, 
if maintained, is expected to result in 
a better fall demand for fence wire. 
Mill prices are holding well at $2.90, 
base, per keg for nails and $2.65, base, 
per 100 lb. for plain wire and there 
is also greater steadiness in jobbing 
prices than was the case a month ago, 
when mill prices were less certain. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.25 base, per keg: 
galvanized, 2-point cattle wire, $3.29 
per spool; galvanized, 2-point hog 
wire, $3.57 per spool; galvanized 4- 
point cattle wire, $3.52 per spool; 
galvanized, 4-point hog wire, $3.80 
per spool; No. 9 annealed fence wire, 
$3.15 per 100 Ilb.; No. 9 galvanized 
fence wire, $3.60 per 100 1b.; woven 
wire fencing, 64 per cent off list. All 
the above prices on spools are for 
80-rod. 
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The Double Adjustment Feature 
Increases the Usefulness 


, of R-W Vises 





R-W Vises may be operated in two ways. For quick adjustment, a 
slight turn of the handle will disengage the screw, so that the ribbed 
jaw may be instantly moved to any point and secured. Or the jaw 
may be moved on the screw like an ordinary vise. This: patented, 
quick action feature permits fast, accurate work, while the optional 
adjustment broadens the usefulness of an R-W Vise. 


The R-W takes a firm, secure, dependable grip. No intricate 
mechanism to get out of order. Strong, durable and always on the 








job. 
Our Catalog A-32 illustrates and describes 
both R-W Vises and R-W Manual Training 
Benches. Write for it today. 
New York Chicago 
Boston Minneapolis 
Philadelphia ‘. or 
Cleveland ansas City 
Gutinnet AURORA, ILLINOIS.U.S.A. Los Angeles 
Indianapolis RICHARDS-WILCOX CANADIAN Co., LTD. —— 


St. Louis Winnipeg LONDON, ONT. Montreal (609) 
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Warm Weather 


HARDWARE AGE 


Stimulates 


Business in New York 


T HE improvement 


in business which has become 


increasingly 


apparent in the New York wholesale market within the past few 
weeks is reflected in a spirit of greater optimism on the part of 
jobbers, and while it is generally conceded that there is still room 
for material improvement it is recognized that the worst of the recent 


buying depression is passed. 


As an evidence of the curiously erratic conditions which have pre- 
vailed recently, one jobber states that some five or six weeks ago the 
sale of a number of staple items, which ordinarily sell with great 
regularity, stopped with surprising suddenness, instead of falling off 


gradually as might be expected in times of dullness. 


This cessation 


of buying on these particular items was as general and sudden as 
though retailers in the New York territory had agreed to stop buying 


on a certain date. 


The dearth of sales on these numbers continued 


unbroken up to several weeks ago when sales started as suddenly and 
generally as they had stopped, in consequence of which supplies on 
hand were entirely inadequate to fill the demand and necessitated 
rather heavy buying on the part of the jobber at a time when buying 


is usually light. 


As a result of the improvement in weather conditions the volume of 
reorders received on seasonal merchandise has increased materially of 
late, and would indicate that retail stocks are now pretty well ex- 
hausted and restocking has become necessary. Staples are also active, 
and stocks, except in the case of a few numbers, are entirely adequate 


for current requirements. 


Collections are reported as being good. 





Brisk Demand for Sprayers 


A brisk demand for sprayers is re- 
ported at present, with prices holding, 
and stocks sufficient for current re- 


quirements. 
Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Sprinklers.—Sheet brass, 8 in. in 


diameter, 59c. each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom galvanized steel, 
throws all water to the front and 
sides, 8%-in. base, 58c. each; sprink- 
ler, 11 in. high, mounted on heavy 
malleable iron sleds, 3 brass arms, 
other parts — $1.38 each; 
sprinkler, 20%-in. high, 3 brass arms, 
25 each. Rain King lawn sprink- 
lers, $2.33 each. 

Sprayer. —Tin, will spray all kinds 
of liquid, capacity 1 pt., length 10 
in., 25c. each; same capacity, 1 qt., 
length 14 in., 3lc. each. 

Junior Sprayer.—Galvanized steel 
tank, 20 in. long, 7%-in. in diameter, 
riveted and soldered, brass pump and 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic shut- 
off nozzle, $5.25 each; bucket pump, 
working parts all brass, handle and 
foot rest malleable iron, equipped 
with 3 ft. %-in. hose with spray 
nozzle, $3 each; continuous sprayers, 
~~ ‘ora 90c. each; brass, $1.15 
each. 


Continued Interest 
in Bolts 


The movement of bolts continues 
active, with prices firm and stocks 


adequate. 

Jobbers’ quotations to _ retailers, 
f.o.b} New York: 

Bolts.— Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 


per cent; large, 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 60 to 75-10-5 per cent; 
, both flat and round head. 
Sink bolts, 75 to 75-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 





Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 40 

Copper rivets an 
cent. 


er cent. 
burrs, 40 per 
Round head iron rivets, 60-5 per 
cent; 10-in. rivets, black and tin, 
60- 10 per cent. 
Cap screws, 80 per cent. 


Fair Demands for Netting 


A fairly satisfactory demand for net- 
ting was reported in the New York 
market during the past week. Stocks, 
generally speaking, are sufficient. ' 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Poultry Netting.—From New York 
stocks, 45 per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. 


Wire Cloth.—Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 
per 100 sq. ft 


Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14-mesh, $3.25 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.25 


per 100 sq 
By, 14- mesh, $7.50 to $7.75 
16-mesh, $8.95 


100 sq. ft.; bronze, 
per 100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 


%-in mesh, $5.25 per 100 sq. ft.; 
%-in. mesh, $5.50 per 100 sq. ft. 


Crab Traps and Nets 
in Demand 


Crab traps and nets continue in 
demand, with prices holding and stocks 
sufficient for current requirements. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Crab traps, ‘0c. each. Nets, wood 
handle, 35c. each. 
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Growing Demand for 
Wire Products 


There has been no abatement in the 
improving demand for wire products, 
and jobbers in the New York market 
foresee continued activity in this line. 
Prices are holding, and stocks ade- 
quate. 


Jobbers’ quotations 
f.o.b. New York: 
Barbed Wire.—50-ft. coil, 52c.; 100- 
ft. coil, 95c. 
Wire.—Annealed Line Wire, 12 Ib. 


to retailers, 


stones, plain, No. 16, 85c.; No. 18, $1; 
No. 19, $1.05. 
a ke wire, No. 16, $1.08; No. 
$1.25: No. 19, $1.35. 


» Galvanized steel a 100 lb. bun- 


dles, No. 4, $5.75; No. 6, $5.75; No. 8, 
5.75; No. 10. $6; ‘No. 12 " $6. 35; No. 14, 
6.65 10 Ib. bundles, No. 6, $7.50; 
o. 8, $7.55; No. 10, $7.80; No. 12, 
$8.10: No. 14, 35. 

Staples. —Poultry netting staples, 
44 -in., 1 lb. packages, 10c. per Ib.; 

Ib. box, 9c. per Ib.; 100 lb. keg, 
7%e. per lb. 

Barbed wire Ey 1%-in., 25 Ib. 


to the box, $7.50 per 100; 100- ib. keg, 
$6.75. Barbed wire staples, 1% in., 
25 Ib. £0 - box, $7.50 per 100; 100 Ib. 


keg, $6.7 
Rinbou ‘wire staples, 1% in., $6.75 
per keg. 


Bar Solder Reduced 


The demand for solder continues con- 
sistent. During the week certain of 
the jobbers reduced the price of bar 
solder from’ 33c. to 30c. per lb. and 
strip solder from 38c. to 36c. per Ib. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bar solder, 30c. per lb. Strip solder 
36c. per lb. Kester solder, acid or 
rosin core, 58c. per Ib. 


Furnace Scoop Prices 


for Fall 


Fall prices on furnace scoops have 
been announced by certain of the New 
York jobbers as follows: 


Jobbers’ irre, to retailers, 
f.o.b. New Yor 

No. 2, steel “Dp” handle, $5.50 per 
doz.: No. 2, wood ‘‘D”’ radi. $7.25 
per doz.; long handled furnace 
scoops, $5 per doz.; Ideal ‘fD’’ wood 
and long handle, $10 per doz. 


Hook and Screw Eyes 
Price Changes 


A fairly active demand for screw 
hooks and screw eyes is reported by 
jobbers in the New York market. Job- 
bers prices have recently been revised 
as follows: 


Jobbers’ prices have recently been 
revised as follows: 

Steel screw hooks and screw eyes, 
85 per cent; galvanized, 80 per cent; 
brass, 85 per cent. 


Active Demand for Clothes 
Line Pulleys 


Interest continues in galvanized 
clothes line pulleys. Prices are hold- 
ing and stocks sufficient. 


Jobbers’ Jaen to retailers, 
f.o.b. New Y 

Superior Clothes Line Pulley, 6 in. 
wheel, $2.25 per doz. 


Reading matter continued on page 64 
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No. 1—“Best Seller’? Assort- 
ment of Klein Sidecutting 
Pliers. 








pears reg Klein Pliers sell! 

' at 

o> ae Sei, ee Ween you buy Klein's—you're 
ps ace a buying goods that you know will 


sell. Of course the quality is there, 
sixty-seven years of fine tool mak- 
ing assures that. And that quality 
is what has made the definite day 
after day demand for Klein’s that 
exists today. But the main point 
from the distributor’s standpoint is 
that they sell — sell easily — sell at 
No. 3—“Best Seller’ Assort- 

mentof Klein Slipjoint Pliers. a profit — stay sold! : 








Get our circular on the new “Best 
Seller’ assortments. Four selections of 
the quickest selling patterns and sizes 
— backed up with bright, attractive 
store advertising. Each is a small in- 
vestment — and they’re all profit 
makers! Stock them —to sell! 


Mathias 
Established 1857 


& Sons 


( hicaso li! WAY.) 








No. 4—“Best Seller’ Assort- 
ment of 1% dozen Klein 
Pliers of most pat- 
terns and sizes. 





demand for rakes. 
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Screw Demand Good 


As in the case of most staples, screw 


sales continue in satisfactory volume. 
Prices are firm, and stocks ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Screws at head, steel machine 
screws, 66% to 70-5 per cent. 

Round head, steel machine screws, 
66% to 70-5 per cent. 

Flat head brass machine screws, 
60 to 60-10-5 per cent. 

Round head brass machine screws, 
60 to 60-10-5 per cent. 


Flat head, steel wood screws, 
bright, full packages, 75-20-5-5 per 
cent. 


Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

as head blued, 72%-20-5-5 per 
cent. 

Round head nickel plated, 62%4-20- 
5-5 per cent. 

Round head brass, 67%-20-5-5 per 
cent. 

Cap screws, 80 per cent. 

Prices vary in different sections of 
the city. 


Rake Prices Holding 


There has been no abatement in the 
Stocks are sufficient 


for current requirements and prices 
are holding. 


} 


| 


Jobbers’ to retailers, 
f.o.b. New - 
Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 
each. 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth; 
5\%-ft. ash handle, 12 teeth, T7c. 
each; 14 teeth, 8lc. each; 16 teeth, 
Sac. each. Malleable, 12 teeth, 32c. 
each; 14 teeth, 36c. each; 16 teeth, 
40c. each. 


Nails in Good Demand 


The movement of nails continues 


quotations 
York: 


satisfactory. As reported last week, 
the price of wire nails was reduced 
by some jobbers from $4, base, per keg, 


to $3.75. 


tinues active. 
stocks are adequate. 


Jobbers’ quotations to. retailers, 
f.o.b. New 


York: 
Nalils.—Wire nails, $3.75 base per 


keg. 
Gut nails, $4.35 base per keg. 
Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 
Roofing nails, 1 x 12, plain, $5.20 
per 100-lb.; galvanized, $8.20 per 100. 
American felt roofing nails, x 
10% plain, $6.50 per case. 
nized, $10.25 per keg. 


Galva- 


Continued Demand for 
Hose and Reels 


The demand for hose and reels con- 
Prices are holding, and 


Jobbers’ quotations to retailers, 


f.o.b. New York: 

Molded hose, lic. per ft. for 25 ft. 
lengths and 10%c. for 50 ft. lengths. 

Garden Hose.—4-ply, 8%c. per ft.; 
5-ply, 9%c. per ft.; 6-ply, llc. per 
ft. Good Luck brand, lic. per ft. 
Milo brand, 12%c. per ft. Bull Dog 
brand, 13%c. per ft. 

Nozzies.—53c. each; less 5 per cent 
for boxes. 


continues 
quoted in the New York market by 
certain of the jobbers are as follows: 
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Couplings.—Brass, '%, and %-in., 
10%c. each.  % s 

Hose Clamps.—Galvanized, %, 
and %-in. $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each: (Perfect Clinch), %, 
5% and 3%-in., 7%4c. each. 

Hose Reels.—M. & K. No. 2, $2.95 
each; No. 10, $3.90 each; No. 20, $4.45 
each. Victor, $2.05 each. 


Interest in Bottle Cappers 


Bottle capper sales continue to im- 


prove as the season advances, and a 
brisk fall business is anticipated. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Eveready metal base, No. 3, 88c. 
each; Rimco bottle capper, $1.46 
each; Crown bottle cap, 5 Ib. bag, 


$1.10 per bag. 


Sharpening Stones 
in Demand 
The demand for sharpening stones 


continues consistent, with prices hold- 
ing and stocks ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Carborundum combination stone, 


No. 108, $13.65 per doz.;: No. 109, $9.75 
per doz.; No. 110, $11.70 per doz.; 
No. 111, $7.80 per doz.; No. 112, 
$6.66 per doz. 


Sidewalk Cleaners Moving 


The demand for sidewalk cleaners 
consistent, with prices’ 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
No. 24, $4 per doz.; No. 26, $5.95 


per doz.; No. 27, $8 per doz.; No. 28, 
$9.50 per doz. 
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Mower Stocks Short 


The movement of lawn mowers con- 


tinues brisk. Prices are firm and stocks 


short. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 


Lawn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel Knives, 
screw adjusting, 12-in., $5.60 each; 
14-in., $5.85 each; 16-in., $6.25 each; 
18-in., $6.65 each. 

Ball-bearing lawn mowers, self- 
adjusting 8-in. drive wheels, 5%%-in. 
diameter reel, screw adjusting cut- 
ter bar, 3 steel knives, 12-in., $7.25 
; 14-in., $7.60 each; 16-in., $7.95 
each; 18-in., $8.30 each. 

Ball-bearing lawn mowers, self- 
justing, 9-in. drive wheels, 5%-in. 
diam. reel, 4 self-sharpening knives, 
14-in., $9.15 each; 16-in., $9.50 each; 
18-in., $9.85 each. 

Ball-bearing lawn mowers, 
adjusting hardened cones, 10%-in. 
open drive wheel, 4 self-sharpening 
knives, 6-in. diameter reel, 14-in. 
$10.35 each; 16-in., $10.90 each; 18- 
in., $11.45 each; 20-in., $12.10 each. 

Self-adjusting, ball-bearing lawn 
mower, 10%-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self-sharp- 
ening knives, 16-in., $14 each; 18- 
in., $14.65 each; 20-in., $15.30 each. 


Interest in Bit Stock 
Drills 


The demand for bit stock drills con- 


tinues fairly satisfactory. Certain of 
the jobbers have revised prices as fol- 
lows: 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Straight ard round shank drills, 60 
per cent from standard list. 

Wire gage drill, 60 per cent from 
standard list. 

Millers Falls No. 1, 12%-in. long, 
$2.80 each; No. 3, 11-in. long, $2.30 
each; No. 5, 12%-in. long, $2.49; No. 
1430, 10%-in., $3.50 each; No. 1530, 
10%-in., $4.65. 





Hot Weather Helps Sale of Steel Goods 


The demand for steel goods has been 


materially assisted within the past few 
days by the improvement in weather 
conditions. 
sections is particularly good. 


The sale in out of town 


Jobbers’ quotations to retailers, 


f.o.b. New York: 


Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 
5 13-in. tines, $1.75 each; 6 13-in. 
tines, $2.05 each; 5 13-in. tines, 4-ft. 
handle, $1.50 each; 6 13-in. tines, 4-ft. 
handle, $1.70 each. (Lots of six, 5 
per cent off.) 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and _ polished, 
select ash handle, strapped ferrule, 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 

Spading Forks.—Malleable D han- 
dle, strapped ferrule, angular drop- 
forged tines, 4 tines, 76c. each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 5 
heavy tines, $2.08 each. 

Garden WHoes.—7-in. steel blades, 
black finish, 4%4-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7ic. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95c. 
each. (Lots of six, 5 per cent off.) 

Trowels.—Garden  trowels, _ 6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished, 





riveted shank, hardwood handle, 10c. 
each; i1-piece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. AJjl steel trowel, 17c. each. 
Socket pattern, solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 


Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, 
black-enameled handle, 10 in. over 
all, 10c. each; 4%-in. malleable tines, 
half-polished brass ferrule, polished 


handle, 10%c. each. 


Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, 10c. 
oe 4 steel tines, 42-in. handle, 44c. 
each. 


Weeding WHooks.—Malleable Iron, 
tinned, 8%c. each; c weeder, 
three steel spring tines, tinned, black- 
enameled handle, 10c. each. Same 
with 42-in. handle, four steel tines, 
tinned, 44c. each. 


Grass Hooks. — Tempered steel 
blade, black-enameled handle, 25c. 
each; same, forged from bar tool 
steel, raised hardware handle, 43c. 
each; same, high quality steel, ribbed 
black, polished edge, 35c. each; same, 
tempered steel blade, 46c. each. Eng- 
lish grass hooks, 54c. to 57c. each. 


Hedge Shears.—Plain, 6%-in., 8-in., 
9-in., $1.05, $1.80, $1.95 each respec- 
tively. Notched, 8, 9 and 10-in., $1.95, 
$2.10 and $2.30 each respectively. 


Border Shears.—With wheel, 9-in., 
$3.45 a pair; without wheel, $2.85 = 
pair. Lawn shears, two wheels, 9-in., 
$3.60 pair. Disston utility pruner, 
$1.55 pair. 


Reading matter continued on page 66 
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A CeeleeCo window means 
quick sales at good profit 


HOW your customers a guaran- 

teed, drop-forged hardened and 
oil tempered combination six-inch 
plier, fully nickel-plated. Let them 
know it is made by the manufacturer 
of the famous Crescent Wrench— 
and covered by the same absolute 
assurance of satisfaction. Then tell 
them 30 cents takes it—and you 
wont have to worry about plier 
sales. 


That's the sales story you tell with 
the CeeTeeCo window display. 


That's the price of CeeTeeCo pliers 
to the customer. And our price, for 
the gross lot, including cartons, 
window cards and full directions for 
display is so favorable you'll be sur- 
prised when you sit down and figure 
out your profits. 


The CeeTeeCo is. the sort of 


plier that reflects credit on your 
store. Ask your jobber to ship you 
a CeeTeeCo assortment. Put it in 
your window and watch the results. 
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Pliers 





CRESCENT TOOL COMPANY 


204 HARRISON STREET, JAMESTOWN, N. Y. 


Originators of the Crescent Wrench 


The CeeTeeCo plier is 
drop-forged, hardened, and 
tempered just the same 
as high priced pliers. Has 
same style diamond shaped 
teeth milled on jaws and 
checkerdot knurling on 
handles. Machine finish 
instead of hand finish 
makes it possible to offer 
them at 30c retail. 



























REGISTERED 
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Vacation Season Stimulating Sales 
of Outdoor Merchandise in Twin Cities 


(Minneapolis office of HARDWARE AGE) 

\ \ 71TH the approach of the several days holiday 
created by the Fourth of July coming on Friday, 
there has been a brisk business in camping and 

The continued cool weather and the fre- 

quent rains have reduced the tourist traffic below that of 

last year, but the merchants are finding sales are in fair 


outing supplies. 


AXES.—There is only a fair demand 
for axes at present. Some road build- 
ing work projects are being let, which 
will create some orders. Stocks are 
good, with no price changes. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 

BOLTS.—Stocks are well assorted, 
with sales at a fair volume. Prices are 
readjusted. 

We quote from jobbers’ stocks, 


f.o.b. 
carriage bolts, 


Twin Cities: Large and small 

50-10 per cent; large 
and small machine bolts, 50-10-10 per 
cent; stove bolts, 70-10 per cent; lag 
screws, 60-5 per cent from standard 
lists. 

BRADS.—Sales are at a fair amount, 

with stocks in good condition; no 

changes in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE. — Building 
of small and medium priced homes is 
progressing at a fair rate. There is a 
certain amount of larger work pro- 
jected, but little is being accomplished 
at the present time. The demand is 
confined for the greater part to the less 
expensive lines, which makes up a fair 
volume. 


CHURNS.—Demand is normal; stocks 
in full condition; no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40 per cent from standard lists. 


COASTER WAGONS.—tThis is the 
best selling season for wagons. Sales 
are good, with stocks well assorted; no 
changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto Wheel coaster 
wagons No. $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each: No. 63, 
$7.72 each; Overland coaster wagons, 
33% per cent from factory lists; all 
steel coaster wagons, 50 per cent 
from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Some new work and 
repair work builds a good sale for this 


line at present. Prices show no 
changes. 
We quote from jobbers’ stocks. 


f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5-in., $5.25 per 100 
ee 28-gage conductor pipe, 
$5. 40 per 100 ft.; 3-in. conductor el- 
bows, $1.73 per doz. 


FILES.—Demand steady; stocks are 
well assorted; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50 per cent; second grade files, 60 per 
cent from standard lists. 


condition. 


chants. 


FREEZERS.—Sales at present writing 
easy, awaiting warmer’ weather; 
stocks good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent dis- 
count from respective lists; Alaska 
Freezers, 20-10 per cent from lists; 
Auto vacuum freezers, 33% per cent 
from lists. 


FIELD FENCE.—Little demand at re- 
tail at present. Haying is in full swing, 
centering all attention there. Stocks 
fair; no price changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 56% 
per cent from lists. 

GALVANIZED WARE. — Continued 
good demand, with sales well distributed 
to different grades. Stocks well assort- 
ed; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1, 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 8, $14.50; 
standard galvanized pails, 10-qt., 





“The Sales Manager’s” 
Travels 


; Make a Hit 


“L. S. Soule, Editor, 
“HARDWARE AGE, 
“New York City, N. Y. 
“My dear Mr. Soule: 

“I do not know how much of an 
aid the European and African sto- 
ries of the “Sales Manager” are in 
selling hardware, but I think it is 
only due the writer to state that on 
receiving each copy of HARDWARE 
AGE in which these stories were fea- 
tured I invariably turned to that 
portion of the magazine where they 
were to be found, and made a prac- 
tice of combining the reading of 
these interesting tales while dispos- 
ing of my lunch. 

“The descriptions and anecdotes 
related were fascinating to such a 
degree that I am in doubt as to 
whether I enjoyed them at the ex- 
pense of my digestive organs. Occa- 
sionally I have found that I was eat- 
ing with a spoon when I should have 
used a fork, and started with pie 
when it should have been soup. 

“I mention this rather in the form 
of a compliment to the writer than 
otherwise. 

“Yours truly, 
“John J. Snyder, 
“Brooklyn, N.Y.” 





Seasonal merchandise has been somewhat slow in the 
selling because of the unusual weather conditions. 
pects for good crops and a generally growing belief in 
the financial conditions, which show some improvement, 
are encouraging both to the city and the country mer- 


Pros- 


$2.55; 12-qt., $2.90; 14-qt., $3.20; 16- 
qt., stock pails, $5; 18-qt., ‘stock pails, 
$5.75 per doz. 


HAMMERS AND HATCHETS.—Con- 
sidering the easy conditions in the labor 
markets as regards buildings, demand 
is fair; stocks good; prices unchanged.. 
We quote from pee stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HFS81. $12; Riverside 611%, $12; Plumb 
broad hatchets No. 2, $17.15; Plumb 


shingling No. 2, $13.15; Plumb claw 
No. 2, $14.40 per doz, 


HOSE.—Frequent rains have held’! 
down the demand for hose this season,,. 
but sales are at the average. Stocks. 
well assorted; prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden a. com - 
ey es grade, 3-ply, % 9c. per 

5-ply, 10%c. per 3 ed molded 


hy 12c. per ft.; %- in. hose is about 
one cent less per ft. 


LANTERNS.—Sales are fair; 
well assorted; prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130 Midget vehicle lanterns, $1/ 
per doz. 


LAWN MOWERS. — Sales are gain— 
ing in volume; stocks sufficient; prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mowers 
in ordinary grades, $9 to $10.50 each 
according to quality. 


NAILS.—Sales are at a fair rate;. 
stocks well filled; prices shown are re-- 
adjusted to present market. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard wire 
nails, $4 per keg, base; cement coated 
wire nails, $3.25 per keg, base. 


PAINTS.—Demand has_ diminished* 
slightly with the approach of the in-. 
sect season. Stocks are good; prices: 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $12.83 per cwt. 


POULTRY NETTING.—Sales slightly~ 
less; stocks good; prices unchanged. 


We quote from jobbers’ stocks, 
f.0.b. Twin Cities: Hexagon poultry 
ae 45-5 per cent from standard 

sts. 


stocks: 


ROPE.—Sales of hay rope especially~ 
good at present. Stocks are ample;-: 
prices unchanged. 


We uote from. jobbers’ stocks, 
* f.0.b. win Cities; st grades of 
manila rope, 19%c. per Ib. 


Best. 
grades of sisal rope, 16%c. per Ib. 


Reading matter continued on page 68 
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We protect you absolutely. 


Whitco Hardware is only sold 
il dealers i 


through re 
builders’ hardware. 


in 
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WHITCO HARDWARE FORCASEMENTS AND TRANSOMS 








Whichever way the wind blows—-in any 
kind of weather—Whitco equipped case- 
ments can be set to give the best possible 
ventilation—as much or as little as the 
occasion demands. 

Not only does it do away with unsightly butts 


and adjusters, but it permits the sash to be 
opened to any angle. 


Not only does it make the sash stay put in the 
desired position, but holds it there without rattle 
in any wind, 


Instead of swinging from the jamb, shutting 
out the breeze and making it impossible for the 
outside of the window to be cleaned from the 


inside of the room, a Whitco equipped sash as 
it is opened, travels away from the sash, and 
when swung out to an angle of 90° from the 
frame leaves a space of 44%” between the sash 
and the an aa of opening for the breeze 
to come in—plenty of room to get at the outside 
surface for cleaning. 


Whitco Hardware can be applied either to old 
or new sash as no special detail is required. No 
special finish is needed as Whitco Hardware is 
entirely concealed when the sash is closed. A 
set consists of two pieces—one for the top and 
one for the bottom of the window. One size 
fits “ sash. May be used either right or left 
hand. 


Whitco Hardware is also ideal for transoms. 


We shall be glad to send full information regarding Whitco Hardware on request. 


$2.25 


Retail price, per set in 
Solid Brass . 





Western Distributors: 
VINCENT WHITNEY Co. 
365 Market Street, San Francisco 


SAN FRANCISCO, CAL. 
CALEDONIA, N. Y. 


In Rust-Proof Steel 
(Brass trimmed) 


$1.75 


SPECIALTIES. 


Eastern Distributors: 
H. E. HOLBROOK CO. 
444-447 Mass. Tr. Bidg., Boston 


Send all inquiries to nearest Distributor. 
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SANDPAPER.—Even, steady demand; 
stocks sufficient; prices unchanged. 


We quote from jobbers’ stocks, 
f.o... Twin Cities: Best grade No. 1 
sandpaper, per ream, $5.85; second 
grade, No. 1, per try $5. 25: Garnet 
No. 1, per ream, $16 


SCREWS.—Sales are late and fair; 
stocks well assorted; prices adjusted to 
present markets. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: at head bright 
screws, 75-15 per cent; round head 
blued screws, 75-5 per cent; flat head 
brass screws, 70-10 per cent: round 
head brass screws, 65-10 per cent. 


PYREX OVEN WARE.—Only a fair 
demand in this line; no changes in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1. 11 each; No. 202 pie 
penton, 50c.; No. 210 pie plates, 67c.: 

No. 212 bread pans, 60c.; No. 23 31 
utility pans, 67c.; No. 12 tea pots, 
2-cup, $1.67 each: No. 24 tea pots, 
4-cup, $2 each; No. 36 tea pots, 6-cup, 
$2.33 each. 


SASH CORD.—Sales at fair point; 


stocks in good condition; no price 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grades No. 8, 
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86c. per Ilb.; ordinary grades No. 8, 
56c. per Ib. 

SASH WEIGHTS. — Sales. keeping 

abreast with those of sash cord. Build- 

ing at fair rate; stocks good; prices 

unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.50 
per cwt. 

SOLDER.—Sales at medium rate; 
stocks ample; prices slightly higher. 


We quote from jobbers’ stocks, 
o.b. Twin Cities: Warranted half 
and half solder, 3lc. per Ib. 


STEEL SHEETS.—Sales slow; stocks 
in good condition; concessions made for 
quantity orders. Prices adjusted to 
present market. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets, 
28 ga., $4.95 cwt.; galvanized steel 
sheets, 28 ga., $5.95 cwt. 
TIN PLATE.—Sales steady and fair; 
stocks well assorted; prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, Furnace 
Coke, ICL 20 x 28, $14.75 per box; 
roofing tin, IC 20 x 28, 8-lb. coating, 
$14.25 per box. 


WHEELBARROWS. — Sales. rather 
slow; stocks. sufficient; prices un- 
changed. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Woodstave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel No. 1, $6.75 ome wood 
garden barrows, $6. 25 each 


WINDOW SCREENS AND SCREEN 
DOORS.—Sales at good volume; stocks 
well assorted; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extension, $6.50 
per doz.: common screen doors, 2-8x 
6-8, $28.20 per doz.; fancy screen 
doors, 2-8x6-8, $32.30 per doz. 


WIRE.—Demand at rather low aver- 
age; stocks well filled; prices un- 
changed. 

We quote from jobbers’ 
f.o.b. Twin Cities: Barbed wire 
painted cattle, 80-rod spools, $3.51: 
galvanized cattle wire, $3.77; painted 
hog wire. $3.76; galvanized hog wire, 
$4.04; No. 9 black annealed, $3.90; 
No. 9 galvanized annealed, $4.35 per 
cwt. 


WIRE CLOTH.—Sales slightly increas- 
ing with approach of fly season; stocks 
well assorted; prices adjusted to pres- 
ent market. 


We quote from a, stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12 x 12 mesh, at $2.10 per 100 sq. ft.; 
galvanized wire cloth, 12 x 12 mesh, 
$2.60 per 100 sq. ft. 


stocks, 








| his customer. 


reputation. 





signs which read: 


THE SUBSTITUTE EVIL 


) HE day is coming when the customer will shun and boycott the merchant 

who tries to substitute other goods in the place of those which are asked 
for quite as persistently as he now would the merchant who might attempt to 
sell other than upon a one-price basis, collecting one charge from one customer 


and another from another. 


Already the private-brand evil is largely dying out. 
prefers to sell a line of goods stencilled or labelled with his own brand-name 
is far less frequently met with. The reaction has’set in. In Jersey City, N. J., 
for instance, there are hundreds of drug stores in which conspicuously hang 
“You Get What You Ask For Here.” 


“But here is something just as good” is coming to be a phrase which, if 
used by a merchant, acts much like waving a red flag in front of a bull upon 
The latter has come to have enough knowledge of the funda- 
mental economic laws of merchandising to know that standard brands are 
standard because they have earned and have continued to deserve such a 
The consumer has also come to a realization that, from the point 
of view of equity, the manufacturer and advertiser have a moral and legal 0 
) right that the demand for their goods, created by them, shall not be diverted to 
other goods, and to other manufacturers who not only may not have won 
out in the battle for recognition but who, neither because of their efforts or | 
the qualities of their products, may not have even raised their fingers to 


deserve such a right. 


—= = 


ew, 


The retailer who 





— 
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“We ought to take a lantern along, Jack!" 


HIS thought is in the minds of thousands of Campers, Hikers 


and Vacationists bound for country, seashore and wilderness 
places. 


A good window display of Dietz Lanterns prevents would-be purchas- 
ers from forgetting this much needed item of equipment and makes 
sales that otherwise would be lost altogether. 


Have you seen Dietz new Window Display? 
or send to us for it without delay! 
in Lanterns! 


Please ask your Jobber 
It will boost your Summer business 
With it we send complete instructions and illustrations 
showing several ways to trim for best sales results. 


R. E. DIETZ COMPANY, NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
i OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 


( DIETZ ' et an a Tee eee 


R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK 
\ LANTERNS 4 Please send us Without charge One Dietz Window Display. 


Address 
a i i kk ack he ee 


) (-¢° 2 Cag 
m, ce psoas : LMAO SSetite tet. ee ee fe 
rs : wn ¢. Bt 4 R89 £ayt eeaees ’ 
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Cleveland Jobbers Rushing Supplies 


to Tornado-Swept Lorain—Prices Firm 


(Cleveland office of HARDWARE AGE) 

N order to expedite the restoration work in Lorain, 
| Ohio, local wholesalers are giving priority to orders 

from the tornado stricken city. Dealers in Lorain are 
buying large quantities of axes, crow bars, grippers, rope, 
block and tackle and other heavy hardware to be used in 
wrecking unsafe ruins. Flashlights, oil cook stoves, and 
lanterns are also in great demand as Lorain has neither 
gas nor electricity—pipe and circuit lines were totally de- 
stroyed. It has been roughly estimated that the so-called 
heavy hardware which will be bought by Lorain in the 
first week of June will exceed a normal year’s trade in 
that line for this town. . 

In Cleveland and suburbs, paint, roller skates, coasters 
and dog muzzles are noticeably active. It is believed in 


AUTOMOBILE ACCESSORIES AND 


highway traffic. On fine days tran- 
demand light. 


AXES.—Lorain city dealers ordering 
TIRES.—Stormy weather has retarded axes in large quantities to be used in 
the restoration work. 


northern Ohio that the present rainy spell is the fore- 
runner of a particularly dry summer period which should 
create a very large market for garden hose, sprinklers, 
and nozzles. These lines with steel goods, and lawn 
mowers are showing consistent improvement. 

Commercial reports covering all of Ohio, southern Mich- 
igan and eastern Indiana characterize the present eco- 
nomic situation as sound and healthy for consistent and 
permanent growth. 

Big Ben alarm clocks, Ingersoll watches and 5-lb. balls 
of binder twine are scarce. Silverware stocks have been 
replenished. Pocket cutlery is fairly active. No impor- 
tant price changes have been announced. None are ex- 
pected for the immediate future. Collections are consid- 
ered satisfactory. 


per bale. Second grade, $5.62% per 
bale. 


BOLTS AND NUTS.—Demand fair; 


Regular farm prices running firm; stocks ample. 


sient trade is brisk in general acces- 
sories and tires. In smaller cities regu- 
lar trade is starting in a moderate way. 
Stocks appear satisfactory and prices 
very steady. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12: Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 4lc. each for over 100; Cham- 
pion regular, 53c. each for less than 
100. all sizes; 56c. each for over 100; 
Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BINDER TWINE.—Five pound balls 
scarce, eight pound obtainable in fair 
lots. Raw material market still run- 
ning short and high priced. Demand 
is good. Prices have not been changed. 


Jobbers quote f.o.b. Cleveland: 

Standard, first quality binder 
twine, $5.87% per bale. White sisal, 
first quality, binder twine, $5.87% 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
60 and 10 per cent off list; small 
rolled threads, 60, 10 and 10 per cent 
off list; carriage bolts, large and 
small, cut threads, 60 and 2% per 
cent off list; stove bolts, 80 per cent 
off list; hot pressed nuts, $4 off list. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $5.50; size 
14 x 32, $6.43; size 14 x 34, $7.03; 
= x 38, $7.73; size 18 x 40, $8.33 
each. 


COASTER WAGONS.—Very active 
item in towns and in Cleveland metro- 
politan area. Prices steady. 














‘over have reserves which few use. 


hygienic conditions are maintained.” 


side. 


the selling battle-front. 





THIRD WIND 


6 4h average human being does not use more than ten per cent of the energy he 
might,” said an eminent physiologist the other day, continuing: “Men the world 

As the rate of waste augments, so the rate of 

repair augments. Our Activity-Pace is usually set too low. We need to go beyond the 

first fatigue and reach a higher level of effort. And, as that higher level is reached, 

it will be found that it may be maintained as easily as the lower level, as long as decent 


The task of selling, of sales work, is a combination which is part physical and part 
mental, varyng with the nature of the work. And what this scientist says as being 
true of the physical, the blood-and-muscle, side of selling, is true, too, of the mental 


We lazy ones like to satisfy ourselves with the thought that there have been such 
beings as geniuses in various walks of life. 
and their methods of work, we almost invariably find that their genius was much more 
the result of hard work and perspiration than of “happenstance” and inspiration. And 
the same thing is quite as much true of the selling field as of the literary. 


We cannot stand still. We only go ahead in any phase of work as the result of 
the exertion of will-power. Such exertion develops selling ability just as surely as it 
does biceps. What the average merchandiser needs is more exertion of self, so as to 
attain his “second wind,” even his “third wind,” if there be such a thing. Remember 
that ninety per cent of selling potentiality is, as a rule, never wheeled into play on 





But, when we come to examine the latter 
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Look for this advertisement in 
| THE SATURDAY EVENING POST 
for August 23, 1924 


THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN., MAKERS OF BLUE STREAK HOUSEHOLD CAN OPENING MACHINE 














Suppose Your a Wife 
Read This Ad? 


In August Good Housekeeping 
August 2nd Saturday Evening Post 
August 2nd Country Gentleman 


Of course there would be an Ace Knife 
Sharpener screwed down on the kitchen 
table before sunset! It strikes home on a 
subject that she is most interested in at 
the present time, and a dollar is very little 
to pay for an article that is used 365 days 
in a year and guaranteed for a lifetime. 
Ask your jobber for the timely display 


card that ties up with this ad, or write 
direct. 


Ace Hardware Mfg. Corp. 


Philadelphia 


Chicago San Francisco 


Manufacturer of the Ace Potato Creamer 





Sharp paring knives are of first _import- 
ance in preparing fruits for preserving. For 
the fruit is tastiest near the skin and paring 
with a dull knife cuts it all away. 

A few strokes of the knife through the 
steel discs of the Ace Knife Sharpener will 
make your paring easier, and your pre- 
serves more tasty and attractive. 

For your own protection look for the Ace 
trade mark stam on the oy If your 
dealer cannot supply you, send his name 
and one dollar to: 


ACE HARDWARE MFG. CORP. 
PHILADELPHIA 
SAN FRANCISCO 


— ae also suggest the Ace Po- 
Creamer for crushing fruit? 


— 


CHICAGO 


* 
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Gendron line, high grade rubber 
tires, size 14 x 32, 8-in. roller bear- 
ing disc wheels, $5.70; size 14 x 34, 
= in. disc wheels, $6. 75; size 16 x 

10-in. disc wheels, $7. 15; size 18 x 
40° 10-in. disc wheels, $7. 55 each. 

Bowman All-steel line: size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same _ with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity; No. 80, same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 

Sherwood Spring-Coasters, rubber- 
— ball bearing disc wheels, size 

x 32 x 8, $9.55; size 14 m 34 x 10, 
310. 40: aioe 16 x 30 x 10, $11.55. Teens 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—American 
Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller aring, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. $6.40 each. 
National Flyer Coaster, roller bear- 
ing double disc wheels, No. 51, $5.70 
each: No. 53, $6.90 each. 

11R, $8.70; 


Janesville Brand, No. 
No. 12R, $7.95; No. 138R, $7.20 each. 


DOG MUZZLES AND LEADS.—Very 
heavy demand at present due to leg- 
islation requiring all dogs to be muz- 
zled. 


Jobbers quote f.o.b. Cleveland: 
Dog muzzles, leather, $8.00 per doz.; 
wire, $4.00 per doz.; Dog leads, $2.50 
per dozen on an assortment card. 
FLY SWATTERS.—Most orders re- 
ceived include a good quantity of fly 
swatters, which may be considered a 
summer staple. Prices not expected to 
change. Stocks ample. 


Jobbers quote f.o.b. Cleveland: 
Fly swatters, Swatsticka, 45c. per 


doz.; National, 60c. per doz.; Kant- 
miss, 65c. per doz.; Queen, 75c. per 
doz.; Sanitary rubber, 95c. per doz. 


FREEZERS.—Selling better each warm 
day. Has been cool last ten days, but 
previous to that weather was very hot. 
Retail demand fairly consistent though 
not heavy. Prices firm. 


Jobbers quote f.o.b. Cleveland: 

White Mountain Freezers, triple 
action type, l1-qt. size, $2.40 each; 
2-qt., size, $2.80 each; 3-qt. size, $3. 35 
each; 4- qt. size, $4.10 each; 6- qt. size, 
$5. 20° each; 8-qt. size, $6. 75 each. 

Lightning Freezers, double action 
type, 1-qt. size, $2 each; 2-qt., size, 


2.50 each ; 3-qt., size, $2. 85 each; 
6- = size, $4, 25 each: 8- -at., wige, $5.60 
eac 


Auto Vacuum Freezers, 2-qt. ' size, 
$6 each: 3-qt. size, $8 each; 4-at. size, 


$10 each. These are list prices sub- 
ject to a discount of 33% per cent. 
Blizzard Freezers, single action 
type, 1-qt., size, $1.85 each; 2-qt. 
size, $2.20 each; 3-qt. size, $2.60 
each: 4-qt. size, $3.20 each; 6-qt. 
size, $4 each. 

Polar Freezers, all metal, 1-qt. 


size, $12 per doz. 


GARDEN HOSE.—Interest increasing. 
It is local belief that present rainy 
spell is forerunner of exceptionally dry 
period, at which time hose and kindred 
necessities will be in much greater de- 
mand. 

Jobbers quote f.o.b. Cleveland: 

First quality garden hose, per foot 

as follows: 
4-in a. — 


pn Ge a 


Nozzles.— Boston, $6. 50 to $6.75 per 
doz.; Gem, $5.75 to $6 per doz. 
HANDLES (TOOL AND AGRICUL- 
TURAL).—Sales expected to increase 
toward the latter end of this month. 
Fair sized orders being placed now. 
Prices expected to hold. 


Jobbers quote f.o.b. Cleveland: 
Axe Handles.—No. 1 hickory, $4.25 
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2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handliles.— 


per doz.; No. 2, 


No. 1, 90c. per doz.; 
hickory, $1.50. 
Ha Fork Handles. ns alae a 
chucked and bored, mF 4.50; 5 
, $5.50 per yr? p « fl aig” ft., $3. 80 
~4 doz.; X, » $2.40 per doz. ; 
> es a $4. 65 on S08.: ms © Wee 
$2. ~~ per doz. 
af Fork Handies.—Bent, chucked 
and asee. 4% ft., $7.50 per doz. 5 


See per doz.: : nt, 4% ie 
$4. 30° te doz.; X, 4% ft., $2.90 
per doz.; XX, bent, 5 ft., $5.25 per 
doz.; X, bent, 5 ft., $3.30 per doz. 

Manure Fork Handles. —Bent, 4 ft. 
$4.75 per doz. : eat ., $5.10 per doz. : 
xX, bent, 4 ft. 4 per doz.; 4 ft., 
$4.30 per doz.; X, bent, 4 ft., $2.50 per 
doz.; 4% ft., $2. 90 per "doz. 


finest growth 


Garden Hoe Handles.—xXxX, 4% ft., 
— per doz.; X, 4% ft., $2.40 per 
Oz 

Garden Rake Handles.—xXX, Rg. 
$6.25 per doz.; X, 5% ft., $3. 05 per 
Oz. 

Shovel Pig gy: ey my a 
XX, 4 x $5. 90 per doz.; 4% ft., 


$3. 75 per ye ; D handle, a grade, 
$7.95 per doz.; X grade, $6. 25 per doz. 

Spade Handles. —D handles, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 


NAILS AND WIRE.—Prices quoted 
may be considered regular market of- 
ferings. Though talk of 5 cent shad- 
ing continues, there is little or no evi- 
dence of this concession. Buying is 
firm. Stocks satisfactory. Barbed wire 
in demand at Lorain, Ohio, for barri- 
cading stocks left in fallen buildings. 


Jobbers quote as follows, Cleve- 
land: 

Nails, less — carload lots, stock 
shipments, $3.40 per keg; No. gal- 
vanized wire, $3. 75 per 100 Ib.; No. 9 
annealed wire, $3.30 per 100 ib. ; and 
cement coated nails, $3.85 per 100 Ib.; 
polished fence staples, $3.85 per 100 


lb.; galvanized fence staples, $4.3 
per 100 lb. Miscellaneous nails, 70 
per cent off list. Cut nails, $3.50 
per 


eg. 

sai ae brads, 70 and 10 per cent off 

, wire, 100 lb. spools, galv., 
$4.30; Lyman 4 point cattle wire, 80- 
rod spools, $3.64; same, hog wire, 
$3.92. American special, hog wire, 
$2.73. Prices on barbed wire are 
base, stock shipments. 


OVENS.—Very active 
firm; stocks* ample. 


Cleveland jobbers quote: 
Security ovens, No. 40, $3.35; No. 
30, $3.05. 


PAINTS AND OILS.—Mixed paint 
trade very good; materials selling light; 
prices fairly steady. 


Jobbers quote f.o.b. Cleveland: 

Tur 3 in bbls., $1.083%4; 
than bbls., 1.18% per " gal. 

Linseed oil, in bbls., $1.09; less than 


item; prices 


less 


bbls., $1.17. ‘Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. per gal., in 
wood bbls. 


English Venetian red, in bbls., 3%c. 
per lb.; in 100-Ib. kegs, 43%4¢c. per Ib. 

White lead, in 100-lb. kegs, 15c. per 
lb.; in 50 0-Ib. and 25-lb. kegs, 15%c. 
per lb.; in 131%4-lb. kegs, 15c. per Ib.; 
in 500-Ib. lots, 10 per cent discount; 
other prices are net. 


POULTRY NETTING.—Business is 
better in this line; prices firm; stocks 
appear adequate. 


Jobbers quote f.o.b. Cleveland: 
Poultry netting, Cleveland stocks, 
45 ‘_d cent; f.o.b. Pittsburgh, 45 per 
cent 
PYREX OVEN WARE.—Prices quoted 
were guaranteed until June 30, 1924. 
At press time jobbers had not an- 
nounced any price changes, nor did they 
expect any immediate revision. 


Jobbers quote f.o.b. Cleveland: 
LIST PRICES.—Subject to discount 
of 33'/4 per cent. 
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Casseroles.—Round standard, No. 
$15 No. on $1.17; No. 169, $1.33; 

Oo. 0, $1. each. 

"ead paw ig Biscuit Pans.—No. 212, 
$1.60: No. 214, $1 each. 

Cake Pans.—No. 231, $0.67; No. 221 
(round), $0.50; No. 809, $0.67 each. 

Pudding Dishe s—No. 450, $0.83; 
No. 463, .40; No. 464, $0. 57 each. 

Pie Plates.—No. 202, $0. 50; No. 203, 
$0.60; No. 209, $0.60 each. 

Custard Dishes.—No. 422, $0.17; No. 
423, $0.13 each. 

Tea Pots.—No. 12, $1.67; No. 14, $2; 
No. 32, $1.67; No. 34, $2; No. 22, $1. 67; 
No. 24, $2 each. 


ROLLER SKATES.—Another heavy 
seller at this time; stocks broken in 
some quarters; prices steady. Demand 
highest in many seasons, according to 
reports. 


Jobbers quote f.o.b. Cleveland: 

Roller skates, children’s model, 
Union No. 4, .55; men’s model, 
Union No. 5, $1.55. Ladies’ model, 
Union as 6, $1.65. All prices are 
per pa 

Sidewalk skates, 78c. per pair. 


SPRAYERS.—Dealers are showing in- 
terest in sprayers. Jobbers quote at 
prices given below. 


Jobbers quote f.o.b. Cleveland: 

Sprayers, compressed air, type, 
galvanized, 3 gal., $4.90 each; 1 gal., 
$3.25 each. Same type, in brass, 3 
gal., $7.25 each; 1 gal., $4.50 each. 

Atomizers, tin, 1 quart, $3.75 per 
doz.; 1 pint, $3.00 per doz.; % pint, 
$2.50 per doz. 


SPRINKLERS (LAWN). — Demand 
fair; stocks well assorted; prices firm. 


Jobbers quote f.o.b. Cleveland: 

Sprinklers, Rain King, $2.33 each 
net; Pluvius, $16.00 per doz.; Foun- 
tain (ring style), $7.75 per doz.; 
Crown, $6.75 per doz. 


STOVE PIPE AND ELBOWS.—Prices 


guaranteed until Aug. 31, 1924. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 ‘joints, 
Security blued, 28 gage, 3 in., $3.35; 
4 in., $3.50; 5 in., $3.80; 6 in., $4: 


7 in., $4.65. 
Elbows, ea ig blued, corrugated, 
28 gage, 3 i i 15; 4 in., $1.25; 5 in., 


gl 6 in., "S15 7 in., $2.10, all per 
OZ 

Coal hods, RATE 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystals, 33 in., $21.25 
per doz.; 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 
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hape, 20 x 30 in., $15 per doz.; 24 x 
36 in., $16.65 per doz. ; ; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shape, 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz. ; 
30 in., $9.65 per doz. 

Crystal steve boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
doz.: 20 x 30 in., $9. 30 per doz.; 24 x 
36 in., $10 per doz.; 26 x 30 in., "$10.50 
per doz.; 28 x 24 in., $10.75 per doz. 


WINDOW GLASS AND ACCESSO- 
RIES.—Local distributors rushing full 
shipments of plate glass for stores, 
window glass for homes and the neces- 
sary accessories to the city of Lorain. 


Jobbers quote f.o.b. Cleveland: 

Window glass, first three brackets, 
single A and B, 86 per cent off list; 
over three brackets, same grades, 85 
per cent off list. Both sizes double 
A and B, 87 per cent off list. 

Lights, single and double, 85 per 
cent off list. 

Single AA paper wrapped, 85 per 
cent off list; double AA paper 
wrapped, 85 per cent off list; lights, 
me paper wrapped, 85 per cent off 
ist 

Putty, pure, in be Ib. lots, $6. 75 
per cwt.; in 25-lb. kegs, $6 per c 
in 100-Ib. lots, $5.50 per cwt. Com- 
mercial grade, in 12%4-lb. lots, $4.75 
per cwt.; in 25-lb. lots, $4.25 per cwt.; 
in 100-lb. lots, $3.75 per cwt. Glaziers 
points range from 20c. to 22c. per Ib. 


WIRE CLOTH.—Demand _ showing 
steady increase; prices steady; stocks 
satisfactory. 


Jobbers quote f.o.b. Cleveland: 

het cloth, 12 mesh, $2.10 per 100 
sq. ft. 

Galvanized wire cloth, 12 mesh, 
$2.65 per 100 sq. ft.; same, 14 mesh, 
$3.10 per 100 sq. ft. 

Black wire cloth, 12 mesh, $2.10 per 
100 sq. ft. 

Copper wire cloth, 14 mesh, $7.25 
per 100 sq. ft. 

we wire cloth, $5.25 per 100 
sq. It 


WRENCHES.—Demand fairly active; 
new prices for two weeks ago expected 
to hold. Stocks adequate. 


Jobbers quote f.o.b. Cleveland: 


Snap-On abe ae i No. 101, Master 
Service sets, $15.25 each; No. 202 
Heavy Duty sets, +4 80 each: No. 404 
Flexible Socket sets, $8.75 each: No. 
505B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all snap-on 
wrenches, f.0.b. Milwaukee, Wis. 
Trimo and Stillson take 70 per cent 
= ower Coes take 40 and 10 per cent 
rs) ist. 





Display Board to Help Wrench 
Sales 


With a view of assisting its retailers 
in the sale of its adjustable wrenches, 
the Diamond Calk Horse Shoe Co., 
Duluth, Minn., has recently developed 
a unique display board. The board has 
the ingenious feature of showing single 
end adjustable wrenches from 4 to 18 
in. sizes, as well as four double end 
wrenches, all displayed on a_ board 
which is only 16% in. wide by 24% in. 
high. The boards are made of five ply 
veneered oak, so that they cannot warp 
or spring, and have a strong easel at- 
tachment. They are handsomely finished 
in grained hard wood, lettered in or- 
ange and black and gold. The place for 
each wrench is outlined in gold, so that 
when one is sold off the board, it is easy 
to replace it from stock with a wrench 
of the right size. 

With its easel attachment, this dis- 
play occupies a space less than 16 in. 
square, so that it has a very large sell- 
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ing value in proportion to the counter 
or window space occupied. The boards 
are rich and elegant, an addition to any 
dealer’s display. 

These display boards should prove a 
great aid to the dealer in stimulating 
sales of different sizes. They are fur- 
nished free with assortments of 
Diamond Wrenches. 


Camp Fire Forks to Retail at 
Low Price 


The Clinton Specialty Works, Clin- 
ton, Iowa, is offering to the trade an 
excellent value in a set of four Camp 
Fire forks to retail at a popular price. 
These forks are 19 in. long, well 
finished and attractively packaged. 
They are especially popular with camp- 
ers, tourists and vacationists. They 
are just the article for roasting po- 
tatoes, apples, toasting marshmallows, 
roasting weenies, bacon, fish, etc. 





HAPPY BATTER 
Says— 


“I’m not Rogers Hornsby, 
but 1 am the Rogers 
Hornsby of our team. Ifa 
batting average of .356 
doesn’t prove it, I'll give 
away the best bat I ever had 
—my Louisville Mascot. 


“That bat gives me a Home 
Run Feeling every time I 
swing it. It’s a real bread 
winner. It’s responsible for 
a big part of my success. 
Man—it’s balanced to per- 
fection, and when it con- 
nects with the ball—the ball 
travels like a bullet.” 


Mr. Dealer—stock up on Louis- 
ville Mascots. Put them where 
the boys can see them. Let them 
swing them, and you’ll sell them 
like hotcakes, Try it and see. 
” 


HILTON-COLLINS CO. 
Louisville, Ky. 


Distributed by 

Louis Williams & Co. 

Nashville, Tenn. 
George Booth Rice 

1193 Broadway, New York City 
Herbert F. Ellis 

Bourse Bldg., Machinery Dept., 

Philadelphia, Pa, 


h 
. Jackson Bilvd., Chi- 


cago, Ill. 
Lippineott, Beall & Co., Inc. 
Sheldon Bldg., First & Market 
Sts., San Francisco, Calif. 
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Through unity of effort, 
large scale production, 
the elimination of waste 
through the use of ef- 
ficient machines, the 
hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for «+ 
over 50 years manu- 
factured rivets that are 







the recognized standard 
in their field. 
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house furnishing goods, cutlery, builders’ hardware, 
etc.—and as he would post himself thoroughly in this 
way on each line, naturally it kept Mr. Simmons him- 
self from becoming a back number in the business. 
He enjoyed this sort of thing. He did not think it 
was work and he took great pleasure and delight in 
writing these letters. Of course each letter, before it 
was printed, was turned over to the head of the de- 
partment to be checked by him. 

Then Mr. Simmons would gather up all the good 
stories that had a point that would apply to the busi- 
ness or the conditions of the times and he would use 
these stories in his letters. Salesmen, of course, in 
turn would use the stories with their customers. 
Mr. Simmons was a great believer in what he called 
“small talk” and he constantly told us things to talk 
to the trade about. For myself, as a salesman, I 
found these suggestions exceedingly valuable and I 
used to pass them out as strictly original to my cus- 
tomers! I was like Elbert Hubbard, who told me that 
something that he said was original because he had 
only heard it once before! 

I remember during a certain panic year that Mr. 
Simmons wrote us the celebrated story about the 
jumping frog. I think this story is a classic. It is 
just as good as Mark Twain’s story of the frog they 
filled with shot just before the jumping match. This 
story is so good that I am going to briefly repeat it 
here. 

That Frog Story 


It happened that two frogs fell into a jar of milk. 
They tried their best to climb up the sides but the 
jar was too slippery. One of the frogs cried out, “J 
give up. There is no use trying.” He sank in the 
milk and was drowned. The other frog, however, had 
more courage. So he said to himself, “J will not give 
up as long as I have any breath left in my body.” So, 
instead of giving up, he kept on kicking and swim- 
ming. After a while he noticed that his jumping was 
churning a pat of butter. This gave him hope. The 
pat of butter finally became so large that he was able 
to climb’up on it and rest. Then with a little more 
jumping he made it large enough and solid enough 
so he was able to get a good perch, and with a great 
leap he jumped out of the milk jar, making his escape. 

Of course, the moral of this story was that when 
everything goes wrong with us, when business is dull, 
when times are bad, the salesman should keep ajump- 
ing. He should not lie down in despair. In other 
words, with a man who does his best, something 
always turns up in his favor. 

Now, when I took the reins as president of the 
Norvell-Shapleigh Hardware Company, I also wrote a 
long monthly letter. I tried my best to make it in- 
teresting. There was one thing I never did and that 
was simply to hammer our salesmen, criticize them 
and discourage them without offering any suggestions 
as to how they improve conditions. Another thing, I 
never held up any salesman by name to ridicule. It 
was my belief that the best results in business come 
only from encouragement. You cannot humiliate and 
discourage a man and expect him to produce good re- 
sults. It is not in human nature. 

I not only wrote a monthly general letter but after 
a while a wrote a weekly yellow letter. These yellow 
letters took their name from the fact that they were 
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mimeographed on thin yellow paper. I also liked the 
name because at that time we were hearing a great 
deal about “yellow journalism.” These weekly letters 
of mine were all written in a very personal, informal 
and cheerful vein. In the letters I did tell in a joking 
way about some of the mistakes our salesmen made, 
just little, every-day mistakes that limited their suc- 
cess. Most of these stories I gathered from personal 
contact with the trade. 

For instance, I remember that a certain general 
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“He did not achieve success in his territory” 


merchant called on us. On having his account looked 
up, I found that he was only buying a few goods from 
us by mail orders. I asked this merchant why he did 
not buy from our salesman. “Well,” he said, “if you 
wish to know the truth, I do not care particularly 
about your salesman. You know, he had a habit of 
coming into my store and, while he was waiting for 
me to give him a hardware order—without being in- 
vited—he would open the candy case and eat most 
of my chocolate drops. Now, I just got tired of having 
that salesman fill up on chocolate drops, free gratis, 
for nothing, and so I told him to discontinue his 
visits. ” This was a sample of true stories that I 
told in these weekly letters. 

Here is a sample of another story. One of our 
salesman was a very bright, energetic fellow, but 
somehow he did not achieve a large measure of success 
on his territory. When one of his customers called, 
I pinned him down to the reason why he did not buy 
more goods from our salesman. “Why, Mr. Norvell,” 
said he, “if you must know the truth, this salesman 
has such a bad breath that I hate to have him come 
around. I do not buy from him on account of his 
breath.” Now, how many salesmen realize they have 
a bad breath. In one of these yellow letters I suggested 
to our salesmen that they ask their wives or sweet- 
hearts to tell them the plain truth about halitosis! 

These letters caused a good deal of amusement 
among our salesmen and they frequently read them 
to their customers. This led our customers to write, 
asking us to put them on the list for our weekly 
yellow letters to the salesmen. We mailed them to 
customers in a number of cases. The call for the 
letters constantly increased and this led me to wonder 
if there was not some method by which I could get 
out a little monthly booklet telling sales stories, talk- 
ing about our goods and in this manner reach our 
customers. At this time, and for some years before, 
I had regularly been reading Elbert Hubbard’s Philis- 
tine. Many of his articles were very timely and 
pungent. I wondered if we could not get up some kind 
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Patented Jan. 22, 1924. Accept neo infringement or imitatien. 


NO ODD LENGTHS 
LEFT -OVER 


It comes on reels 


On most kinds of weatherstrip a lot of your profit 
is lost in the left over ends. Wirfs’ HOME 
COMFORT WEATHERSTRIP comes in one 
continuous length of 500 or 1000 feet on a reel. 
It is insulated with a rubberized material that is 
moth and vermin proof. It will not deteriorate 
with age. 


Carpenters and home-owners endorse this strip 
as the most practical and economical strip on the 
market. The HOME COMFORT WEATHER- 
STRIP when applied to doors and windows 
forms a contact that is weathertight, waterproof, 
flexible, noiseless, and adjustable to wavy sur- 
faces and alignment; jt is also rustless, contains 
no metal and is therefore non-conductive of heat 
or cold. 


This is the time of year that home owners are making 
repairs and improvements. Get a reél of this weather- 
strip and display it on your counter. It sells easily and 
pays you a good margin of profit. Send for prices and 
samples. 


E. J. WIRFS 
128 S. 17th St. St. Louis, Mo. 


Sole manufacturer and patentee 
WIRFS’ 


HOME COMFORT 
WEATHERSTRIP 


Easy to apply—Simply tack on—Turn the corners. 
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This No. 30 Double Rack will display 
six wagons, or six autos, or six 
shoo-flys, or six cedar chests in floor 
space of two. 


DrrH nce. YO p 
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“Racks paid for themselves in increased 
sales the first two months, and now we have 
them for many years to come.” 


) 
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omep wn 





Order one today and see your sales increase. 








o} C.P. HENRY CO. AUBURN, N.Y jo 




















Brings Boat Owners 
to Your Store 


We guarantee every can of 
Jeftery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 


Our 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. 








It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 

We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts. 


L. W. FERDINAND & CO. 
150 Kneeland St. Boston, Mass. 








of Philistine magazine, just for our own trade. It 
occurred to me that the booklet should be small so it 
could be carried in the pocket, ready at any time to 
be read at odd moments. 

About this time I was also reading what Plato had 
to say about Socrates and about the Socratic method 
of argument. It seemed that Socrates would ask 
questions. He would get the other fellow to make 
certain admissions. Then when he had these admis- 
sions lined up he would say, “All right. You agree 
to all this. Then as so much is true, as a matter of 
fact, isn’t this other thing true also?” Socrates fol- 
lowed the algebraic formula that things equal to the 
same thing are equal to each other. Now, it is a 
curious twist in human logic that men are willing to 
admit certain things are true, but when you pin them 
down to the fact that if these things are true then 
other things must also necessarily be true, they are 
not willing to admit it. 

It occurred to me that if Socrates was one of the 
greatest thinkers of ancient times, possibly in our 
modern times we might also develop another great 
philosopher! Now, I wanted this philosopher to be 
of the common people. I did not wish any highbrow, 
efficient big-me-and-little-you stuff. I wanted my 
philosopher to be one of the common people and to 
write and speak with modesty, as one knowing little. 
I wished him to ask questions, just as Socrates did. 
Where could I get my philosopher? 


Enter “Mike Kinney” 


It was my custom after having lunch to finish my 
cigar sitting on a box out in our shipping room. I 
loved to sit there every day, smoke and chat with the 
teamsters and shipping clerks. As I would sit there 
and smoke, frequently our head teamster would come 
up and chat with me. Now, it happened that this 
teamster was named “Mike Kinney.” He had been 
doing the drayage for the Shapleigh business for 
many years. His father, another Mike Kinney, had 
done the hauling before him. 

Mike was quite a character and often we would 
discuss philosophical problems together. One day I 
had a brilliant idea. I said, “Mike, how would you like 
to be made the most celebrated teamster in the 
world?” “I have no objections,” said Mike. “Well,” 
I said, “if' you have no objections, I will just have 
your name copyrighted and I will write a little 
monthly magazine to the hardware trade over your 
name.” “All right,” said Mike, “anything you will 
write will go with me.” So I had found my phil- 
osopher. 

The next thing was to get a name for the publica- 
tion. As the days passed, I thought of many names. 
I would write them on a block of paper and look at 
them, but somehow they were not right. One day 
as I was talking to one of our salesmen I found my- 
self unconsciously drawing the picture of a gimlet on 
the pad of paper on my desk. Under it, without any 
mental effort, I wrote the words The Gimlet. Now 
when I did this, I was thinking about the salesman 
and the subject of our conversation. This work was 
absolutely subconscious. When the salesman had 
taken dis departure, I looked at the pad and I said to 
myself, “By gosh, there is the name for my magazine.” 

Then I thought out my plans for writing it—always 
to write from the bottom toward the top, always to 
confess ignorance, always to admit weakness, always 
to address my reader as the wise, far-seeing person! 
IT had a lot of fun thinking out these plans. 

One day, traveling on the express train from Boston 
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to New York with T. James Fernley, secretary of 
the National Wholesale Hardware Association, I told 
him about the magazine I expected to issue. “What 
is the price per subscription?” inquired Mr. Fernley. 
Again, subconsciously, I replied, “Well, I guess about 
twenty-five cents.” The Honorable T. James Fernley 
reached into his trousers pocket, took out a quarter 
and asked me for a receipt. He was the first sub- 
scriber to The Gimlet. I took his money before a 
single Gimlet had ever been written. I always be- 
lieved in prompt collections! 


Financing “The Gimlet”’ 


My next thought was, “How can I finance The 
Gimlet? It is going to cost lots of money to publish 
10,000 or 15,000 of these Gimlets every month.” So I 
took up the question with twelve manufacturers and 
without any difficulty these manufacturers agreed to 
pay us $100 per page for the advertising privilege. In 
other words, before The Gimlet was even written, we 
had subscriptions and we also had $14,400 worth of 
advertising sold. When I had gotten this far, I put 
up the proposition to our board of directors. I told 
them I would write The Gimlet but with one under- 
standing and that was that no one else in the busi- 
ness was to monkey with it except myself. I said I 
was perfectly willing to have every article read by 
one of our other directors, and if he thought anything 
in the article was dangerous we would cut out that 
part without any discussion. 

There were two subjects in The Gimlet that I made 
it a rule never to touch upon. One of them was 
religion and the other was politics. 

For six years I wrote The Gimlet. It was written 


almost entirely on my own time—at night, on holidays, 


Saturday afternoons and, I regret to say, very largely 
on Sundays. I think I can say with all due modesty 
that The Gimlet made a hit. We asked twenty-four 
cents per annum. This just about paid the postage. 
If a customer would not remit for The Gimlet we 
advised him we would put him on the charity list; 
possibly he needed the money more than we did. We 
were philanthropists; if he would not remit, we would 
send him The Gimlet free! Every article was signed 
“Original—thot out by Mike Kinney, Teamster and 
Editor.” On the front cover we wrote, “The gimlet 
is a small instrument with a point.” Then at the 
bottom of the page we wrote, “Damages 24 cents per 
annum—We need the money—There may be more 
numbers—That all depends—This is real second class 
stuff that pays first class postage—No post offices 
entered.” 

The Gimlet led to a great number of letters from 
all over the country from all kinds of people being 
addressed to Mike Kinney. Mike got up his own 
letter head on green paper and every one of these 
letters was scrupulously answered. It took a great 
deal of time but it was a lot of fun. 

It was curious to see subscriptions coming from 
foreign countries. On one occasion Mike Kinney was 
just ungentlemanly enough to write about Queen Mary 
of England. He said some things about Queen Mary 
that no gentleman of good taste and refinement would 
have said. However, what he did say must have struck 
the funny bone of some of the English nobility be- 
cause shortly afterward a solicitor in London sent 
real money and a long list of subscriptions. Most of 
these subscribers were connected with the English 
nobility. Just why they wished to read The Gimlet 


(Continued on page 82) 
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How We&§ 
Help You Sell More 





SASH CHAIN 


Persistent and continuous advertising to 
architects and builders has built up a new 
demand for sash chain. Advertisements 
similar to those appearing above are con- 
stantly educating your customers and mak- 
ing them buyers instead of prospects. 


You should stock Hodell sash chain and 
capitalize on the increasing demand. Strong, 
kinkless, noiseless, and rustproof, it replaces 
sash cord and makes a permanent job. 
Dozens of other uses for sash chain are 
found around homes at this time of the 
year too. 


Furnished on 500 ft. reels in solid bronze 
and also coppered, luminized and hot galva- 
nized steel grades. Standard type fittings 
in two sizes for light and heavy sash. 
Packed one-half dozen sets to a box. Prices 
and samples on request. 


Fas SHA PRYVVUETS £9 
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Suggested summer display of enameled ware 


HE music of cash registers 

vying with the singing of the 

birds makes early summer a 
season of joy for the hardware 
dealer, but the volume of pleasant 
sounds coming from the till is 
directly dependent on the thorough- 
ness with which the field of business 
epportunities is _ tilled. Careful 
cultivation of prospects who come up 
green every spring and summer will 
produce a crop of buyers. 

Now is the logical time for the 
hardware dealer to sell kitchen 
utensils. It is the open season for 
the housewife who is in the buying 
mood. She is busy window shop- 
ping and visiting the markets where 
fruits and vegetables are now to be 
found in abundance. She will want 
to prepare these delicacies in a 
manner to please the fancy of her 
“tired business man” and she will 
need new and efficient utensils for 
doing it. 

The man of the family is probably 
finding the “daily dozen” easily for- 
gotten for the joys of working over 
his own garden and of course he 
needs new gardening tools. The 
housewife has just as good a claim 
to new tools in her profession and 
you can supply her with them. 





When Nature is busy putting on 
a summer front an example is set 
which few human beings can resist 
following. “Clean-Up, Paint-Up” 
weeks are the direct outcome of this 
spirit and live merchants are profit- 
ing by it in all sections of the 
country. Why let this moyement 
stop with painting the front porch 
and removing ashes from the fur- 
nace? Why not carry it to the heart 
of the home—the kitchen? Now is 
the time to remind the home owner 
that the kitchen is the most impor- 
tant room in the house, especially 
when it comes to cleanliness. 

Just remind the housewife of the 
need for new cooking utensils and 
you will strike a ready response. In 
almost every home there are utensils 
which have outlived their usefulness 
and should be pensioned. Antiques 
are all right in their way and, indeed, 
they may be greatly prized, but the 
kitchen where sanitation is of 
primary importance is no place for 
antiques. 


Adequate Equipment Saves Money 


Many people have a way of get- 
ting along with inadequate equip- 
ment without realizing the time 
and labor which might be saved by 


| 


the expenditure of a few dollars. A 
few articles may have to do double 
service without being really suited 
to any but a few operations. The 
need to expand the kitchen outfit 
can be pointed out to these people 
and specific suggestions as to what 
is needed and why it is needed will 
help to put the sale across. 

No matter whether the housewife 
is of the so-called “old fashioned” 
type or the modern type, there is 
always an appeal to be used. Some 
will appreciate the factor of clean- 
liness and neatness, others will be 
more interested in lightening their 
labors by substituting old utensils 
for ones that require a minimum of 
cleaning. Point out how little it 
really costs, compared to other ex- 
penditures, to have a fine new outfit 
of enameled ware in the kitchen. 
Capitalize on the spring spirit when 
the new and the clean has the 
strongest appeal to all real house- 
wives, 

If you haven’t already cashed in 
on early summer cleaning remem- 
ber that enameled ware utensils 
serve as excellent equipment for all 
such operations and this idea should 
be kept in mind when selling such 
articles as brooms, vacuum cleaners, 
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The Early Heater Display 
Catches the Business 
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HE dealer who puts in early win- 

dow and store displays of Hedlite 
Heaters is sure to get the big bulk of 
this profitable business throughout the 
season. A surprisingly large number of 
people buy heaters early to insure hav- 
ing them ready for use should they be 
needed unexpectedly. Moreover, to 
display heaters now is to get the jump 
on competitors for their sales later on, 
for you will already have established 
yourself in the minds of purchasers 
as “The Place to Buy Heaters.” 
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HEDLITE 
HEATER 


How Hotpoint Helps You | 
Cash-In Early on This Ps es 
Profitable Heater Business | 7. Now $6.50 Seller 


Hotpoint gives you the best heater on the This new No. A31 Hedlite meets the demand 

market. Its special copper plated steel re- for a serviceable, low priced heater and will 

flector throws more heat for the current oy big — nn 6% penne SS Snes 
° ign; incn retiector; permanently attache 

ance go Bhay ee igen age geen neg unit. An exceptional valye. 

Hedlites have famous Hotpoint screw base Complete Line Meets 

heating units, welded steel guards, heavy All C ae 

asbestos and rubber insulated heater cords, ompetition 

cast iron, weighted, ornamental bases in A16—Pedestal Type, designed to fit in with 

several attractive finishes—everything in modern living room furnishings. ° 


fact that produces a most serviceable and A29—De Luxe Model, beautifully decorated 
in Antique Bronze, Florentine Relief or 


popular selling heater. Gad teere. 


Moreover, there is a complete line of styles A15—An exceptionally desirable heater at a 
at a range of prices which enables satisfying mame — i inch reflector bowl, 
, ng years of nation. ne mene 

er Se And lo an al A30—An efficient model, at a low 


advertising has established buyer confidence ie price; 12 inch bowl; 714 pounds; r 
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in the name “Hotpoint. Famous Hotpoint element. 
Write for prices and complete information 


EDISON ELECTRIC APPLIANCE CO., Inc. 


5616 West Taylor Street : Chicago, Illinois 


BOSTON - NEW YORK - CLEVELAND + CHICAGO + ATLANTA - ST. LOUIS - SALT LAKE CITY - ONTARIO, CALIF. 
Factories: Chicago, Illinois, and Ontario, California 


| 
Vi Also makers of a complete line of HOTPOINT ELECTRIC RANGES 
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A Survey 
Indicates 
Great Value 


Test by test—number of ad- 
vertisements, number of ad- 
vertisers, number of replies, 
calibre of replies, prompt- 
ness of replies, testimonials, 
frank statements—all these 
tests prove the strength and 
value of the Classified De- 
partment of Hardware Age. 


Hardware Age carries several 
thousand dollars per year in 
its Classified Advertising Col- 
umns. They are the weekly 
meeting place of Manufac- 
turers, Wholesalers, Dealers, 
Salesmen and all who seek 
the fine service its weekly 
classified columns render. 


If satisfactory results from 
this advertising were not re- 
ceived would Hardware Age 
maintain that yearly volume 
of purchased classified ad- 
vertising ? 

When you want to buy or 
sell a Hardware business; get 
new sales representatives; re- 
quire help; want a position; 
when soliciting desirable 
sales accounts or have any 
“want” that is “hardware.” 
you hardware men can get 
action and satisfaction by 
using and reading our “want 


ads.” 


See Section and Rates 
in Back of This Issue 


HARDWARE AGE 


239 W. 39th St., New York City 
ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 
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brushes, etc. Probably the most 
indispensable article for cleaning 
operations is:a pail, and, as every 
good housewife knows from exper- 
ience, two pails should be used—one 
for scrub water and one for rinsing 
cloths and sponges. Sell pails in 
pairs and sometimes in different 
sizes, for many housewives prefer 
them that way. 

During every annual cleaning 
there are hundreds of steps to be 
taken over the house, many of them 
are wasted and could be dispensed 
with if a tray were used to carry ail 
the various articles such as cleansing 
preparations, cloths, and the like. 
Such things as disinfectants and 
cleaning chemicals can be handled 
conveniently in enameled ware bowls 
which are particularly well adapted 
for the purpose by virtue of having 
impervious surfaces and being un- 
affected by chemical solutions. 

In preparing these solutions and 
in handling the very hot water 
which is often needed, nothing is 
more convenient than enameled ware 
pitcher, particularly because the 
handles and noses can stand all 
manner of hard usage. For the 
proper cleaning of ornaments and 
vases, and for the most comfortable 
washing of lace curtains, a large 
sized enameled ware dishpan is 
ideal. 


Selling the Newlyweds 


There is one spring and summer 
prospect which gladdens the heart of 
every hardware merchant. This 
prospect is the June bride. Smile 
as you may, there is no prospect so 
deserving of attention. Not only 
does the Newlywed buy more at one 
time, but having started her marital 
career with you she can quickly be 
made a repeat buyer. The, more 
help you give her at the start the 
more likely she will be to come to 
you when more utensils are needed. 

There’s no time like the wedding 
time for selling enameled ware, for 
then the bride’s mind is filled with 
plans for equipping the home. 
Household goods are necessities and 
are bought without a qualm, later, 
although needed just as much, the 
same articles may become to be con- 
sidered luxuries. Start the bride 
off knowing what good ware is and 
she will never be satisfied with any- 
thing less. 

The bride may experience some 
difficulty in knowing what articles 
are necessary and what are rela- 
tively unimportant. If you can help 
her to spend her money wisely you 
will earn her unending thanks. 
Cooking may be a well-known art, 
in which case she will know her own 
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mind but may need to be shown the 
latest in ware. If the régime of 
fallen cake and pure gutta percha 
biscuits is on the horizon you can 
keep her from buying a lot of 
knick-knacks which the sight of a 
lot of “dinky little white things in 
funny shapes” may stimulate. 

If the young woman is starting 
with a clean slate and has to buy a 
large number of pieces anyway, why 
not offer a complete assortment at 
an attractive price? Such as com- 
bination would include a tea kettle, 
coffee pot, dishpan, rice boiler, two 
or three saucepans of various sizes, 
pudding pan, mixing bowl, spoon, 
pail, windsor dipper and colander. 

When the housewife and bride are 
out window shopping give them a 
treat. Make them see how essential 
the various enameled ware articles 
are in their particular kitchens. In 
any display neatness and clean ap- 
pearance are vital to making a 
strong appeal and a window given 
over to this one kind of merchandise 
will be more profitable than the dis- 
playing of a singie piece in the midst 
of a lot of miscellaneous articles. 
The very character of the ware lends 
itself to a clean and neat display and 
the effect can be enhanced by a little 
care and attention in the arrange- 
ment. 


Waite Hardware Holds 
Reunion 


Employees of the Waite Hardware 
Co., Worcester, Mass., last week held 
their annual reunion and field day at 
Beacon Park, Webster, Mass., devoting 
an afternoon to the outing. The trip 
from the store to the park was made 
in automobiles. Various games were 
run off shortly after the employees ar- 
rived at the park, and a ball game be- 
tween teams captained by Arthur 
Trainor and Raymond Vassar. J. Vin- 
cent Burns was chairman of the enter- 
tainment committee. J. Harold Mc- 
Kinstry, president of the Waite Asso- 
ciates, assisted in running off the 
sports. F. A. Chamberlain, president 
of the Waite Hardware Co.; — 
Parker, vice-president; T. Harry Mur- 
phy, treasurer of the hardware firm, 
were guests of the Associates. 


Breck & Sons Lease 
New Building 


Joseph Breck & Sons Corporation, 
51-5 North Market Street, Boston, has 
leased for a long term of years a 
five-story brick and stone building at 
83-85 State Street, that city, which 
extends through to Doane Street in the 
rear. The building recently was ex- 
tensively renovated. The company also 
has leased a warehouse property on 
Lewis Wharf, Boston. It has been in 
its present quarters for more than 100 
years. 


Reading matter continued on page 86 
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Why Most Jobbers Sell Coes Wrenches 


Jobbers, like everyone else, are human—they re 
not in business for their health, but to make money. 


No jobber is going to handle wrenches for which 
there is little or no demand. 


The great demand for Coes Wrenches has been 
built upon quality and this quality has been kept up 
in Coes Wrenches since they were first placed on 
the market, ’way back in 1841. 


Everyone who has tried a Coes Wrench has 
found it satisfactory and for this reason has recom- 
mended it to others. 

When millions of users are all praising the same 
make of wrench it is not surprising that people want 
and demand it. 

Such a demand means increasing sales and turn- 
over and that’s why most jobbers sell Coes 
Wrenches. 


Are YOU sharing in the profits? 


COES WRENCH COMPANY 


“In Business Since 1841” 
Worcester Mass. 





Selling Agents 


J. C. McCARTY & CO. 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 
FENWICK FRERES 8 Rue de Rocroy, Paris, France 








One of three newspaper ads 
that feature the small cost of 
Northwind. 


That Message brings ’em in 











A Hundred 








THE NORTHWIND DISPLAY 
—shows the fan—suggests action 
—tells the price—gives the guarantee 
—makes the sale 


50 Church St., 
New York City 


Distributors 


Ready to fill = 
your orders for~ 








The Best Little Fan 


There’s a distributor near you! Wire (our expense) for his name. 


The Emerson Electric Mfg. Co. 


2018 Washington Avenue 


St. Louis, Mo. 
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Washington News 


(Continued from page 49) 





“The urban community is now be- 
ginning to taste the results of over- 
expanded producing capacity,” the de- 
partment says. “The textile, auto- 
mobile, railway equipment and many 
allied industries are in the position 
recently familiar to wheat, cattle and 
hog producers of being ‘all geared up 
and no place to go.’ Credit demands 
have grown so light that money is now 
relatively almost as cheap in New 
York as hogs in Iowa.” 

The effect on agriculture of the wane 
of the industrial boom is open to 
speculation, the department points out. 
For two years farmers have had an 
unprecedented domestic market, but 
the outlook this fall is not so good. The 
weight of informed opinion, however, 
is that in the immediate future farmers 
as a whole stand to gain more from 
cheaper labor and materials than they 
are likely to lose by a narrower market 
for lamb, butter, or semi-luxury prod- 
ucts. 


Education Needed in Retailing 


The need of education in retail sell- 
ing to elevate the plane of merchandis- 
ing was emphasized by Alvin E. Dodd, 
manager of the Department of Domes- 
tic Distribution of the Chamber of 
Commerce of the United States, in an 
address before the National Education 
Association delivered during the past 
week. 

Mr. Dodd cited the example of tha 
canners and food manufacturers who 
conducted a series of lectures for the 
instruction of salesmen in the retail 
groceries of a large city. This course, 
he said, was organized and conducted 
by the local retail grocers’ association 
and was of particular interest because 
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the demand for it originated not with 
the manufacturers who were trying to 
sell but with the distributors of com- 
modities for which there was a ready 
demand. 

“There is no reason for supposing,” 
said Mr. Dodd, “that sales people are 
ignorant wilfully and, if this is true, 
it should be true also that they would 
welcome information about the articles 
with which they live at least one-half 
of their waking hours and on which 
their livelihood depends. Certainly a 
knowledge of their merchandise could 
not detract from their ability to sell 
but on the contrary should increase it. 

“We are justified, at least, in be- 
lieving that any plan which raises the 
standard of knowledge will result at 
the same time in raising the whole 
plane of retail merchandising.” 


Hidden Demonstrator Assailed 


War on the hidden demonstrator is 
being waged by several important 
trade associations which have accepted 
the view point of Federal Trade Com- 
missioner Nelson B. Gaskill who takes 
the position that it is the duty of the 
retail merchant to protect the interests 
of the consumer and to supply him up- 
on request with reliable information 
concerning the goods offered for sale. 
Two organizations that have recently 
gone on record against the hidden 
demonstrator are the National Retail 
Dry Goods Association and the Ameri- 
can Manufacturers of Toilet Articles. 

There is still, however, a difference 
of opinion between certain merchants 
and manufacturers and the Federal 
Trade Commissioners regarding the 
function of the demonstrator. The 
former take the position that so long 
as the demonstrator is not hidden but 
operates under conditions which convey 
to the consumer the information that 
the employee so engaged is compen- 
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sated by the manufacturer of the goods 
demonstrated no harm is done, while 
the trade commissioners insist that 
there is no legitimate field for a demon- 
strator who is employed merely to push 
products which require no explanation 
as to their character or method of 
use. 
Demonstrator’s Field Limited 


Commissioner Gaskill concedes that 
a demonstrator is legitimately engaged 
if employed to explain the method of 
operating a washing machine, vacuum 
cleaner or other device not readily 
understood by the purchaser, but that 
there is no justification for a manu- 
facturer to pay a saleswomen in a de- 
partment store for pushing his per- 
fumery or face powder as against the 
products of other manufacturers of 
similar goods. 

Many manufacturers take the posi- 
tion, however, that a demonstrator may 
be legitimately engaged in pushing 
toilet goods, for example, if properly 
badged to indicate to the customer of 
the store that she is really in the em- 
ploy of the manufacturer whose goods 
she is exploiting. In such a case the 
saleswoman should wear a badge bear- 
ing an appropriate legend such as 
“Representing the John Smith Per- 
fumery Co.” or “Demonstrating 
Smith’s Perfumes.” 

The American Manufacturers of 
Toilet Articles have agreed to badge 
their demonstrators by Aug. 1 and the 
experiment thus planned will be fol- 
lowed with interest by all manu- 
facturers and distributors. The badges 
employed will be_ sufficiently con- 
spicuous to be easily read across the 
counter and will leave no doubt in the 
minds of customers as to the bias of 
the employee who, when called upon 
for one of Smith’s products, offers one 
made by Jones with the assurance that 
it is “just as good.” 








Builders’ Hardware from the Ground Up 


(Continued from page 36) 





from the bath 2 ft. 4 in. by 6 ft. 8 in.; three bedroom 
doors from closets 2 ft. by 6 ft. 8 in.; one hall door 
from closet 1 ft. 8 in. by 6 ft. 8 in.; one pair of hall 
doors from the linen closet. The line across this 
opening indicates this door does not extend to the 
floor and there may be a drawer under the doors (see 
“mill work” and “details”’) ; one bathroom door from 
the linen closet, which is quite narrow but appears 
to extend to the floor; one medicine closet in each 
bathroom. In a house of this kind the medicine 
closets probably have wood doors, with mirrors, al- 
though in many houses the medicine closets are of 
steel and are bought complete and set in. 

Now for the windows. In the sun parlor there are 
eight pairs of casement sash (see front and side 
elevation). These, no doubt, open out so they will 
be weather proof. There are three double hung win- 
dows in the living room; one in the dining room; two 
in the breakfast nook; two in pantry and kitchen; 


six in the bedrooms; three in the baths, and two in 
the hall. The elevations show all these to be double 
hung. On the second floor each window has a pair 
of shutters on the outside—as seen on the “elevations.” 

All the above “openings” will be made into a list 
and from this a list of the necessary hardware will 
be made. 





Forty Years of Hardware 
(Continued from page 77) 





PUPSOPERSTDDOATORTESECGLGTRCEEE GUDORODETOTTERIOOD ST Cece sateetatital 


T could never understand, but from year to year their 
subscriptions were renewed. 

In the early part of 1911 I planned to go to London 
and see the coronation of George V. and Queen Mary. 
This took place on June 22, 1911. I was there and 
saw the show. Before leaving I arranged to have all 
of my mail sent to me care of Brown, Shipley & Com- 
pany, bankers, in London. 





(To be continued) 
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Easy to Attach—Holds Door Securely 


Slight Pull of Chain Releases Lock ~—-__ “aN e 
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This necessary fixture for every garage is simply and quickly installed 
with a hammer and screw driver. It holds the door open against the 
strongest winds, absolutely preventing the possibility of the door swinging 
and damaging the car. The lock is released with one slight pull of the 
chain. A dependable holder to save time and trouble every day in the 


year. 


GRIFFIN GARAGE DOOR HOLDER 


(Catalog No. 1914) 


Adapted to either right or left hand by merely reversing the keeper. Each 
part is carefully made of wrought steel to stand its share of strain. Is 
strong enough to hold the heaviest garage door made. Finished in Japan 
or Galvanized, and packed with screws and full instructions for attaching. 
No garage is complete without them. 


For Use on Public Buildings 
Churches, theatres, schools, or any public buildings having doors opening 
out represent another large market for this remarkable product. Write 
for complete details today. 


o 
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GRIFFIN MANUFACTURING CO. 


®@ § warenouse WAREHOUSE 
45,Warren St.NewYork ERIE,PENNA. 74W.LakeSt.chicago, Itt. 


Good Bye! 


FLAT RAIL HANGERS AND TRACK— 
A THING OF THE PAST 


There was a day when every dealer was satisfied with the open 
style of hanger and track. He had to be, for there was no other 
kind. But today conditions are not the same. Dealers are looking 
for something better and more efficient, and FrantZ offers its latest 
hanger—No. 30% “Rollaway”—and “Rollaway” Track to fit the 
demand. 

A simple subtraction brings to light the 
advantages of the new over the old. A 
covered track; a hanger with roller bearing 
wheels ; unlimited service; satisfaction guar- 
anteed—all for the same money that you 
used to pay for the inefficient type. In 
other words, a builder can enjoy the ad- 
vantages of the latest improvements without 
that privilege costing him a dollar or even 
a part of a dollar more. 

Write us for a catalog and descriptive literature. 


“RANT 
Manufacturing Co. 
Sterling, Illinois 


“Distinguish the Hardware by the Label” 























No. 3012 “Rollaway” Hanger 











Application 
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Cyclone 
FENCE — GATES 


STYLE “F” FABRIC FOR WOOD POSTS 
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' ORNAMENTAL WALK GATES 
Sell Cyclone “‘Red Tag’’ Fence Cyclone Fence and Gates are built in 
and Gates — the nationally a variety of heights and handsome 
advertised line. Be sure of designs for any purpose. Write 


Furnished in pleased customers — volume office nearest you, Dept. 29, for 
10 and 20-rod . 
Rolls sales—steady profits. complete catalog and discounts. 


CYCLONE FENCE COMPANY 


FACTORIES AND OFFICES: 


@cione Waukegan, IIl., Cleveland, Ohio, Newark, N. J., Fort ‘Worth, Texas, 
RedTag The Mark Oakland, Cal. (Standard Fence Co.), Portland, Ore. (Northwest 
Dae) Of Quality Fence and Wire Works) 


PRUPERTY PROTECTION PAYS 
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-\BABCOCK | 


SPRUCE LADDERS | 


y) 


Ladders That Sell Quicker 
and Last Longer 


The dealer has found from experience that a Babcock Spruce 
Ladder will sell more quickly in eompetition with other ladders. 
A Babcock Quality Ladder is recognised instantly by workmen 
as a ladder that will stand up under severe usage. 


You'll make no mistake in stocking ‘ Babeock Spruce Ladders. 


Everybody uses them—painters, carpenters, masons, mechanics, 
farmers, housewives. There’s a style and size for every purpose, 
and we pay the freight and ship promptly. 


Write for prices—today. 


W. W. BABCOCK CO., Bath, N. Y. 
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OVER FIFTY YEARS 
OF CONTINUOUS MANUFACTURING 1S THE 


GUARANTEE 


BACK OF 


WICKWIRE PRODUCTS 
SCREEN WIRE CLOTH 


CorTLAND PAINTED Wi1RE CLOTH WHITE METAL FinisH W1rRE CLOTH 
WICKWIRE PREMIER WIRE CLOTH WickKwIRE BRONZE Wi1RE CLOTH 


Gray-Wick WiRE CLOTH 


POULTRY NETTING AND FENCING 


Hex. Nettinc “Wickwire BRAND W W Pou ctry FENCING 


GRADUATED POULTRY FENCING 


OTHER WIRE PRODUCTS 


Wire Rops Wire Nails WIRE Wire STAPLES 
METALLIC Coat SIEVES Corn PopPeRS DisH Covers 
CopPERAS OR SULPHATE OF IRON 


WE MAKE SPECIALTY IN WIRE NAILS PUT UP IN \% to 25 Lb PACKAGES 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A 


ERS 


T won't be long until harvest 
operations are on in earnest, but 
there is still time to have a com- 

Foo plete stock of Myers Hay Unload- 
ing Tools on hand ready to meet 
the many calls for them which are 
sure to result from the out-of-the- 
ordinary grass and hay crops 
which will be harvested over wide 


areas of the country this year. 








SURE 
LOC 









Sling Unloader 





oeeeee 
teeeee 





You are familiar with the Myers RETURN ROPE 


ro line — Unloaders, Forks, Slings, 
oe Pulleys, Tracks and _. Fixtures. 
Al “Honor-Bilt,” long lasting, easy 
operating, their high quality and 
dependability is reflected in full 
measure by the service they render 
those who depend upon them to 
unload their hay, grain, fodder and 

similar crops. 











If you are not acquainted with ; : =. eed Ss PZ 
Myers Hay Unloading Tools and . ¢ ; HAY TOOLS aon HANGERS 
the prices and terms governing 








their sale, ask us today for catalog 
ae and information. Orders by mail, 
Sa. | | telephone, or telegraph will receive 
aoe | prompt attention at this time, but 
so this condition may not exist later 


in the season. 


-E.MYERS & BRO. 


LAND PUMP AND 
AY TOoOL, VVORKS 
ASHLAND, _-= 

On! ©. Cis 


ROPE TO 
TRIP CAR ¥ 
TOANY \ 
ELEVATION 
OF LOAD 


FOR STEEL OR 
WOOD TRACE 
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Tn MU A 
The Stick to “One Brand” 
Customer 


You’ve met his kind. He won’t buy anything, 
unless it has been tried and proved worthy. 


The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 


Naturally he says: “Perfect Brand’ when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Your Jobber does—he knows. 





A MN ANNO MN ML TM UIN TAM MUMIA AN 
Ludlow-Saylor Wire Co. 
Painted St. Louis Missouri ’ Galvanized 




















this is some tool! STAR 


Show the Simore screwdriver or combination knife and 

screwdriver to your customers, let them see just how handy 

and well built a tool it is, and then you'll hear “this is 

some tool.”” Right after that the cash register will make a 
noise you like to hear. 

Each tool has three blades in the handle always ready for 
use—the maces are ~~ and ag ogy by gravity action O ‘ f f f 
through the chuck and cannot ost or misplaced—you 

change blades almost instantly. ur concentration Of e ort 


Every gow gt you ——— y age y ” have one, be- for forty three years in one 
ae ee direction evolved the present 
: Star Hack Saw. 


















Write for full information about these tools and 
the Simore Automatic Trysquare. 


The Simon & Skidmore Mfg. Co. pace CLEMSON BROS., Inc. 


Dept. 1-7, Santa Ana, California 
Middletown, N. Y. 


SIMORE TOOIS SEIT. ~ We have something to tell you about hack saw 
blades. Write for booklet. 
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Excellence 
Without 


Extravagance 


Schatz “Commercial”’ 
Annular Ball Bearings 
are intended for locations 
where a true anti-fric- 
tion bearing is required, 
but where the duty is 
not severe and where 
economy is essential. 


However, they should not 
be confused with various 
crudely made bearings. The 
exclusive three - contact de- 
sign gives to “Commercial” 
bearings high efficiency and 
long life, and enables them 
to sustain thrust loads in 
either direction up to 50% 
of their radial load capacity. 





USE 
Commertial 


ANNULAR BALL BEARINGS 








In Your Product 


A new catalog gives the only 
published data as to load capaci- 
ties and the uses of the less ex- 
nsive grades of annular ball 
earings. Send for it, and also 
discount sheets and samples. 


The Schatz 
Manufacturing Co. 
Poughkeepsie, N. Y. 
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ALK to a man who has 
tried Revere Cords and 
you meet a man who has 
found what he wantsin tires. 


Revere Cords are making 
permanent friends every 
day. 


Car owners find them a 
constant, dependable bigger 
money’s worth. 


Revere value is again em- 
phasized in the new 30x3'2 
inch R-Tread Clincher 
Cord. Additional sales for 
the Revere dealer. 


REVERE RUBBER COMPANY 
1790 Broadway New York 
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SCREWS 
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(Reg. U. 8. Patent Office) 


. WOOD SCREW CO. 
Continent New Bedford, Mass. 
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IRON. BRASS 


“<mexeven Sy 


NIN so . 
























It isn’t herd. 
resolves itself to 


hand, preventing 


en ee Oe eee ae 


bore their way through hard, knotty, 


LIDSEEN Fcec:--00ILERS 





OILERS 


It is possible for the consumer to purchase a small 
sized oiler as cheaply as twenty-five cents. However, 
in so doing, he cannot expect to receive merchandise 
which will give satisfactory service for any length of 
time. Both consumer and merchant are losers—the con- 
sumer, because he is dissatisfied—and the merchant be- 
cause he loses the consumer’s good will. 


| 
LIDSEEN POSITIVE FORCE FEED OILERS and G. L. 
ALL WELDED PUSH BOTTOM OILERS are high-priced 








Sets of 9, 11, 17 bits are fur- 
nished In compact casee for 
the convenience of the user. 





Every mechanic needs the entire set in his 
® question of selling him once or seventeen times. Bring ollers—BUT—They Are Guaranteed to Give SATISFAC- 
TORY SERVICE for a TIMB. 

Made pf heavy steel and all welded, they will stand 


severe abuse and operate under all conditions. 


loss, ete. 


Ask your jobbers’ representative 


2 i sess .tesssestesssssssse 


faving fae hole and clean, polished surface. —_ or ask us 

us you catalogues. Order through jobber or direct. 

ear ts a LIDSEEN PRODUCTS 
TORRINGTON, CONN., U. S. A. 832-840 So. Central Ave. Chicago 














Patented 








Patented 


Quality Fittings Mean Hose Efficiency 


THE SHERMAN WROUGHT BRASS HOSE FITTINGS 
have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 

turing. It is to your advantage to carry the best. 





Sherman Hose Couplings are made of The New Diamond Nozzle. Surpasses 
heavy wrought brass — accurate ma- any nozzle heretofore offered to the 
chine cut threads—deep, clean corru- Trade. It is larger and will throw a 
gations. A high quality item. Made stream farther and more even. A per- 
in hose sizes—3%", 14", 4” and % . In fect spray is always assured. Made in 
cartons for stock. 34" size only. 





H. B. SHERMAN MFG. CO., Battle Creek, Mich. 
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| No. 232, % tn 


No. 234, 1% In. Special Washer No, 233, 1 In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 








No. 231, % in. 
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Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 


oe aging 


All genuine Armstrong stocks and dies 
heavy rust-proof joints, ends protected 


by metal tips, rigid when opened full bear this trade-mark: 
length, our Folding Rules will fully 
satisfy your trade. Investment small; 
turnover quick; profit good. 


Have you our Hardware catalog? It’s 
a book of many sales. Write for it today 


EUGENE DIETZGEN CO. 


Right goods at right prices Be Sure Your Get the Genuine 
continuously since Year 1885 





Anchored at four points 





BS 1 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 

















O-B BRAND ckciks 


From heads to points our O-B Brand Cut Tacks represent the best 
tacks possible to manufacture. 






The same holds true of our Basket, Clout and Trunk Nails. 


If your Jobber doesn’t carry them, write us direct. 


Manufacurers— Baur Tack Company —dianapolis, ind. 
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Real Improvements 


Real improvements in these B. & 
C. Wrenches. That’s why they sell. 
Bars are forged from open hearth 
steel with oval front and back, giving 
additional stock and strength. Screw 
is of solid high-grade steel. Handle, 
Frame and Bolster are one — 

powerfully braced. They make goo 
BEMIS & CALL CO. on the job where others fail. Write 
Springfield, Mass., U. S. A. for prices. 




















O matter what 
the article you 
are manufacturing is, 
you want it to look 





The real quality timer for Fords. tter 

Built on a different and better be : than rated other 
principle of Ford ignition, and article of its kind on 
proven by tests over a period of the market. 


seven years. 
You want it to pos- 
sess some quality 
that will make it 


The Turner 2 in 1 Timer eells 
fast and stays sold. It brings 
the dealer a fair margin of profit 
and builds good will for him 





among his most exacting cus- more distinctive than 
tomers. List price $3.75. ; the rest 
Pat'd 2-15-16, 9-18-23. . 
unior Model with all Bakelit i . . 
ST Gein Wh of ile oe eee No doubt it IS better but your trade is not 


TURNER INSTANT going to know it unless you tell them so. 


FOOT ACCELERATOR 


Warren’s Display Container 
A simple, convenient auxiliary y 

throttle installed almost instantly by : . , is ial . 

“tin, Sallie cetin aed will not only give your article a distinctive ap- 
throttling in traffic. No wires, pearance but it will also put your story across 


cables or spring devices to shake in a way that is bound to produce results. 
loose. Does not interfere with 





i operation of hand throttle. Large, 


handsome foot pedal and foot rest. , 
aoe @ aye aid 


Ask about the attractive 2 in 1 


ATR ore se cccerseaen FOLDING PAPER BOXES 











TURNER MANUFACTURING CO. EVERETT, MASS. 
DEPT. E. KOKOMO, INDIANA 














“Entirely Satisfactory in Every Way” 


—writes a prominent Manufacturer 


Kalkaska Handles 


have satisfactorily met this large Metal Products Manufacturer’s 
demand for high quality Curry Comb Handles. There’s an added 
distinctive feature to the product that is “Kalkaska” equipped. 


Whatever your handle problems may be “Kalkaska Turnings” will 
successfully meet your requirements. They are smooth and uni- 
form, with dependable long-life qualities. 

The above manufacturer’s name upon — est along with other 
“Kalkaska” information you may desire rite today. 


Kalkaska Handle Co., Kalkaska, Michigan 
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Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 








Mate © Office and Factory Eastern Display Rooms 
00 Wabash Ave. 20 Vesey St. 
Wesneien Ohio New York City 
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Get site People 
into your Store and 


An investment in a doz- 


en White “Can’t Splash” 
itvngeettie | PROTECTION 
on our “Silent Sales- 


man” display rack in a 






prominent part of your That's what customers get with the 
store will turn itself lico Dead Bolt Night Latch. One 
6 to 12 times a year. turn of the key backwards in this 
Your customers are look- latch locks both bolt and inside 
ing for something to knob. Once locked there is no forc- 
eliminate the drudgery ing back the bolt or opening the 
of hand mop wringing. door without the proper key. Big 
seller for homes and stores. 
| The display card on the 
rack attracts attention We also make over 1,000 styles of 
as they enter your store, Key Blanks. Write for Catalog 6 
the wringer is there fos them to examine—sales result and Prices. 


quickly. White Mop Wringers and free Silent Salesman 


are stocked by jobbers. (i) [NDEPE DENT OCK CO. 


Let us tell you more about White “Can’t Splash” Mop Wringers 
and how to make them a leader in your store. Write us direct today. Leominster Mass., U os A. 


WHITE MOP WRINGER CO., Fultonvill e, N. Y. Manufacturers of ot in- Padlocks, and 
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“9, 9 STANLEY 
Ay BOX STRAPPING 


= — #: No. 3000 “Twinrold’—Self-Tightening 


800 feet, is coiled double and has great 
— taste stsength. The ribs allow naile to be driven o> 
liquely, taking up the slack and dra drawing the strap tight. 


THE STANLEY WORKS 
New Britain, Conn. 
New York Chicago SenFrancisco Los Angeles 


Menelacteses of Wrought Hardware 
d Carpenters’ Tools 








\ 
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place when in use. 
Sockete mow Bah for 
close work; guaran- 


THE HAMMER teed agoinst break- 
age. List price, $1.50. 


———ed | 1 oe Seeiieas SETS 












6 99 with cold-drawn sockets come in combinations covering 

Robertson Horse 0e agnet ammers every wrench requirement of mechanics and car owners. 

a, Sets mead Bag ng nage J all ones of aaa 

. . . grade mechanics’ tools e handiest possible combina- 

high grade line with a good profit to dealers and tions. Write for booklet and proposition to the Dealer. 
jobbers. Catalogues and discounts on request. 

Silver Medal (Highest Offered) Panama-Pacific Exposition THE ALLEN MFG. CO. m a aD CO a 


ARTHUR R. ROBERTSON, 94 Portland St., Boston 


























Turner is NOT an ordinary torch 


If it were dealers would not be ‘‘repeating”’ 
so regularly—men would not be giving it so 
great a preference! 


OVER 12 MILLION CARS AND 
TRUCKS REQUIRE SERVICE 1 


Good wrenches—the right wrenches—are es- 
i i - has 11 i ll exclusive 
sential to good service. , has 11. patented rsne To "your wean sive 


This is where the Walden-Worcester design - Mihe world’s fastest ‘selling, blow. torch.” 
comes in—wrenches that fit the location as well 





ESP a 





Your trade needs the safety which only 
Turner guarantees; its 400° hotter flame; 
its unmatched efficiency on present-day fuel; 





— Bowe et gout compet ael gout" trae 
Write or wire your jobber 
Turner Plumber's Tinnze Bi OUTSELL others. 
WALDEN- WORCESTER 


yo) aie Bt. The World’s Largest Ex- 
Los Angeles: Rice-Hitt Co., 416 Hibernian Bldg. elusive Manufacturers of 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bidg. Torches, Fire Pots 
New York: The Turner Brass Works, 36 Murray St. and” 


incorporated 
General Offices and Factory 
475 Shrewsbury Street 
Worcester, Mass., U. S&S. A. 
































RUSSELL JENNINGS’ 
SOLID HEAD EXPANSIVE BIT 





BINATION 


























ie co Creeping of the bit cutter is absolutely pre- 
SOLDERING AND TINNING FLUX vented. Precise adjustment is remarkably 
ef Fay sells meneny and ee 7 Sy aula 1 It kB _ best easy. | 
corresive ‘and. will “net fajure men or metals. ee They are made with both SQUARE 
Order from your jobber or SHANK and PRECISION SHANK. 
THE RUBY CHEMICAL CO. The Russell Jennings Mfg. Co. 
68 McDowell St. Columbus, O. CHESTER, CONN. 
— 
Through our national advertising we have : . 
convinced poultry people everywhere that it G. F ° Wright Steel & Wir € Co. 
pays to Manufacturers of 


Stop Hatching Weak Chicks UPERIOR 





with cheap incubators and to 
hatch strong, healthy chicks that 
live and grow with Queen Incu- 
bators. Ask us how we can help 
you sell more incubators. 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 


QUEEN INCUBATOR COMPANY a Hex Mesh Poultry Netting 
\ 1124 North 14th *. Lincoln, Nebr. WORCESTER, MASS. 





























July 10, 1924 


, : ; he <r oh Ae AS vw a 
NO MORE SVESS WORK IN RAZOR BVVING - 





Sell More Razors by Using the Genco 


Silent Salesman Case 


100 Per Cent Profit on Every Razor Sold. 
Nationally Advertised and Absolutely Guaran- 
teed. 


This Assortment Consists of 12 of the Best- 


Selling Razors in the Genes Line. 
These Assortments Can Be Procured Through Your 
Jobber. If He Cannot Supply You, We Can. 


GENEVA CUTLERY CORPORATION 
Geneva, N. Y. 


HARDWARE AGE 
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— a hardware man of any 
sort comes into The Mechanics & 
Metals National Bank of New York he 
Here he meets friends who 
know how he does business, who know 
what he wants and who know how to 
provide for those wants. 






is at home. 








Let us demonstrate our knowledge of 
your business the next time you come to the 
city, or write us and permit us to visit you. 








a 








THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 









Barnes Wall 


The “Puritan” Kitchen 
Pump is finished in attrac- 
tive bright red with deep 
bronze trim and nickel 
plated brass cylinder. Oc- 
cupies only waste space 
near sink. 

Write us for prices and 


description of complete 
line. 





Mansfield, Ohio 





The Barnes Mfg. Co. 


Bracket Pumps 





Ensign Bickford is the “a 
safety fuse—tested and tried 

time and experience. 

We manufacture various 
brands of fuse, amon 
which you should fin 

one adaptable for your 
work. 


SAFETY 
FUSE 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 





ii 
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Ice Tools and other equipment 


for every ice handling purpose. 
A large stock always on hand 
to promptly meet your re- 
quirements. 

Write for complete price list, 
discount sbeet. display cards. 


GIFFORD-WOOD CoO. 
Main Office & Works: 7 Hill St. 


Hudson, N. Y. 
NewYork, Boston,Chicago,Pittsburgh — 
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AvSt - SQUARE HOLE Repair Handle 


srunof, 


NEW SQUARE 
TOP HOLE 


SQUARE SHANK 


” 

















LIL 


Sn 





A quick and easy seller for every Deal- 
er. It makes rehandling jobs easy. 










e hole is 


ance of the hole is round 
and binds the shank secure- 
ly. Enables the handle to be 
quickly driven on perfectly true 
with the bend. 


Write your jobber. na 


Columbus Handle & Tool Corp., Columbus, Ind. 
Lj} LIL 














LILI 
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Osborne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line ~by the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plum * Tools of superior quality. 

The above tools will tee your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 





























U. S. HEADQUARTERS 
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MODERNIZE F 1re Arms and Ammunition 
sass = Pek METHODS 
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SS 2 aan stock—to mute donee See “4 Sele ae, nutneriad | m mperter 







venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE a 
Deep tread steps, full length hand grips,rubber 
track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 






¢ 






Pistols 10”, 12”, 
a Ay W. Mi Mauser, Luger, ic oa Rifle and Automatic 
5 Metallic —— “*Koeln- Retreat Precision Shot Shells; 
Automatic’’ Shot Guns; Cal. 32—10-shot Automatic Police 
Rifle; ‘‘Merkel- Subi” famous Shot Guns #... “Over and Under’ Shot : 
Guns; Combination “Over and Under’ Shot Gun and 30/30 Rifle; 
Famous **‘Drilling’’ Three Barrel Sh ot Guns and Rifle ; Small Calibre 
Rifies, Shot Guns; Small Calibre “Over and Under’ Guns, ‘Gallus 
Famous Spanish Revolvers; Revol ver aay. at — - Canvas 

















styl¢ onl tof — 
jf easily most nd 
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Brown Daisy Wax Treated 
Triangle Dust Mop 


This important shape 
Duster, Polisher or Mop, 
with our Adjustable han- 
dle, makes this one of the 
best numbers in this or 
any other line. Made to 
clean under low furniture, 
padded with cloth so it 
will not mar or scratch. 






ALUMINUM 


WARE 


Lifetime Ware is made from heavy weight, hard, cross rolled, 
flat sheet aluminum circles and will not bend or dent easily— 





that is why it will wear and last a lifetime. No. 88W White Retails... 1.25 White Mop is made with 
a —_ and our own rolling mills enable us to offer ex- No. 88B Brown Retails...$1.50 untreated yarn. 
Send for new price list. New York Sample and Salesroom: 
ALUMINUM PRODUCTS CO. STROBELWILKEN COMPANY, INC. 
33-35-37 East 17th St. 
La Grange, Il. Brown Daisy Mop Co., 56C Sanford St., Mattapan, Mass. 




















. bd : 
A St l& W 110 to ONE DEALER 
erican ee re Over 2800 requests for Hill Clothes Dryer 
information this year. 110 were referred 
to one dealer, 81 to another. We’ll refer 
Company aa oe 
HILL CLOTHES DRYER CO. 
Chicas go, | New ert. _Bocten 39 CENTRAL ST., Worcester, Mass. 
Denver, Dallas oe tee 
0. S. Steel Products Co. 111 Murray St., New York City 
Francisco, 
Portland, Seattle 








Glidden, Am. Special, 


we Maskogan, Bal ker, Periact, Ellwgod Jun Gole'd Nelle Rocking Table Apple P arers 


INC INSULATED FENCES: American, Royal, Anthony, 


peettenes, U.S _ ave LITTLE STAR and DAISY 
yg A ee eee - Apple Parer, Corer and Slicers 
: ran 
ALE HONE — Manafactured by HUDSON PARER CO., Leominster, Mase. 
WIRE for every purpose LIVINGSTON-COOPER CORP., 
Quick Delivery. Write us for selling plans. 131 East 23rd Street New York City 























UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza, Brooklyn, N. Y. 


UNIVERSAL€C?P ime 


Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose. Put on in less than a 
minute, Everlastingly leak-proof. Order Universal] 
Hose Clamps. Trademark on every clamp and car- 
ton. Get them from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 
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SAMSON CORDAGE\ WORKS 
MANUFACTURERS OF 4 as SASH CORD, CLOTHES 
BRAIDED CORDAGE £959? [NES SMALL LINES 


AND COTTON TWINES & > ETC. S007 Ao Caracas 





















(WILLIAMS 


DROP-FORGED WRENCHES 


You and your workmen wil] like 
"em. Have you our catalog? 
1000 sizes 40 styles 

J. H. WILLIAMS & CO. 

NEW YORK BUFFALO CHICAGO 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 






























































POEL ETT , i) rinhtit iit TEA ULE RL 


PADLOCKS. 


FOR EVERY CONCEIVABLE PURPOSE 
FRAIM-SLA YMAKER 
HDW. CO., INC. 










| & fr mae f 
i tH} il i 








TOOLS 


The first choice of skilled mechanics for three generations 


MACHINISTS’ 


WE PROTECT THE DEALER. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. 8S. A. 





BS 


“ e 


STRATTON MFG. CO., 


THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, 0. 
Plain or soured in 


STRATTO r 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 


Stratton, Maine 















BOLT 


“VICTOR” CLIPPER 





Send for Catalog 
| ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 

















TAPS and DIES 


REGISTERED The Famous “Carpenter Quality”’ 
<RADE-MARy First choice of experts—make it yours! 


\/ J, M. CARPENTER TAP AND DIE COMPANY 


Oldest Tap and Die Makers in America 
Pawtucket Rhode Island 





——— 








screw “LENOX” privers 
Correct aa Drop 
Design Forged 











Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-BoRAX COMPOUND Co. 





Fort Wayne, Ind. . 











American Saw & Mfg. Co., Springfield, Mass., U. S. A. 
Makers of Every 
Kind of Screw, 


memmeare\. |. \a\s\aala nan aap 
Nut and Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 





* Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 














-_ 


58 YEARS AGO 


Priest’s Clippers were 
imtrod Today 


PRIEST’S CLIPPERS 
need ne introduction. 


American eee Mtg. Company 











Nashua, N. H. 





~ REQUIRES SAMPLE 


ONLY — 


RRR 





‘ THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 








1000 MILITARY RD., BUFFALO, N. Y. 
Q. Lindemann & Co. 
Manufacturers of 







BIRD Sr 
Cee. acmmnws 











35-37 Wooster Street New York 
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Receiver’s Sale in Equity 
U. 8. D. C., September Term, 1923. No. 
a? © aes B. Swint vs. John B. Black 


Ss. E. Cu. 2nd & Edgmont Ave. 


Chester, Pa 
ON THURS., JULY 17, 1924, AT 10 A.M. 
(Dayli ht-saving Time) 


aluable Real Estate 


IMPROVEMENTS AND EQUIPMENT OF 
THB JOHN B. BLACK COMPANY 


Edge Tool Manufacturers 


Fronting on 2d S8t., 294% ft., on Badg- 
mont Ave. 160% ft. and on Front St. 
149% by 295 ft. deep. Railroad Siding, 
Boilers, Engines and Machinery. To be 
sold free, clear and discharged from all 
liens and encumbrances. 


FOLLOWING THE SALB of the Real 
Hstate, the trade name (the original Wm. 
Beatty & Sons) and Large Stock of Fin- 
ished and Unfinished 


Edge Tools and Supplies 


will be offered for sale, consisting of 

Axes, Hatchets, Adzes, Cleavers, Knives, 

Pyrometer, Alunden Wheels, Handles, 

Lumber, Steel, Iron, Grindstones, Belting, 

Office Furniture. 

Catalogues on application to Auctioneers. 

By order of Joseph H. Hinkson, Bsq., 

Receiver, Law Bidg., Chester, Pa. 

J. H. Ward — Esq., Atty., Law 

Bidg.. IAT 
A. EREEMAN’S SONS 

Auctioneers 
1118-1120 Chestnut St. Phila., Pa. 
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Classified Opportunities 


Set Solid, Minimum 50 words. 


Each additional word. 
All Capitals, Minimum 50 words 


Each additional word 


S- ” k. s db eo wu x 


Each additional i. apaoeene 


ee ere i alias 0s +s oe cn y ee 
ees e. Cabs ON 60's ow cts + bes 6 ee 
a ee ee et ee - 4.00 
Teeter are: Te Tee ET eae ; .08 
Ue es Veeed Peek owe en Was . 5.00 

(nstensss2. 


4 insertions, 10% off; 8 eatin, 15% off 
Remittance Must Ascommony Order 


50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 





Business Opportunities 








on, 
(ee 


Article All Sieudooave 


Dealers Await 


Oan be obtained by a manufacturer. Due 
to unexpected business developments, this 
item cannot be conveniently handled by 
us at this time. We are offering it to a 
manufacturer, or any other, either as an 
outright sale or to be sold on a royalty 
basis. The patent has been applied for 
on this item, and any buyer can easily 
develop a very large one among Hard- 
ware alers and Jobbers. 

Address the advertiser below for fur- 
ther information, and advise in first letter 
the nature of the arrangement desired and 
financial song 4 to handle this matter. 
Address Box 0. + 00, HARDWARD 
AGB, New Rake N. 


REAL OPPORTUNITY TO GET 





) Wanted: Retail Hardware Store 
in New York City. Must be well paying 
and strictly hardware. Can invest $10,000 
Cash. Will consider partner who thor- 
oughly understands business or be inter- 
ested in established concern. Address Box | 
G-187, care Hardware Age, New York. 











‘in Chicago located on South Side. 





FOR SALE: One of the best hardware stores 

Carrying a 
full line of hardware tools, cutlery, kitchenware, 
paint, glass, electric and auto supplies. 150 ft. 
oak fixtures, 12 ft. high. Stock and fixtures in- 
ventor $25,000. Sales 1923—$70,000. Retiring 
from business. Address Box -198, care Harp- 
ware AcE, New York. 

















AST SELLE 

- FOR SALE—One of the oldest and best-estab- 
lished stores in the center of the most progressive 
section of southern Colorado. A live town, rail- 
road division point and surrounded by prosperous 
farms and ranches. Hardware, Furniture, Im- 
plements and allied lines with a merchandise 
stock of $25,000. If interested, address Box 
G-204, care HARDWARE Act, New York. 


HARDWARE BUSINESS 
In order to close estate, a Philadelphia business, 
established 25 years, doing a profitable business, 
must be sold at once. Address Box G-203, care 


Harpware Ace, New York. 


UNUSUAL OPPORTUNITY TO WIDE- 
AWAKE MANUFACTURER—Well known firm 
retiring from manufacturing business offers for 
sale its Patents, Trade-marks, Patterns, Jigs, and 
Dies complete for the manufacture of the best 
For full details apply in confi- 








a... 2 Can Company 





: FOR SALE—Old established hardware busi- 
ness, New York State. Up-to-date stock and fix- 





Sy f LVE he LAK E es G0 : oe around $6,000.00; building 


apg turnover. Mill town, 
ly eoaennt store. Good surrounding small 
SASH CORD towns and farming community. Heating, elec- 
exclusive agencies. Reason selling—owner absent. 
NET WEIGHTS FULL LENGTHS Address Box G-177, care Harpware Acs, New 
Sliver Lake Co., Newtonville, Mass. York. 











tric, plumbing supplies. Carry nationally known 











FOR SALE—Established hardware business in 
town of 8000 in Northwestern Ohio. Railroad 
shops and some manufacturing. Fine Farming 
Stock consists of s elf and builders’ 

ints, stoves, cutlery, sporting goods 








BALE TIES 


Best Made — Prompt Shipment 


territory. 
hardware, 





and house urnishings. Invoice $30,000.00. Poor | capper made. 
Baur Bale Tie Co. health reason for selling. Address Box G-188, | dence, Box G-205, care Hiarpware Acge, New 
care Harpware AGE, New York. York, 








INDIANAPOLIS, IND. 














Economy 


TAPS 


Dies, Screw Plates 
WINTER BROS. CO. 


Wrentham, Mass. . 


CRAYONS 


FOR EVEBY 


STANDARD CRAYON MEG. CO. 


J. L. THOMPSON MFG COQ. 
Waltham, Mass. 
Tubular and Bifurcated 


= RIVETS = 


| The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


Hose Attachments : 


For connecting hose to smooth 
faucets. Slips on and off easily. 





Economy Mfg. Co. 
5850 Germantown Ave. 





Philadelphia, Pa. 























Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, and Dies. All 
kinds and sizes made to order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Mass. 


























ee SS TT 
LL ' 




















“They Have a “AXES § ’ F 
or over 30 years the leaders in 
Bull Dog-Grip” and C Y T H E S making tools for stone workers. 
a na Scythes since 1812, Axes since 1800 Catalogue. 
U. 8. Clothes Pin Ce, Montpelier, Ve. RIXFORD a TROW & HOLDEN COMPANY 
1015 Union Bank Bide. Pittsburgh, Pa. mati stac ies BARRE, VERMONT 
JOHN SOMMER’S | Clamp’s Washers 
ELEVATORS PEERLESS FAUCETS oe ce hte wort 
DUMBWAITERS Made of best Maple, with Leather 
Write for our catalog Lining and Best B in Key. Samples FREE 
Energy Elevator Co. Beware of Imitations. emai are U. S. WASHER CO. 
Stamped with Maltese Cross. Box 398 


211 NewSt., Philadelphia 


Hartford, Conn. 


| EYELET TOOL CO. 





j John Sommer Faucet Co., Newark, N. J. 
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Classified Opportunities 





Business Services 
CAPITAL SECURED, Oo ga gr ES 


ORGANIZED AND FINANCED. BLANC 
& COMPANY, 347 STH AVE., NEW YORK 








Help Wanted 


HELP WANTED: Wanted traveling salesman 
who has had experience with the retail hardware 
and sporting goods trade. One who has an estab- 
lished line of customers, and who can sell sport- 
ing goods in the Middle West or South. rite 
giving territory covered and length of time. 

red & Co., 323 W. Randolph St., Chi- 
cago, Ill. 


HARDWARE MANAGER—An experienced 
buyer for Hardware Department in Department 
Store in Pennsylvania town of 15,000. Give 
detailed information as to experience and present 
position; state age and salary expected. erma- 
nent position with good opportunity for advance- 
ment. Address Box G-206, care iauwann AGE, 


New York. 
Wholesale 


FIVE SALESMEN WANTED to sell on com- 
mission for a Hardware Jobber, complete line. 














To work from the following cities: St. uis, 
Jacksonville, Minneapolis, tlanta and New 
Orleans. Will pay commission on all Mail Or- 


ders, as well as orders taken by salesman. We 
have customers in all territories. Give informa- 
tion as to experience and references. All infor- 
mation will be held strictly confidential. 0 ob- 
jection to side lines, providing they do not 
conflict. Address replies to Sales Manager, Post 
Office Box 1458, Hartford, Conn. 


YOUNG MAN with thorough knowledge of 





hardware, especially mechanics’ tools, to take 
charge of tool department. arge wholesale 
house in east. State age, experience, qualifica- 


tions and salary expected. 
care HarpwareE AcE. New 


Retail 


WANTED—Experienced Bookkeeper with ex- 
ecutive ability. pable of handling credits and 
collections in a wholesale and retail Hardware 
Store. Experienced on Burroughs Bookkeeping 
Machines preferred. An _ excellent opportunity 
to one fitted for the position. Give age, experi- 
ence and reference, aleo salary wanted, in first 


Address Box G-179, 
ork. 

















letter. Address Box G-182, care HarpwAre Acg, 
New York. 
Positions Wanted 
WANTED 


Position as resident buyer, or buyer and credit 
man for construction, manufacturing or large 
retail interests in Hardware and related lines. 
30 years’ experience in Hardware business. Ref- 
erences. Address Box G-210, care Harpware 
AcE, New York. 





Positions Wanted 








CATALOG COMPILER. ‘Thorough- 
. ly experienced on hardware and 
automotive supply catalogs, desires 
to connect Manufacturer or | 
Jobber that issues trade catalogs. 
Also qualified for trade paper copy 
writing. Highest references. 
Address Box G-194 


care Hardware Age, New York 

















Man, equipped with 14 years of hardware ex- 
perience, as retail salesman. Now employed for 
good reason wishes to make a change, desires 
connection with wholesale house, as house or 
traveling salesman, or with good retail house. 
Would consider Manufacturers line on the road, 
on salary or commission basis. Age 38. Good 
health and references. Address Box G-181, care 
Harpware Ace, New York. 








Man with valuable experience and background 
now wishes to connect himself with a Manu- 
facturer of a reliable Hardware line to sell to 
Hardware Jobbers. Has long been one of the 
best Salesmen of a_ leading Middle Western 
Hardware Jobber, and can give the highest ref- 
erences. Age 38. Experience with Retail Field; 
qualifies excellently to build up real Jobber Co- 
operation for a line. Know how to influence 
Jobbers’ Buying through inside contact. Inter- 
ested in this change as logical step for my quali- 
fications, Address Box No. G-208, care HARDWARE 
AGE, 239 West 39th Street, New York City. 


Retail 








HAVE you a position open for a hardware 
man with real ability, pep and ambition? One 
that has the ‘“‘go-get-em” qualities. Knows how 
to buy and sell goods, dress windows, arrange 
stock and make your store presentable to cus- 
tomers and keep them coming. I am not looking 
for a large salary, but a ay compensation when 
my ability is proven. ew York, New Jersey 
or Connecticut preferred. Address Box G-164, 
care Harpware Ace, New York. 


Manufacturing 


SALESMAN, with extensive experience on 
the road in hardware and sheet metal products 
such as sheet steel, tin plate, steel ceilings and 
galvanized ware, solicits correspondence with 
obber or manufacturer. Territories traveled: 
ew York, Pennsylvania, Vermont, Missouri, 
Kansas and Oklahoma. Address Box G-195, care 
Harpware AcE, New York. ie 

A progressive hardware executive seeks factory 
connections for South America. Highest creden- 
tials as to ability and integrity. Address Box 
G-190, care Harpware Acz, New York. 











Positions Wanted 
Manufacturing 











| TO MANUFACTURERS | 


Is your organization looking for a man 
who thoroughly understands the whole 
job of advertising your product? 

My experience, from the gathering of 
data to the completed circular, booklet or 
trade paper advertisement, qualifies me 
to obtain effective advertising results for 


you. 
Address Box G-196, 
care Hardware Age, New York. 














Sales Accounts Wanted 


MR. MANUFACTURER: Are you receiving 
100% Representation? Two well-known Hard- 
ware men noted for their aggressive and progres- 
sive growth in the wholesale and retail lines will 
be open for an exclusive sales agency after Jan. 
Ist, 1925. Only a strictly meritorious proposi- 
tion will be considered. Can finance own ac- 
counts if desired. References furnished. Ad- 
dress Box G-201, care Harpware Ace, New York. 











British Market | 
Advertiser with 20 years’ hardware experi- 
ence, including 5 years in America, having a 
sound connection with hardware Jobbers and 
Dealers throughout the British Isles, solicits 
correspondence from American or Canadian 
Manufacturers desiring to develop this mar- 
ket. Would consider a whole time job or 
agencies. Full particulars to Box 1187, Dor- 
land Agency 14, Regent St., London, Dngland. 














MANUFACTURERS’ AGENT, calling on hard- 
ware, department stores, and industrial plants, in 
Illinois, invites correspondence from manufac- 
turers of tools, hardware and wire specialties, and 
kindred lines desiring representation on com- 
mission basis. Address Box G-191, care Harp- 
WARE AGE, New York. 





Sales Representatives Wanted 


SALESMAN, attractive side line, liberal com- 
mission, sell patented garden implement to job- 
bing trade. tate experience, age, territory now 
covered, etc. Address Box 156, care Harpwarz 
Ace, 1420 Widener Bldg., Phila., Pa. 








Sales Representatives Wanted 


ESTABLISHED MANUFACTURER desires 
commercial traveler to sell his products, Dog 
Collars, Pistol Holsters, etc., to the Hardware 
and Sporting Goods trade in Texas and adjacent 
states. State age, experience and all details in 
first letter. A. F. & M, preferred. P. O. 
Box 130, Patterson P. O., Baltimore, Md. 








Reputable manufacturer of Automotive Service 
Tools desires active representation on Pacific 
Coast and Southern States to the Automotive 
Hardware and Jobbing trade for popular priced 
Thickness Gauge set and socket wrench sets, 
commission basis only. Address Box G-209, care 
HarpwareE AcE, New York. 





Sales Representatives Wanted 


Sales Representatives Wanted 





Large manufacturer of electric heating devices 
wants representatives on commission, in gee 


Ohio, issouri, Iowa, Minnesota, North an 
South Dakota, and New England territory. 
Largest production in United States. Address 


Box G-202, care Harpware AcE, New York. 





MANUFACTURERS’ REPRESENTATIVE 
and side line salesmen wanted to sell jobbers 
and dealers all over United States. Two house- 
hold essentials, metal polish and _ stove polish in 
tubes, individual cartons, attractive counter dis- 
lay cartons. Package sells goods; quality soon 
fringes repeats. Address Evershine Company, 
Inc., 441 Marietta St., Atlanta, Ga. 








Wanted Salesman to work on commission for 
western territory. Must have good connections 
with jobbers, Department Stores and better class 
of Hardware Stores, for article that met with 

reat success in Eastern States. Address Box 

-213, care Harpware Act, New York. 





Commission Salesmen, calling on Radio Dis- 
tributors and Dealers, to-represent factory manu- 
facturing high grade parts and sets. Want 
Representation in Buffalo, Pittsburgh, Cleveland, 


Cincinnati, Des Moines, and Minneapolis to 
cover cities and surrounding territory. Must be 
repared to do missionary work now. Address 


ox G-212, care Harpware Acg, New York. 








) production. 





can now obtain a line previously limited to distribu- 
tion in the East because of heavy demand and limited 
Production is now expanded and can 
take care of additional business from upper New 
York, Pennsylvania, West Virginia, Virginia, District 
of Columbia, Missouri, Ohio, Maryland, Kentucky, 
Tennessee, Louisiana, Texas, and the entire South. 
The quality, price and durability of this line of Cyl- 
inder Rim Night Latches and Cylinder Key Blanks 


SEVERAL HIGH CLASS, ENERGETIC | 


MANUFACTURERS’ REPRESENTATIVES 


and the recognition they possess assure commission 
salesmen an excellent selling and re-ordering line 
with liberal commission proposition and good terri- 
Representatives are wanted who call on job- 
bers and large retailers in these states. 


Reply stating experience and present lines handled. 
All replies will be held strictly confidential. 
Box G-211, c/o Hardware Age, 239 West 39th St., 
New York, N. Y. 


tories. 


Address 
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Distributing Branches: 


Boston, 876 Commonwealth Ave. 
Chicago, 1120 Michigan Ave. 
Philadelphia, 1511 Fairmount 
Pittsburgh, 7232 Kelly St. 
Kansas City, 1933 McGee St. 
St. Louis, 2609 Washington Ave. 
Minneapolis, 111 S. Tenth St. 
Richmond, 519 W. Broad St. 
Denver, 846 Broadway. 


Socket Wrenches 
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ASSORTMENT 


Add b ATT Sockets and Handi $ AS Needed 
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MOTOR TOOL SPECIALTY COMPANY 


14 E. Jackson Blvd., Chicago 


Snap-On Wrench Company, Mfrs. 


nap-on 


INTERCHANGEABLE 





A small department — 
a big opportunity 


Why not join them? 











The cabinet at the left occupies only a 
couple of square feet of counter territory. 
Its ownership requires only a modest in- 
vestment of capital, and an _ intimate 
knowledge of its contents is not needed. 


Yet it represents one of the finest oppor- 
tunities to make money steadily and in- 
creasingly that you can find anywhere. 
Interchangeable 
Wrenches ‘are known, liked and used 
wherever automobiles 
serviced. Nearly 5000 dealers are mak- 
money with Snap-ons, 
they’re not enough to meet the demand. 
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Write for details 


Distributing Branches: 


New York, 1776 Broadway. 

Los Angeles, 1341 S. Hope St. 

San Francisco, 280 Goldengate 
Ave. 

Portland, Ore., 106-13th St. 

Indianapolis, 613 N. Illinois St. 

Atlanta, 227 Spring St. 

Dallas, 312 S. Ervay St. 

Seattle, 910 E. Pike St. 

Detroit, 4849 John R. St. 
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“LOOK INTO IT” 


TRADE MARK REGISTERED 


The Patterson-Sargent Company 


Cleveland Chicago New York Kansas City St. Paul 
Detroit Long Island City Boston 






































